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If Dealers Lose in August, 
They May Lose Forever 


T= changes that are made in the minimum wage law when 
Congress reconvenes in August may spell life or death for many 


small dealers. 


This is the view of dealer leaders who have followed the legisla- 


tion closely. The historic dealer 


exemption was preserved in the 


Ayres-Kitchin Bill in the House. But an inadvertent error in the 
bill will make it impossible for the Senate to accept the House bill. 
The Senate bill does not preserve the dealer exemption. 


Here’s the danger as dealer leaders see it: 


Labor will play a strong role 


in the upcoming elections, Law- 


makers from both parties will come back from their party con- 


ventions in a mood to woo labor. 
And the minimum wage bill 


changes are made, they may last for years, 


is such a hot issue that, once 
se lawmakers 


will be fearful of reopening the issue. 
As Thomas F. Abbott jr., chairman of NADA’s National Affairs 


Committee puts it: 


“In view of the political situation, labor legislation is a certainty. 
The only uncertainty still remaining is who will get hurt and who 


will avoid getting hurt.” 
Dealers as small businessmen, 


striving in the face of a growing 


cost squeeze to maintain payrolls across the nation, have a well 


merited case to put before their 


congressional representatives. 


And if they are ever going to do so, they had better do so before 


Congress reconvenes Aug. 8. 





No Pain Seen for Compacts 
In Final Cleanup Test 


By Robert M. Lienert 
Associate Editor 
OMPACT cars, which have more 
or less successfully hurdled 
every conceivable market barrier 
so far this year, have one final test 
to pass. 

That’s the cleanup. If compacts 
come through the cleanup rela- 
tively unscathed, they will have 
completed the full year’s market- 
ing cycle in good shape. 

The first year to find compacts 
from every maker competing has 
so far provided something of a bap- 
tism of fire for the new-sized autos. 

And the compacts have proved 
they can take it. 

a oa * 

PRODUCTIONS problems were en- 

countered and whipped; the 
steel strike was digested; the early 
trend toward steep discounts was 
taken in stride; the imports were 
challenged at their own game and 
forced to retreat. 

Furthermore, compacts weren’t 
simply on the defensive all year 
long. For some makers and in 
many dealerships, compacts led 
the sales assault. 

They should do all right in the 


Top Cars 


New-car registrations for five 
months, plus 15 states for June: 





la 1959 
‘ Make Pos. 
1— 748,769 Chev. 629,760— 1 
2— 624,402 Ford 613,414— 2 
3— 201,033 Plym. 160,975— 5 
4— 183,995 Rambler 145,314— 6 
5— 177,086 Pontiac 168,048— 3 
6— 159,840 Dodge 59,381—10 
I— 158,427 Olds. 164,328— 4 
8— 116,265 Buick 116,250— 7 
9— 70,327 Mercury 65,297— 9 
10— 65,796 Cadillac 65,314— 8 
1l— 50,580 Stude. 57,816—11 
12— 83676 Comet ......... 
13— 35,019 Chrysler 26,307—12 
14— 13,006 DeSoto 19,271—13 
15— 10,568 Lincoln 13,229—14 
16— 7,189 Imperial 71,747—15 
237,976 Misc. 264,509 
Total All Makes 
2,894,954 2,576,960 


Further details on Page 48. 





cleanup, too, with the outlook for 

compacts somewhat more promis- 

ing than it is for the standards. 
* * * 


As AUGUST opens with the na- 
tion’s dealers plunging into the 
(Continued on Page 4, Col, 1) 


ATAM Presses 
Clean-Ad Drive 


NADA Asked to Work 
With Newspapers 


By Robert M. Finlay 
Editorial Director 

ACKINAC ISLAND, Mich. — 

Dealer trade association man- 
agers from across the nation moved 
by resolution here last week to seek 
cooperation of newspapers in clean- 
ing up deceptive auto advertising. 

Members of the ATAM meet- 
ing charged at their summer sem- 
inar here that such deceptive ads 
create chaotic conditions in the 
auto market and confuse the 
auto-buying public. 

By resolution, ATAM urged 
NADA to name a committee of 
three dealers to join three man- 
agers in a meeting with the Bureau 
of Advertising of the American 
Newspaper Publishers Assn. Goal 
would be to eliminate new-car ad- 
vertising from the classified sec- 
tions of newspapers and to screen 
out unrealistic price and term ad- 
vertising on both new and used 
cars. 

+ * + 

ANAGERS in some areas re- 

ported a tendency of makers to 
persuade dealers to take unrealis- 
tic numbers of 1960 models in the 
cleanup period with the promise of 
preferential treatment in the 1961 
new-modeleperiod. 

ATAM also moved to support 
NADA in an all-out battle to pre- 
vent inequities against small 
businessmen from being written 
into the minimum wage bill when 
Congress reconvenes in August. 

Managers warned that if such 

(Continued on Page 53, Col. 1) 
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‘Hot-Model’ Supplies Low 
As Stockpile Drops Back 


By Maynard M. Gordon 
News Editor . 

ptr ideas of strong-selling ’60 

models may well crop up in the 
next two months before ’61 intro- 
ductions, an Automotive News 
month-end inventory check dis- 
closes. 

The prospect of scarcities ap- 
pears paradoxical in the face of 
the nearly one million units in 
the domestic-car stockpile at the 
end of July. But sellers of the 
“hottest” makes, including com- 
pacts and standards, have spok- 
en more insistently of shortages 
through the July relaxation of 
new-car stockpiles, 

Among the makes whose dealers 
fear thin supplies in August and 
September are the following: Chev- 
rolet six-cylinder standard, Comet, 
Dodge Dart, Falcon, Rambler 
American and Corvair Monza 900. 

ok * od 

MONTH-END estimate of do- 

mestic stockpiles by AUTOMOTIVE 
News puts the total at less than 
990,000, compared with an estimated 
1,034,808 a month ago. Dealers said 
the decline in the national inven- 
tory stemmed from the compacts 
and the standards most in retail de- 
mand. 

Adequate cleanup supplies of ’60 
models are indicated for standards 
and mediums whose sales have re- 
mained solid, if not as buoyant as 
those of the “hot ones.” The ade- 
quate list, dealers reported, includes 
Cadillac, Chevrolet V-8, Pontiac 
and Valiant. 

Other makes are reported in 
relative oversupply ona national 
basis, although stocks in certain 
metropolitan areas could stand 
bolstering in the lowest-priced 
series. Many Buick dealers are 
less inventoried than they were 
at this time a year ago, when 
their model run also had come to 
a close. 

The Falcon-Comet shortage was 
aggravated by Ford’s stamping 
strike early in July. One town’s 

Comet dealers counted up only nine 
in supply July 1, after selling 75 off 
the haulaways in June, Falcon sup- 
plies were higher, but similarly out 
of whack with sales. 

Ford’s Kansas City assembly 
plant was rushed into the Comet 
vacuum last week. But Comet’s ex- 
clusive role as a “quality” Big 
Three compact will soon vanish 
with the fall debuts of the Buick 
Special, Dodge Lancer, Oldsmobile 
F-85 and Pontiac Tempest. 

o* * * 


RABBING the most attention in 
the pre-introduction. publicity 


As of Today... 
Here's the Score on Changeovers 


61 Makes Down for 
In Production Changeovers 
Buick Special Buick (Std.) 
Dodge Dart Chrysler 
Dodge Lancer DeSoto 
Plymouth (Std.) Dodge (Std.) 
Plymouth-Valiant {Imperial 


Oldsmobile F-85 





about the new compacts has been 
the Tempest. The new four-cylinder 
Pontiac will be marketed in No- 
vember, at the tail-end of all other 
61s. 

While Tempest’s delayed intro- 
duction has -Softened the cleanup 
pressure on Pontiac dealers, com- 
petitive dealers with earlier debuts 
now are fearful lest the novelty of 
the still-to-come Tempest retard 
sales of their own compacts in the 
October hoop-la over the National 
Automobile Show. 

Suppliers are predicting the 
largest monthly car production of 

all time in October, The idea 
would be to take advantage of 
the Nationa], Show’s promotional 
value, coupled with the simulta- 
neous announcement of four new 
compacts and a Ford-sized Mer- 
cury. 


Month-end inventories among 


Inside 
Auto News 


@ Sales Tests: Buick, Page 15; 
Lark, Page 22; Rover 3 Litre, 
Page 25. 

@VW export cars powered up, 
Page 40. 

e@ Truck suppliers lean on spe- 
cial-equipment experts, Page 
26. 


e@ How the auto firms are far- 
ing profit-wise, Page 2. 

@ GMC, Ford develop new mil- 
itary trucks, Page 29. 





Miami new-car dealers showed that 
if June’s selling rate persists 
through the third quarter, inven- 


tories are at best equal to demand. 
* + + 
| Y MAKES, this was the Miami 
outlook in terms of June sales 
and July stocks: Chevrolet-Corvair, 
891 sales and 1,257 in stock; Ford- 
Faleon, 717 and 723; Pontiac, 210 
and 841; Rambler, 167 and 349; 
Dodge, 129 and 194; Oldsmobile, 
126 and 265; Buick, 121 and 405; 
Cadillac, 79 and 108; Comet, 71 and 
7; Mercury, 49 and 75; Studebaker, 
41 and 75; Lincoln, 14 and 42, and 
DeSoto, 4 and 20 (other Chrysler 
Corp. makes not itemized), 

“All Miami dealers are very cau- 
tious about ordering, and apparent- 
ly the factories are not loading 
them,” Automotive News Corres- 
pondent Trescot Goode reported. 
“Some dealers have recently can- 
celled previous orders.” 

Deals of $50 over ticket are re- 
ported numerous among Chevy, 

Ford and Plymouth standards, 
not only in Miami, but in most 
comparable cities. Buildout 
bonuses and quota incentives 
have stimulated dealers to keep 
up the selling pressure through- 
out July—often a sluggish month 
after the pre-vacation spurt in 
June, 

Further ’60-model phaseouts in 
August are certain to give the na- 
tional inventory its heftiest chop 
of the year. 

But nothing yet has brightened 
the carryover cloud that hovers 
over October, when dealers will 
greet the 61s with possibly half-a- 
million ’60s on the shelves, 


Changeovers Hold Output 
Below Year-Ago Level 


By Martin L. Whitmyer 
Staff Writer 

ce output in the United States 

continued to lag behind the 
year-ago level last week as Buick 
built out on its ’60 models and nine 
other makes remained idle due to 
changeovers. 

Last week’s output totalled an 
estimated 107,311 units—a 4.4 per- 
cent decline from the previous 
week’s 112,518, and 12.4 percent 
below the 122,518 cars turned out 
during the week ended Aug. 1 
last year. 

Although Lark and. Valiant were 
+ * aaties sustenance men aed 


"60 Makes Down in 
In Production Canada 
Cadillac Chrysler Corp.* 
Chevrolet (Std.) General Motors* 
Checker Ford Motor** 
Comet Studebaker* 
Corvair 


Stndebaker Hawk Falcon 


Studebaker Lark Ford (Std.) 


*Changeover. **Vecation. 


i 


Lincoln 

Mercury 
Oldsmobile (Std.) 
Pontiac 

Rambler 





idle due to changeovers, the com- 
pacts, with Comet and Falcon hit- 
ting record levels in weekly out- 
put, picked up 30.7 percent of total 
industry production on an estimat- 
ed 32,960 assemblies. A week ear- 
lier, the group, with Valiant and 
Lark still in production, captured 
27.8 percent of total industry out- 
put on 31,160 assemblies. 

Total industry car assemblies for 
July amounted to 434,652 units — 
a’ 29.2 percent: decline from the 
613,718 cars produced in June, and 
21.7 percent below the 555,410 cars 
built during July last year. 

*” 


of * 
M AKERS now in production 
on ’61 models are Buick’s com- 
pact Special series; Dodge’s Dart 
and Lancer; Plymouth’s standard 
and Valiant, and Oldsmobile’s com- 
pact F'-85, 
Joining this group next week 
will be Chrysler, DeSoto, and the 


standard Dodge. st of the 
Chrysler Corp. divisions to get 
into production on ’61 models 


will be Imperial on Aug. 15. 
Makers still building ’60 models 
are Cadillac, standard Chevrolet, 
Checker, Comet, Corvair, Falcon, 
standard Ford, Lincoln, Mercury, 
Oldsmobile, Pontiac, and Rambler. 
Currently down for changeovers 
to the new models are the stand- 
ard Buick, which built out last Fri- 
day; Chrysler, DeSoto, standard 
Dodge, Imperial, and Studebaker 


(Continued on Page 58, Col. 3) 
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Earnings Out of Step with Sales Growth . . . 


Auto Firms Report Profits Lag 


UTO makers increased their vol- 

ume in the first half of 1960 
but the profit results had a bit less 
bounce in them, reports released 
last week show. 

General Motors had record 
sales in the first half, up more 
than half a billion dollars over 
the 1959 showing. Its profit did 
not increase nearly so sharply. 
GM sold more and made less 
money in the second quarter than 
it did a year earlier. 

Both Ford and Chrysler appear 
to be suffering in the pocketbook 
as a result of compact cars, Ford’s 
first-half sales and earnings trailed 
the year-ago showing. Chrysler 
sales in the first half increased but 
the profit was less than half what 
was earned in the like 1959 period. 

The first nine months of the 
American Motors fiscal year also 
showed the profit squeeze pattern. 
Sales soared but profit declined. 
*” * 


General Motors 


ENERAL MOTORS continued 

making money at better than 
the rate of $1 billion a year through 
the first half of this year but, in 
some other ways, its financial re- 
port was disappointing. 

The company reported first-half 
sales were $7,109 million this year, 
compared with $6,512 million last 
year, a gain of 9.2 percent. Profit 
for the first half was $612 million, 
up only 3.7 percent from the $590 
million earned in the like period 
of last year. 

Sales of cars and trucks to deal- 
ers in the first half ran 15.2 per- 
cent ahead of the total for last 
year’s first half. GM plants in the 
United States and other countries 
sold 2,659,895 vehicles to dealers in 
the first half of this year, compared 
with 2,309,711 in the first half of 
1959. 

Since only a minute part of GM’s 
sales are in the compact field, the 
failure of profit to increase in line 
with the boosts in unit sales and 
sales in dollar terms could not be 
blamed on the compacts. 

Other companies whose first- 
half profits do not measure up to 


sales have been blaming it on a 
scipishaandaceatiniianacaitnetsinetneadint aitaptgriconnsslly 


profit squeeze, Chairman Frederic 
G. Donner and President John F. 
Gordon offered no explanation on 
the lag in profits when they re- 
leased the GM report, 

The GM report also noted that 
the profit in the second quarter fell 
below earnings in the first quarter 
of this year and the second quarter 
of last year. 

GM earned $288 million on sales 
of $3,451 million in the second quar- 
ter, compared with earnings of 
$323.6 million on sales of $3,658 
million in the first quarter. In the 
second quarter of last year, earn- 
ings totalled $297 million on sales 
of $3,306 million. 

The company’s plants sold 
1,822,595 cars and 297,131 trucks 





Chrysler Gives Details 


On Newberg Companies 


NEW YORK. — Additional de- 
tails on William C. Newberg’s in- 
terest in suppliers which led to 
his resignation as Chrysler Corp. 
president were revealed by the 
Chrysler board at press time last 
week. 

The company said the .mere 
than $450,000 it is to receive from 
Newberg represented his 50-per- 
cent share of the profits made by 
two companies that sold automo- 
tive parts to Chrysler. 

Chrysler said one of these was 
Press Products, Inc., which was 
organized in 1952 and ceased 
manufacturing operations in 
1955. The other, Bonan Co., was 
organized in 1955 and ceased 
manufacturing operations in 1958. 

Press Products made hinges 
and hardware and Bonan sup- 
plied armrests and other textile 
trim items, 

The Chrysler statement said 
the company first learned of 
Newberg’s interests in these com- 
panies in June, 1960, as a result 
of an investigation instituted by 
Chairman L. L. Colbert. The 
probe did not disclose that any 
other director, officer or employe 
of Chrysler was involved in these 
companies, Chrysler said. 

iad 


* * 
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Chrysler Probe Continued 


By Company, 


By William Ullman 
Washington Bureau Chief 

ASHINGTON. — The investiga- 

tion of conflict of interests at 
Chrysler moved ahead behind 
closed doors on two fronts last 
week, producing a wealth of com- 
ment but little in the way of new 
developments. 

The federal Securities and Ex- 
change Commission has launched 
a probe here. Meanwhile, the in- 
vestigation by Chrysler lawyers 
and outside accountants goes for- 
ward in Detroit. 

It was the Chrysler investigation 
that led to the July 21 announce- 
ment that differences about William 
C. Newberg’s interests in Chrysler 
suppliers had led to his resigna- 
tion as company president on 
June 30, 

Chrysler said that Newberg 
would give the company more than 
$450,000 of his profits from his sup- 
plier interests. Newberg issued a 
statement saying he saw nothing 
illegal or improper in his interests. 

a Re * 


PRSRE remained a possibility 
that there would be at least one 
more Chrysler probe, Congressmen 
and senators are now away from 
Washington on a recess called for 
the political conventions. When 
they return, it is possible that the 
House subcommittee which looked 
into “payola” in other industries or 
some other congressional group will 
take a look at the Chrysler situa- 
tion. 


The present SEC investigation 
here is looking into two questions. 
One question is whether Chrys- 
ler failed to comply with federal 
regulations by not disclosing com- 
plete and accurate information in 
its proxy material and annual re- 
port filed with the SEC. 
Another question is whether New- 


U.S. Agency 


berg willfully violated the law in 
failing to list his interest in outside 
suppliers. 
* * * 

ETHER the law itself has 

been violated is the first deci- 
sion to be made by the SEC. Then 
the commission must decide what, 
if any action, it can or should take. 


In the process, the SEC is almost I 


bound to consider whether it should 
use the authority which it thinks it 
(Continued on Page 57, Col, 1) 
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Business Barometer 


Automotive News Economic Index — 


118.9 Percent of Like Week Last Year 


Auto Production ............... 112,276 106.8 91.0 
Truck Production ........... dan 20,599 101.8 81.8 
Auto Registrations—yYear to date. . 2,894,954 Sik 114.6 
Truck Registrations—yYear to date. 418,414 ‘tas 105.6 
Steel Production—tTons ......... 1,550,000 105.0 424.7 
Lumber Production—Board feet... 184,497,000 130.4 80.7 
Paperboard Production—Tons.... 310,052 125.0 98.1 
Soft Coal Output—tons ........ 7,285,000 578.2 99.2 
Oil Refinery Output—Borrels ..... 51,272,000 97.7 104.7 
Electric Output—kilowatt hours.... | 14,425,000,000 101.5 106.2 
Barometer Freight Cer Loadings 323,113 117.8 96.0 
Department Store Sales Index .. 120 111.1 101.7 
Stock Market Price Index....... 389.4 97.7 89.9 
U.S. Gevernment Spending 

—Fiscal year to date ........ sees _$5,573,059,000 soe. 97.4 
Commercial and Industrial Loans $31,373,000,000 99.8 110.1 
Savings Deposits ................ $31,168,000,000 100.2 100.9 
Used-Cer Prices-—Average........ $946 101.1 91.8 
Business Failures ................ 259 100.4 105.7 
Common Common 
Stocks July 27 July 20 1960 Range Stocks July 27 July 20 1960 Range 
AMG....:.:. 20% 21%, 29%-20% We iss 42% 44%, 50%-41'% 
Chrysler... 42%, 43% 71%-41% Mack...... 335% 345% 52%-33% 
Ford....... 61 633%, 92%-60% See 8% 8% 24%- 8% 
Gi vg ix 425% 43%, 55%-42\ White...... 43 45 67%, -41 


(Aug. 1, 1960) 


and coaches to dealers in the 
first half—a total of 2,119,726 sales 

in the half. In the first half of 

last year, unit sales included 

1,580,370 cars and 259,772 trucks 
oy coaches for a total of 1,840,- 

142. 

GM’s plants in Canada and over- 
seas sold 540,169 units in the first 
half, up from the 469,569 sales in 
the like period of last year. 

* * * 


Ford 


E first-half report of Ford 

Motor Co. had the word “com- 

pact” written all over it, 

The company’s unit sales went 
up while its sales in dollar terms 
and its profit trailed the figures 
for the first half of last year. 

President Henry Ford II an- 
nounced that 
first-half earnings 
were $264.8 mil- 
lion, a drop of 7.4 
percent from the 
$285.9 million 
earned in the like 
period of last 
year. 

First-half sales 
were $2,884.5 mil- 
’ lion this year, 

‘ down 2.4 percent 
Henry Ford Il from the $2,954.3 
million in the like period of last 
year. However, the company sold 
1,215,487 cars and trucks to dealers 
in the first half, in increase of 7.2 
percent over the 1,134,357 units sold 
in the first half of last year. 

The company said it showed a 
profit of 9.2 percent on sales in the 
first half. A year earlier, the mar- 
gin was 9.7 percent. 

The report left one conclusion: 
The compact Falcon and Comet 
have boosted the company’s sales 
in unit terms but have cut into 
sales in dollar terms, trimmed 
profits even more and reduced the 
profit margin. 

The company said it earned 
$121.7 million on sales of $1,357.4 
million in the second quarter. This 
compares with a profit of $143.1 
million on sales of $1,527.1 million 
in the first quarter of this year 
and earnings of $151.1 million on 
sales of $1,479.0 million in the sec- 
ond quarter of last year. 

The company gave this break- 
down of sales to dealers in the first 
half of this year one last: 








1959 

826,118 

82,329 

15,897 

23,888 

Ford trucks .... 199,102 186,125 

Totals ............ 1,215,487 1,134,357 
* Ok * 
Chrysler 


NCREASED sales but sharply re- 
duced earnings were reported by 

Chrysler Corp. for the first half. 

The company’s sales totalled 
(Continued on Page 54, Col. 1) 
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Here's New Pontiac Dealer Council— 











ae. a 
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Newly elected Pontiac National Dealer Council was pictured during its recent 1960 
meeting in the home Pontiac office. The 12-member group includes, from left, Charles 
B. Coker, Oklahoma City; Rudy Luther, Minneapolis; M. M. Meadows, Portland, Ore.; 
F. V. Bridge, Pontiac general sales manager; M. H. Yager, Albany; Hugo L. Separini, 
Newton Centre, Mass.; Ben Mizell, Texarkana, Tex.; S$. E, Knudsen, Pontiac general 
manager; C. G. Shirley, Champaign, Ill.; Carl E. Fribley, Norwich, N. Y.; Earl M. Taber, 
Atlanta; G. D. Dennis, executive assistant to dealer relations general manager; Verne 
Johnson, Colorado Springs; Walter Grabski, Cleveland, and Harry D. Blomberg, Ashe- 


ville, N. C, 





Distributors Cut from IS MAT oc 





Renault Setup Revamped 


NEW YORK.—Renault, Inc., has 
revamped the distribution of Re- 
nault cars, trucks and parts in the 
continental United States, with the 
new setup strengthening the im- 
porter’s role in the distribution op- 
eration. 

Distribution points have been 
cut from 13 to 11, the reduction 
coming about through Renault’s 
purchase and shutting down of 
two privately owned distributor- 
ships. 

Kansas City will become a new 
distribution center, replacing Den- 
ver and New Orleans. Another 
move gives the New York City area 
one distributor instead of two. 

Auto Imports, Ltd., Hempstead, 
Long Island, was purchased by Re- 
nault and closed. Its distribution 
area will be split and added to the 
areas now served by the Renault- 
owned distributorship in Boston 
and the Long Island City distribu- 
tor, Dolphin Motors, Inc., and 
Magna Motors, Inc. 

Delta Imports, Inc., New Orleans, 
was also purchased by Renault to 
help make way for the new Kansas 
City center. The Denver distributor- 
ship, which will also be replaced 
by Kansas City, had been operated 
by Renault Distributors Corp., a 
Renault subsidiary which also op- 
erates the Boston outlet. 

A Renault spokesman told AuTo- 
mMoTIvE News that the steps consti- 
tute a “carefully considered stream- 
lining” worked out after “many 
months of study.” 

The objective, he said, is to in- 
sure “top efficiency for the long 
term” in Renault’s distribution 


California Urges 
Low Price Tag 
For Smog-Catcher 


BERKELEY, Calif.—The anti- 
smog devices that state law says 
must be installed on automobiles 
within three years should not cost 
more than $35 and should be guar- 
anteed by the manufacturer for the 
life of the automobile, says Robert 
McCarthy, state director of motor 
vehicles. 

McCarthy spoke up at the first 
meeting of the Governor's Motor 
Vehicle Pollution Control Board. 
The board of 13 members, including 
McCarthy, was appointed to admin- 
ister the new law and must select 
at least two antismog devices be- 
fore the end of the year, 

McCarthy urged the board not to 
approve any device that does not 
carry some kind of warranty to pro- 
tect the public from frequent and 
costly replacement. 

In Cincinnati, the City Council 
this week is expected to set a date 
for hearings on a proposal to re- 
quire the fitting of antismog de- 
vices on all cars built in 1962 and 
thereafter. 





system and “maximum service to 

the dealer organization.” 

Under the new arrangement, Re- 
nault distribution points are: Bos- 
ton, Long Island City, Norfolk, Ft. 
Lauderdale, Pensacola, Dallas, Kan- 
sas City, Chicago, Seattle, San 
Francisco and Los Angeles. These 
distribution points serve more than 
800 dealers in the continental 
U. S., according to Renault. 

Designation of Kansas City as a 
distribution point will not be ef- 
fective until about Oct. 1, it was 
stated. At that time, Renault will 
move into new quarters with ex- 
tensive spare parts facilities, now 
under construction. The Kansas 
City distribution point will cover 
dealers in the central area of the 
country. It will be operated by Re- 
nault of America, Inc., a newly 
formed subsidiary of Renault, Inc. 

Until the Kansas City facility is 
available, distribution will be han- 
dled from Denver. 

Eight of the 11 distribution points 
coincide with port facilities through 
which Renault vehicles are brought 
into this country. These ports of 
entry are: Boston, New York, Nor- 
folk, Port Everglades (serving Ft. 
Landerdale), Pensacola, Los An- 
geles, San Francisco and Seattle. 
Renault vehicles are also unloaded 
at Jacksonville, New Orleans and 
Houston. 





Ad Award to Dealer— 

award for 
from 
left, William E. Mason, president, Mason 


Receiving a top national 
newspaper retail advertising are, 


Oldsmobile Corp., Albany, N. Y., and 
Philip Voss, president, Woodard, Voss & 
Hevenor, Inc., Albany advertising agency. 
The .design and marketing effectiveness 
of Mason Oldsmobile's newspaper ads 
won the first award in coast-to-coast com- 
petition sponsored by the First Advertising 
Agency Group (FAAG), the national as- 
sociation of independent advertising agen- 
cies. Mason is the third generation of his 
family in the retail automotive business. 
His father and brother are automobile 
dealers in Malone and Plattsburg, N. Y. 
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Dealer Forum 


by Robert M. Finlay 


iy IS not too difficult a thing to 
take the temperature of dealer- 
factory relations at a meeting of 
managers of dealer trade associa- 
tions, The managers are able, out- 
spoken men, who know the dealer 
score from Maine to California, and 
North and South, too, 

The current situation: A little 
heat here and there, but gener- 
ally there is more understanding 
and trust among makers and 
dealers than in many a year. 
However, in some sections, there 
are misgivings over the way fac- 
tories are pushing 1960 models, 

“We are not at all happy with 
the way the 
cleanup is going 
in Pennsylvania,” 
said Edwin W. 
Parkinson, assist- 
ant general man- 
ager of the Penn- 
sylvania group. 
There is a feeling 
among his deal- 
ers, he said, that 
the factories are 








tory field men try to kick dealers 
around.” 

Arrogant, untrained field men 
have long stirred up the ire of 
dealers. It may be a sign of im- 
proving times that Buick has just 
started an 18-month training pro- 
gram for field men in cooperation 
with a training and management 
organization headed by a dealer, 
John Williamson. 

A Pontiac and Buick dealer, Wil- 
liamson has done an excellent job 
of recruiting college men and sell- 
ing them on careers in the auto 
business in the face of a good deal 
of apathy on the part of college 
students in general. 

+ * * 


Where to Improve 

ADA’S Industry Relations Com- 

mittee noted, too, in a report to 
the managers that industry rela- 
tions were never better, although it 
added that there should be some 
improvement in the area of dealer- 
factory communications and in that 
of sincerity on the part of some 
makers. 








Crash Laid to Negligence 
Of Dealer in Fixing Car 


GREENSBORO, N. C.— Deci- 
sion has been deferred concern- 
ing court jurisdiction in a suit 
brought by a Greensboro woman 
for damages against a South Car- 
olina auto dealer she accused of 
negligence in repairing a car 
which was involved in a wreck. 
Arguments were heard by Dis- 
trict Court Judge Edwin M. Stan- 
ley. 

Katie Carr Easterling claimed 
that negligence of Cooper Mo- 
tors, Inc., Clinton, S. C., in re- 
pairing a car resulted in injuries 
to herself and her daughter. She 
asked $95,000 in damages. 
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First of a Series... 





How NADA Serves 
New-Car Dealers 


Eprror’s Note: The following is 
the first of a series of five articles 
on the personalities and opera- 
tions that make up the National 
Automobile Dealers Assn. in 
Washington. 

* * x 
By William Ullman 
Washington Bureau Chief 
HEN Andrew Jackson was 
inaugurated President, hun- 





Two Indiana Dealers Honored— 


dreds of his supporters, wearing 
coonskin caps and borrowed suits, 
followed him into 
the White House, 
bearing jugs of 
corn “likker.” 
There followed a 
long and noisy 
party, and serv- 
ants had to re- 
move quite a few loyal but uncon- 
scious Jacksonians the following 
day. 

Many Washingtonians deplored 
the spectacle, but at best it rep- 
resented the kind of direct dem- 
ocracy that was still possible in 
the early 19th Century. Those were 
the days when the average man 
could still slap the President on 
the back or drop in to see a mem- 
ber of the Cabinet without an ap- 
pointment. A businessman could 
write his senator and receive a 
reply that sounded as if the sen- 
ator might have written it himself. 


Today most of us go through life 
without any face-to-face contact 
with top government officials. We 
may call our congressman by his 
first name and know a couple of 
minor bureaucrats, but we know 
the major powers of Washington 
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Two veteran dealers were honored with special awards during the Automobile 
Dealers Assn. of Indiana convention. At left, Stanley Pressler, outgoing association 
president, presents a plaque to A. B. Douglas, who, at the age of 87, continues as 
the active head of McCoy & Douglas (Buick), Greensburg. Douglas became a dealer 
in 1929 at the age of 56. At right, William J. Hubbard, Francesville, receives a plaque 
in recognition of being ‘the oldest continuous (47 years) Chevrolet dealer in the world.” 


only via our newspapers or TV sets. 
* * or 

Fr WE write the President, any 

one of a thousand people may 

answer our letter. If we write our 


trying to get ® 
dealers to take E. W. Parkinson 
too many 1960 models in view of 
the changes due on the ’61s. 
Parkinson asks in a bulletin to 










There is a close relationship be- 
tween the two — communications 
and sincerity—the committee noted. 
It said: 








his dealers: 

“Should not the manufacturer 
bear a part of the loss in this 
transition period in types of 
motor vehicles?” 

He cited the case of an Oldsmo- 
bile dealer who was persuaded to 
take 90 models for the cleanup pe- 
riod even though he believed he 
could sell only 40 at a profit. 

How come he took them? He felt 
that by accepting the present fac- 
tory program he would get prefer- 
ential treatment on the 1961s in the 


period when they are hot. 
* * * 


Takes Guts, Too 


OUIS MILAN, head of the Wis- 
consin group, said this is fran- 
chising time, so dealers are inclin- 
ed to be more 
susceptible to fac- 
tory programs. 

“In Wisconsin,” 
he noted, “we’ve 
got some pretty 
tough laws to 
protect the dealer 
from factory co- 
ercion.” 

“But,” he add- 
ed, “laws or no 
laws, a dealer is 

Louis Milan not going to get 
anywhere unless he has guts.” 

Factory-dealer disputes are read- 
ily settled at state commission 
hearings in Wisconsin, he noted. 

Frequently, dealers berate factory 
stimulators, but Milan, a veteran 
of factory battles, notes that there 
are different ways to stimulate. 

“Sometimes,” he said, “dealers 
need stimulating. They get too re- 
laxed. And usually you get no beef 
if the factory goes about the stimu- 
lation with goodwill and good 
sense. The trouble comes when fac- 
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“, ,. faulty communications fre- 
quently result in the failure to 
present the dealers’ problems to 
those who should be made aware 
of these problems and who are in 
the proper position of authority 
to take necessary steps toward 
solutions.” 

That is the reason the committee 
decided to make attainment of 
elected corporation councils its 
major objective this year. Such 
councils would supplement, not re- 
place, the present dealer council 

structure, it was pointed out. 

Other goals: 

1. To get better, more realistic 
production goals and to correct 
maldistribution. 

2. To obtain a buildout bonus ar- 
rangement fair to 
all dealers. James 
C. Moore, execu- 
tive vice-presi- 
dent of NADA, 
said that there 
was universal 
agreement among 
the makers he 
talked with that 
the present build- 
out bonus system 
needed overhaul- : 
ing. He was as- J. C. Moore 
sured, he said, that the system 
would be placed on an equitable 
basis. 

3. To get makers to cut down 
models and options to a more rea- 
sonable level in view of the con- 
fusing inventory problem. 

oe ok * 


Billings Studied 


w= reference to the inventory 
problem, the committee said 
it had weighed careful proposals 
for some form of extended billings 
from makers. It was concluded that 
extended billings would raise more 
problems than they would solve. 
However, it was said that continu- 
ed efforts will be made to find a 
practical method of achieving ex- 
tended billings. 

4. To provide NADA members, 
who sell imported cars, aid in ob- 
taining from importers or makers 
a franchise agreement at least 
comparable to that under which 
dealers in domestic makes operate. 

In this respect, it was said that 

one importer has prepared and 

is sending to dealers written 
franchises, The importer also has 
laid out a dealer council format. 

NADA reports that it now has 
as members 194 Volkswagen deal- 
ers. Two weeks ago, 15 VW dealers 
came to,Washington at their own 
expense to consult with the chair- 
man of the Import Make Commit- 
tee on forming a VW line commit- 
tee. 

Next meeting of the Industry Re- 
lations Committee will be held in 
New York City in October. 








Boise Dealers 


Put Teeth 


In New Advertising Code 


By Robert J. Brown Jr. | 
Staff Correspondent 

BOISE, Id.—A 22-point “advertis- 
ing code of ethics” that calls for 
accuracy in ads and bans such 
practices as “bait” ads and savings 
claims has been adopted by the 
Boise Automobile Dealers Assn. 

Hailed as the “wise and proper 
thing to do” by Carl Wiehle, 

Volkswagen dealer and BADA 
president, the code is being circu- 
lated among the group’s members 
for their signatures, 

“We feel it is our responsibility 
to clean up our industry or we will 
soon find some federal agency or 
other doing it for us,” said Wiehle. 

The new set of regulations was 
drafted by the Boise group from 
the National Automobile Dealers 
Assn. code, Wiehle said. 

Infractions of the code will be 
considered for action by BADA’s 
Executive Committee, composed of 
the president, vice-president and 
secretary. 

“We will talk to a dealer and 
remind him of our aims the first 
time he breaks the code,” Wiehle 
said. 

“A fine will be imposed for the 
second infraction and, if a dealer 
continues his objectionable prac- 
tices, he will be dropped from the 
association.” 

In most cases, the BADA presi- 
dent said, “it probably will be 
enough to talk to the offending 
dealer.” 

First point in the new code de- 
clares that “any advertised state- 
ments and offers of cars as to 





NADA Detroit Parley 
Linked to Auto Show 


WASHINGTON. —A special 
board meeting of NADA directors 
has been scheduled for Detroit 
Oct. 17-18, it was announced here 
late last week, 

The sudden decision was the 
result of an invitation from the 
AMA to NADA President Birkett 
Williams to be present with his 
entire board of directors at the 
auto show dinner at which Presi- 
dent Dwight Eisenhower will be 
the principal speaker. Williams 
accepted by cancelling a sched- 
uled Washington meeting set for 
Sept. 20-21 and moving it for- 
ward to be held in conjunction 
with the show. 


year, make, model, type, condi- 
tion, equipment, price, tradein al- 
lowance, terms, etc., shall be 
clearly set forth and based upon 
facts.” 

Forbidding bait advertising, the 
association declares that cars ad- 
vertised at the label price “shall be 
in the possession of the advertiser 
at the address given.” 

The code also outlaws “specific 
claims of savings,” pointing out 
that the “intrinsic” value of a used 
car is difficult to determine. 

Dealers also are barred from mak- 
ing “underselling” claims and from 
making such statements as, “Write 
your own deal,” “Name your own 
price,” “Name your own monthly 
payments” or “Appraise your own 
car.” 

Aiming at offending “free” 
claims, the code states that “no 
equipment, accessories or other 
merchandise shall be described as 
free if the advertised cars can be 
purchased at a discount of lesser 
price without such articles.” 

Misleading advertising was one of 
the chief topics considered by the 
Idaho Automobile Dealers Assn, at 
its 26th annual convention in Boise 
in May. 


senator, the chances are good that 
his assistant will draft the reply. 
It is next to impossible to see the 
President, and it is almost as hard 
to see his assistant. 

This is not a surprising situa- 
tion in a nation that has grown 
to include 180 million people and 
50 states. We have big govern- 
ment today partly because we 
have such a big country. But it 
is against this background of 
change that trade associations 
have developed into a big busi- 
ness, 

We still need that face-to-face 
contact with people in Washington, 
but today we have to hire people 
to do the job for us. It is true that 
we elect representatives to look 
after our general interests, but we 
also must employ people to look 
after our particular interests. 

The National Automobile Dealers 
Assn., with headquarters at 2000 K 
Street N.W., Washington, is not a 
typical trade association. It is too 
big to be typical. The average trade 
group represents a few manufac- 
turers of the same commodity. Its 
directors are vice-presidents of cor- 
porations, and its hired hands are 
few in number and highly special- 
ized. 

NADA, on the other hand, rep- 
resents thousands of dealers in one 
of the nation’s biggest retailing 
businesses. Its very numbers give 
it strength and potency, and its oc- 
casional weaknesses stem from the 

(Continued on Page 55, Col, 1) 


On the House... 
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Everyone in the industry—dealers, suppliers and 
makers—is hoping for an early clearing up of the 
Chrysler mess, because about everyone’s now sus- 
pect until proved innocent . .. Two of Ford’s ’61 
“secrets” suffered leaks to the public in two weeks; 
first, the new line of diesel engines for trucks was 
mentioned by a plant manager; second, the new line 
of Econoline trucks was announced inadvertently 
by a firm that made a haulaway device for this 


President Nev Bauman presented a 40-year 
White Motor diamond pin to Mrs. Gustav W. 
Schuman in Detroit last week. Mrs. Schuman is 


a@ major stockholder in her husband’s Schuman Carriage Co., Ltd., 
Honolulu, which handles Buick, Cadillac and White trucks. The 
firm is recognized as the world’s oldest White truck dealer... 
Chicago dealers plan court case seeking relief on personal property 


ta@... 











Eight dealers have been named to Kentucky advisory committee 
on state motor vehicle act; they are Ray Ellis, Harry Holder jr., O. C. 
Jordan, J. R. Madon, Robert Ryan, H. K. Taylor, C. M. Williamson jr., 
and Ed Zimmer ... The Ford Rotunda at Dearborn is said to be 
America’s fifth-ranking tourist attraction, being exceeded only by 
Niagara Falls, Smoky Mountains, Smithsonian Institution and Lincoln 


Memorial in Washington. 


—Pertre Wemuorr, Editor, 
Automotive News 
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Sales Continue Solid .. . 





No Pain for Compacts 
In Cleanup Test? 


(Continued from Page 1) 


thick of the cleanup battle, they 
find inventories relatively well bal- 
anced on the compacts. 

Although compacts have been 
reaping about 25 percent of new- 
car sales in recent weeks, their 
share of stocks is somewhat 
below that figure. 

AvuTomotive News’ estimates based 
on field reports, show 235,000 com- 
pacts (1960 models) included in 
total new-car inventories approxi- 
mating one million units. 

* * oa 


Sn in stock represent an 
estimated 75-day supply — big- 
gest inventory for any compact. 
Chevrolet dealers have demon- 
strated some concern about this, 
since a good portion of these un- 
sold units are the 500 series, a 
rather sticky model even when of- 
fered at break-even prices. 
Dealers apparently have no 
worries on cleaning out their 700s 
and Monzas aren’t numerous 
enough to go around. Some Chev- 
rolet dealers are hopeful that the 
factory will provide special clean- 


Larger Compacts 
Seen Bolstering 
Import Sales 


NEW YORK, — Imported-car 
sales in the United States will be 
strengthened next year ag a direct 
result of current U. S. auto mak- 
ers’ planning, ac- 
cording to John 
T. Panks, man- 
aging director of 
Rootes Motors, 
Inc., distributors 
of the English 
Hillman, Sun- 
beam, Humber 
and Singer lines. 

Panks based 
his prediction on 
an analysis of re- 
ports from auto 
trade sources about what’s in store 
for U. S. motorists in the 1961 
model year. 

Available information, he said, 
shows a trend developing toward 
larger-sized compact cars with 
more powerful, less economical en- 
gines. In addition to this, he said, 
present compacts will be available 
with higher horsepower engines 
next year. This, Panks noted, could 
very well mark the beginning of a 
horsepower race among the com- 





John T. Panks 


The imported car will gain by 
this trend, Panks explained, be- 
cause the majority of European 
manufacturers will continue to 
offer the same kind of economy, 
size and purchase price for which 
there is such a large demand in 
the U. S. 

“The success of the imports over 
the past few years and the success 
of the present U. S. compacts dem- 
onstrates beyond doubt that a large 
part of the motoring public wants 
more economical and more sensi- 
bly sized cars,” the Rootes execu- 
tive declared, 

“If the Big Three turn their back 
on this market, imported cars will 
continue to meet the demand and 
will gain by it. 

“At Rootes we have been making 
compact cars for more than half 
a century and in the past few years 
we have watched sales here in 
America climb dramatically, We 
have no intention of making any 
sweeping changes in size, economy 
or styling unless the market situa- 
tion demands it. Indications are 
that there will continue to be a 
strong demand for the British-size 
compacts.” 


Hearing Slated Today 
On Bygel Bankruptcy 


ALBUQUERQUE, N. M.—A hear- 
ing will be held today (Aug. 1) in 
the courtroom of United States Dis- 
trict Court here on the bankruptcy 
of Bygel GMC Truck Co., Inc. 


up assistance on the plain-Jane 
500s. 


No buildout date hag yet been 
set for Corvair. 

Lark, which finished its ’60 run 
the week before last, has a 60-day 
supply for its dealers. No date has 
been established for beginning ’61- 
model output. 

Both Valiant and Rambler have 
45-day stocks in the field. Valiant 
built out on ’60s in the third week 
of July and Rambler shut down at 
the end of the month. 

+ * * 


v= cleanup should go smoothly 
for both makes, although Ram- 
bler dealers, aware of drastic styl- 
ing changes due on ’61 Americans, 
are anxious for a 100-percent sell- 
out of current Americans before 
the new models bow. 

Falcon, with a 30-day supply, 
and Comet, with a 10-day supply, 
will run production lines at full 
throttle until late this month. 

Dealers in these two lines say 
their only worries are whether they 
will have enough cars to carry 
them through the changeover pe- 
riod. 

In all the compact lines, dealers 
are under less pressure to clean 
out to the bare walls than they are 
on standard units (particularly the 
mediums which will get compact 
running mates for ’61). 

There are two principal reasons: 
In most cases, styling of the ’61s 
will be little changed, so that held- 
over '60 compacts won’t look es- 
pecially old-hat; and with addi- 
tional compact lines to bow with 
61s, interest in all compacts should 
be intensified. 


Ford Purchases 
Parts from Britain 
For ’61 Falcon 


DETROIT.—A million dollars 
worth of components for 100,000 
Ford Falcons will be supplied to 
Ford Motor Co. by British firms for 
the '61 model run. 

Earl G. Ward, purchasing vice- 
president of Ford, said the foreign 
purchases represent “a portion” of 
the total requirements of four parts 
out of the 8,400 parts that go into 
the Falcon. 

Involved are rear leaf springs, 
steering wheels, clutch-release 
bearings and wiring for dash to 
headlamps and dash to engine 
gauges. 

Ward said the placing of these 
orders is “consistent with our pol- 
icy of establishing relations with 
many suppliers and of buying on a 
competitive basis. 

“We have purchased certain 
items overseas before,” he said, 
“and are doing so now to further 
our quality and cost comparisons 
on products from a variety of 
sources.” 





Display Model Toyopet— 


Model of the new Toyopet Tiara, soon 
to be introduced in the American market, 
is displayed by Junjiro Nakayama, presi- 
dent, Toyota Motors Distributors, Inc. With 
him are Alvin Kabaker, left, vice-president, 
Compton Advertising, Inc., los Angeles, 
which has been appointed to handle Toy- 
ota advertising in this country, and Harold 
N. Johnson, Toyota general manager. 
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Theme of National Auto Show— 


“Wheels of Freedom,"’ symbolized by this sculptured design, is the theme of the 
43rd National Automobile Show to be held in Detroit Oct. 15-23. Representing wheels 
in free motion, the symbol will be used throughout the show as a decorative motif. 
It will be constructed on a monumental scale outside the exhibits building, Detroit's 
new Cobo Hall—as shown in this artist's sketch. On a still larger scale—30 feet high 
by 100 feet long—it will appear in the show's stage area where a musical review will 
be presented four times daily during the nine-day show. The theme expresses the 
role of motor vehicles in creating the individual freedom and mobility characteristic 








of life in modern America. 


CIT Sued for $719,000 
In Collapse of Cooke Deals 


LOUISVILLE.—The effects of the 
collapse of the Thurston Cooke 
automotive empire continued here 
last week. Universal CIT Credit 
Corp. was sued for more than $719,- 
000 and a buyer was found for one 
of the defunct Cooke dealerships. 

The suit against CIT was filed 
by the Louisville Credit Men’s 
Assn., the agency to which two 
Cooke ips and a host of 
other companies were assigned 
for liquidation. 

CIT took possession of new and 
used cars at the Cooke dealerships 
when they were closed, claiming to 
have valid mortgages on the ve- 
hicles. The association claims the 
mortgages are faulty and seeks re- 
turn of the $719,000 for the benefit 
of all creditors, 

A group headed by J. Staten 
Brown, who was formerly active in 
Byerly Motors and Dixie Highway 
Ford, has agreed to buy Thurston 
Cooke Ford. The dealership will be 
known as Joe Brown Ford. 

The group will buy the dealer- 
ship’s equipment and parts stock, 
after an inventory has been com- 
pleted to determine the purchase 
price. The defunct dealership’s 
supply of new cars was redistrib- 
uted and its used cars were auc- 
tioned off earlier. 

It was reported that Thurston 
Cooke Mercury would not be sold 
because the Lincoln-Mercury Divi- 
sion wanted to go forward with 
one less dealership in the area. A 
Cooke Ford dealership in Madison- 
ville, Ky., was sold earlier and a 
fourth dealership, Girdler Motors 
(Ford), is still in operation. 

In regard to Girdler Motors, it 
was announced that three of its 
officials have been guaranteed their 
salaries. The figures set were in 
line with past earnings on a guar- 
antee-plus-profit-sharing, basis. 

Henry Shipp, general sales 
manager, was guaranteed a 
monthly salary of $2,000 as was 
Richard Burns, new-car sales 
manager. Joseph Lenahan, used- 
car sales manager, was guaran- 
teed $1,250 a month. 

The guarantees were part of a 
federal court action. The dealership 
requested the court to oversee its 
operations after the Cooke collapse. 

William Burns, president of Gird- 
ler and father of the new-car sales 
manager, testified that the salary 
guarantees were necessary to keep 
the dealership’s selling team intact. 

Burns said the dealership showed 

— = an 


10,000 Foreign Vehicles 
In Storage in Vancouver 


VANCOUVER, B. C.— Approxi- 
mately 10,000 new import cars and 
trucks are in storage here. This is 
considered excessive for even a 
good sales year which is far from 
the outlook for 1960, according to 
industry sources. 

Orders placed months in advance 
by distributors have brought whole 
shiploads of cars and trucks to 
Vancouver via the Panama Canal. 
Retarded sales this spring added to 
the abnormal accumulation. 





a profit of $209,254 before taxes and 
bonuses in 1959 and had not had a 
losing year in its 11 years in busi- 
ness. He said the company had a 
profit in the first four months of 
1960 but lost money each month 
since the Cooke collapse in May. 

Publicity about the other Cooke 
companies was blamed by Burns 
for the failure of his company 
to show a profit. He said he had 
only a five-week supply of new 
cars on hand and would not be 
able to get many more before the 
1961s are Pp 

Cooke and four of his associates 
have been indicted on a number of 
charges related to fraud after al- 
legedly forged auto mortgages and 
leases were turned up in the in- 
vestigation of other Cooke com- 
panies, All are now free on bond. 

The collapse of the Cooke em- 
pire set one record—Dun & Brad- 
street reported that the liabilities 
of failing businesses in Louis- 
ville were at an alltime high in 
June. 

Six failures recorded in June in- 
cluding the Cooke collapse showed 
liabilities of $6,329,000. New York 
was the only city with a higher 
liability total for the month, In 
June of last year, Louisville had 
three failures with liabilities total- 
ling $59,000. 


First ’61 Show 
Claimed by Dallas 


DALLAS.—The Dallas New Car 
Dealers Assn.’s automobile show 
will be held Oct. 8-23 at the Texas 
State Fair here. 


J. N. Whitehurst, association 


president, noted that the Dallas 
show opens a week earlier than the 
National Automobile Show in De- 
troit. 

A special auto show edition will 
be published Oct. 9 by the Dallas 
Times Herald. 








Late Auto News 


From Europe 


Production Begins 
On Soviet ‘Folks Car’ 


By George L. Glaser 

European Correspondent 
BONN, Germany. — For about 
three or four years, reports from 
the Soviet Union have had it that 
a “people’s car” was in preparation, 
Production of the car, the Zaporo- 
zhetz, has started at the Komunard 

plant in the Ukraine. 


It resembles the four-cylinder 
Fiat 600, except for the contour 
of the engine compartment lid 
and the outside trim, Its wheels 
are suspended similarly to those 
of the Fiat 600 and the Corvair, 
but the power plant is entirely 
different. 


That is where the Volkswagen 
comes in. The car has an engine 
displacement of one-half of the 
VW’s, the same as the Fiat 600. The 
new air-cooled engine is in the 
rear, and as far as this writer 
could make out, is laid out on a 
wide angle V-4. 

It has a _ suction blower, but 
cooling air is not blown over the 
cylinders as on the VW. Hot air 
is sucked away from the engine, 
therefore forcing cool outside air 
to flow over the engine. 

However, those who saw this car 
report that otherwise, where valv- 
ing, oil cooler, etc. are concerned, 
the Russian engineers stuck to the 
time-tested VW engine. The horse- 
power rating is about 24. 

The car is said to have been 
beefed up against the Fiat design. 
The rear-hinged two doors also 
have been adopted. 

This car reportedly can get 45 
miles to the gallon and could be 
Russia’s first serious competitor on 
the export markets, provided they 
get up the volume of production 
and provided the job hasn’t any 
bugs. 

The fact that some basic ideas 
came from Fiat and VW will not 
hamper sales. 

The car has an overall length of 
130 inches and a wheelbase of 80. 
It is 55 inches wide and 56 inches 
high. 

The Zaporozhetz is a four-seat 
sedan of chassisless steel construc- 
tion with all wheels independently 
sprung. 

In the front, trailing arms are 
combined with laminated trans- 
verse torsion bars in the VW 
manner. In the rear there are 
coil springs with one semitrailing 
wishbone to locate each rear 
wheel at a negative camber angle 
of 1% degrees. 

Telescopic double-acting shock 
absorbers are used at both front 
and rear, the hydraulic brakes are 
of self-adjusting design, and the 
5.20 by 13 tubeless tires are suitable 
for both mud and snow. 

A single dry-plate clutch is stand- 
ard, while an optional centrifugal 
starting clutch is available. It has 
a four-speed gearbox, with synchro- 
mesh on second, third and top 
gears. 


Comet Production Starts in Kansas City— 


The first Comet to be produced at Ford Division's Kansas City assembly plant in 


Claycomo, Mo., rolled off the final line last week. The Comet is being inspected by 
Cc. C. Wheeler, supervisor, hourly personnel and labor relations at the plant. Tjark F. 
Riddle, plant manager, said 14 Comejfs and 27 Falcons, or an approximate ratio of 
one to two, will come off the final assembly line each hour, on a two-shift basis. The 
plant will continue to produce 25 trucks an hour on one shift. Lorain (O.) is the only 
other plant in the country now producing Comets. 


| 
| 








“exclusive basis... 
best for all concerned” 


says J. J. DAWSON, Plymouth- 


DeSoto dealer, El Paso, Texas 




















“When we chose CoMMERCIAL CrepiT 25 years 
ago, we made up our mind it would be best 
for all concerned to go with them on an 
exclusive basis. We furnish enough volume to 
CoMMERCIAL CrepIT to make our account 
attractive to them—and I can truthfully say that 
we have received the same consideration we 
have shown. We use one man who specializes 
in financing to close time sales, as well as double 
closings to sell the House Plan. We have a 
number of car buyers who investigate bank 
financing, thinking they can get a better deal, 
and return to us to handle the financing. 

As a result, 85% of our deals use CoMMERCIAL 
Crepit PLAN.” 


Commercial Credit dealers 
are successful dealers 





Write or call the nearest ComMERcIAL CrepIT CORPORATION 
office for complete information on the benefits of COMMERCIAL 
Crepit Pian. Why not do it, today? 





er’ A service offered through subsidiaries of the 
Oa aE 8 Commercial Credit Company, Baltimore .. . Capital 
(Sia ee tee § and Surplus over $240,000,000 .. . offices in principal 
Sa * 


Pat cities of the United States and Canada. 
=* \ ed 
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Dealers Give OK to Credit Cards 


By Robert H. Brown 
Staff Correspondent 


ATLANTA.—With local banks 
throughout the country instituting 
local credit-card systems whereby 
customers may charge service 
work, along with other merchan- 
dise, what are the advantages and 
disadvantages of the plan? 

The local systems work very 
much like the national charge 
cards, such as Diners’ Club and 
American Express, 

Banking officials say the sys- 
tem employed by the Citizens 
and Southern Banks in Georgia 
is one of the largest and most 
progressive plans because of 
widespread advertising and pro- 
motion by the banks, With eight 
cities in the plan, the largest in 
the state, a Georgia resident can 
charge most any place in the 
state, 

AvuTomoTive News sought out 
some of the answers as to the ad- 
vantages and disadvantages offered 
by the plan. Questionaires were 
sent to a list of dealers using the 
plan. 

After nearly two years of opera- 
tion, dealers throughout the state 
have some definite opinions about 
providing another form of credit 
for customers. More than half of 
the dealers queried expressed ap- 
proval of the system. 

Dealers were asked whether the 
cards are bringing additional busi- 
ness, whether they are promoting 
the use of the cards locally and if 
they fee] it is a worthwhile venture 
in view of the fact that most deal- 
ers can offer budget accounts 
through auto finance companies. 

In Valdosta, Ga., for example, one 
dealer advertises quite extensively 
that he is a member of the bank’s 
credit-card plan. In his service ads, 
he stresses the customer may 
charge work, using the bank’s card. 

This dealer reported his busi- 
ness had shown an increase of 
about $2,000 a month. 

All told, 50 to 100 dealers through- 
out the state offer this credit plan 
and one of the most widely used 
methods of employing the cards 
has been in avoiding opening new 





charge accounts on dealer books 
because of the cards. 

“When a customer comes in here 
and wants to open a charge ac- 
count, and I feel that I don’t want 
the account, the charge card gives 
me a good opportunity to suggest 
that he obtain a charge card from 
the bank and that it will enable 
him to buy merchandise and serv- 
ices at more than just one place,” 
said a dealer, 

This is a universal practice in 
towns like Atlanta, Macon, Valdos- 
ta, Savannah and Augusta, where 
the plans are in effect. 

The bank provides its card holder 
with a plastic card just as the na- 
tional credit card companies do, He 
is also given a booklet showing the 
names and addresses of places 
where he can charge. The charge 
slips made by the dealers are turn- 
ed over to the bank and back comes 
a check, almost immediately. 

The service charge, or discount, 
is similar to the national cards, 
except that it is based on volume. 


The bank generally charges the 
customer 5 percent and to encour- 
age the dealers to put more busi- 
ness on the books, the rate goes 
down to as low as 4 percent for 
volume, The bank makes no other 
charge to the dealer except a small 


Romney Is Elected 


Douglas Director 


DETROIT.—George Romney, 
president and chairman, American 
Motors Corp., has 
been elected to 
the board of di- 
rectors of Doug- 
las Aircraft Co., 
Inc, 

Romney also is 
a member of the 
boards of AMC, 
Redisco of Can- 
ada, Ltd.; Kelvi- 
nator, Ltd., Great 
Britain; Kelvina- 
tor of Canada, 
and American Motors of Canada, 
Ltd., all subsidiaries of AMC, 








George Romney 


U.S. and Canadian Dealers 
Meet 3 Days with GM 


DETROIT.—General Motors deal- 
ers representing 48 cities in the 
United States and Canada con- 
cluded a three-day meeting last 
week with top GM executives in the 
summer session of the GM Presi- 
dent’s Dealer Advisory Council. 

Factory-dealer policies and 
other matters of mutual interest 
were discussed in the meetings, 
the purpose of which is to facili- 
tate the exchange and develop- 
ment of ideas on how better to 
serve retail customers, 

Thirty-eight GM dealers repre- 
senting both large and medium 
sized cities in the U. S. and 12 
dealers from Canadian cities par- 
ticipated. The program was former- 
ly known as the GM Dealer Coun- 
cil. 

GM executives at the meeting in- 
cluded Frederic G. Donner, chair- 
man; John F. Gordon, president; 
Louis C. Goad, Cyrus R. Osborn, 
George Russell and Sherrod E. 
Skinner, executive vice-presidents; 
James E. Goodman, vice-president 
in charge of body and assembly 
group; Edwin H. Walker, president 
and general manager of GM of 
Canada, Ltd.; Charles A. Chayne, 
engineering vice-president; James 
M. Roche, distribution vice-presi- 
dent; Edwin C. Klotzburger, vice- 
president and general manager of 
Fisher Body Division; Kenneth N. 
Scott, general manager of the 
Buick-Oldsmobile-Pontiac Assembly 
Division; Howard E. Crawford, di- 
rector of the GM Sales Section; 
Myrle E. St. Aubin, director of the 
GM Service Section, and Patrick J. 
Crowley, director of the Dealer Re- 
lations Section. 

Members of the President’s Deal- | 
er Advisory Council present were: | 

Larce Ciry Group—Richard A. 
Bauer, Bauer Buick Co., Harvey | 





(Chicago), Ill.; Walter M. Boomer- 
shine, Boomershine Pontiac, Inc., 
Atlanta; Willet H. Brown, Hillcrest 
Motor Co., Beverly Hills, Calif.; 
David C. Corbin, City Chevrolet, 
Inc., Akron; Charles Dalgleish, 
Charlie’s Oldsmobile-Cadillac, Inc., 
Detroit; Warren S. Day, Day Bros., 
Inc., Worcester, Mass.; Eugene C. 
Fiedler, Gene Fiedler Chevrolet Co., 
Seattle; Alfred S. Hooper, Van Ness 
Oldsmobile, San Francisco; Clar- 
ence H. House, Steel City Oldsmo- 
bile Co., Inc., Birmingham, Ala.; 
George H. Lyon, Central Cadillac 
Co., Cleveland, and Eugene B. 
Mohr, Mohr Chevrolet Co., Dallas. 

William G. Nugent, A. E. Nu- 
gent Chevrolet, Los Angeles; 
Robert P. Regester, Bushong 
Pontiac, Inc., Upper Darby (Phil- 
adelphia), Pa.; Paul Seifert, Sei- 
fert Pontiac-Cadillac, Inc., Den- 
ver; C. Donald Seymour, Don 
Allen Midtown Chevrolet, Inc., 
New York; John E, Sheehan, 
Sheehan Buick, Inc., Miami; 
Chester A, Slimp, Motor Truck 
Sales Co., San Antonio; Jerome 

(Continued on Page 54, Col. 4) 


Late Report... 


fee—$27.50—for a machine to han- 
dle the plastic cards, 

The Georgia system has attracted 
national attention because the Citi- 
zens & Southern banks have pro- 
moted the system, selling it to the 
public. Newspaper ads are run reg- 
ularly, plus radio spots, billboards 
and car cards. 

The Federal Reserve Bank in At- 
lanta recently made recognition of 
the credit-card system by pointing 
out that as of the end of March, 
about $22,500,000 was outstanding 
at banks on charge accounts, both 
the credit card and the check-cred- 
it plan, 

In Augusta, Ga., one dealer said 
that he prefers to use the Ameri- 
can Express card because it at- 
tracts customers on the road. 
But he said the increase in busi- 
ness brought by the card has 
been negligible. 

Hazel New, credit manager of 
Boomershine, Atlanta, said that the 
card system in many cases is a 
duplication of GMAC’s charge serv- 
ice for service work. 

But she also added that the local 
cards have certain advantages, es- 
pecially in avoiding opening local 
accounts the company would like 
to avoid. 

“A lot of our customers have 
bought cars from us and are still 
making payments to GMAC. If they 
have service work and want to put 
it on a GMAC plan, they already 
have credit established and the cost 
is not any more, and we do not 
have to pay a commission on it,” 
she said, 

Another dealer noted that all of 
the major dealers have connections 
with finance companies, so the 
cards are, in many respects, dupli- 
cation of services. 

One dealer said he had been 
able to sell air-conditioning 
equipment by using the charge 
cards. Another said in some in- 
stances where buyers of new or 
used cars did not have the 
amount of downpayment, that 
charge cards had been used, 


“In short, these people borrowed 
money from the bank to finish out 
the downpayments,” he said. 

The banks charge 1 percent a 
month on all accounts over 25 days 
old, On charges paid within 25 days, 
there is no carrying charge. The 
banks allow customers to break up 
expenditures into monthly mini- 
mum payments, plus the one per- 
cent per month carrying fee on the 
unpaid balance. 

In Albany, a dealer said: “We're 
requesting customers to use them 
(charge cards) rather than open 
accounts.” 

“We would like to see 100 per- 
cent credit on this system,” report- 
ed an Athens dealer. 

A Valdosta dealership spokesman 
said that what he likes about the 
plan is that it “turns sales into 
ready cash”. because as fast as the 
charge slips are turned into the 
bank, a check is sent them. He 
added that he is trying to convert 
all new accounts to this system. 

Almost unanimously, dealers 
reported they would like to see 
a lower carrying charge, or dis- 
count rate on charges instituted, 
but several said they could not 
operate their own credit depart- 
ment for 5 to 6 percent, the high- 
est discount rates charged by the 
banks. 

“We try to run all accounts we 
can through the C & S charge ac- 
count service,” said another Athens 
dealer, “We hope to get more and 
more customers to using the charge 
cards.” 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 
last week increased $10 to a new level of $946, according to Auto- 
motive News’ index. 


It was the first increase recorded on the index in a month’s time. 
Gains amounted to $79 on ’60s, $10 on ’59s, $7 on ’57s and $1 
on '53s, while the price of ’58s remained unchanged. Losses were 
put at $5 on ’56s and ’55s and $9 on ’54s. New lows were established 


by each of those three models. 


At a group of representative auctions last week, the sales ratio 
was 71.4 percent, compared with 69.6 percent a week earlier. 


Auction reports begin on Page 42. 











Byers Adds Chrysler and Imperial— 


George Byers Sons, Inc., with retail outlets in Columbus, Cincinnati and Louisville, is 
among 60 new dealers signed by the Chrysler and Imperial Division. Dealership is 
represented here by Frank Byers, president (seated) and George Byers, board chair- 
man (standing right). Division representatives are, from left standing, W. E. Foraker, 
area manager; T. F. Roach, regional manager, and E. M. Braden, general sales manager. 


* x ca 


* * * 


Near Goal of 2,900 Dealers, 
Chrysler Division Says 


DETROIT.—There is more cur- 
rent interest among dealers and 
prospective dealers in taking on the 
Chrysler and Imperial cars than 
at any time in the past 10 years, 
E. M. Braden, general sales man- 
ager of the Chrysler and Imperial 
Division, said last week. 

He said the division in the 
past 10 weeks has signed sales 
agreements with 60 new dealers 
to handle Chrysler and 30 to han- 
dle Imperial. 

The division’s objective, he said, 
is to bring the Chrysler dealer body 
up to full strength by the end of 
the year, 

“We are nearing our goal of 
around 2,900 dealers,” Braden said. 
“There was a time, a few months 
back, when all the interest was in 
compacts. The tide is turning. 

“A great many dealers who have 
had experience with compacts, and 
those who have observed closely 
the trend in the market, are com- 
ing to us now with inquiries about 


Makers Report 
On Retail Sales 
For Mid-July 


DETROIT.—Factory sales reports 
last week included the following: 


Chrysler Corp. 


Retail sales of Chrysler Corp. for 
the second 10-day period of July 
were 27,326 passenger cars, 

This is a daily rate of 3,036 units, 
a 29 percent increase in daily rate 
over the same period of July, 1959, 
and a 2 percent increase over the 
first 10 days of July, 1960. 

Retail sales for the second 10 
days of July in 1959 were 18,778 
and the daily rate was 2,347. 

A month ago, Chrysler reported 
that sales in the second 10 days of 
June were 28,979, or 3,622 daily. 

* * * 


Dodge 
Dodge car retail sales of 12,221 
units during the second 10 days of 
July were 179.7 percent higher than 
similar sales last year, General 
Manager M. C. Patterson reports, 
Retail sales of 4,369 cars in the 
second 10 days of July, 1959, fol- 
lowed the traditional pattern and 
were only 256 units above the first 
10 days, said Patterson. In sharp 
contrast, the July 10-20, 1960, period 
showed an increase of 4,093 units 
from the first July period. 
OK * * 


Rambler 


Rambler retail sales during the 
second 10 days of July increased 
more than 10 percent over the com- 
parable period last year. Roy Aber- 
nethy, vice-president of automotive 
distribution and marketing, Ameri- 
can Motors, said AM dealers sold 
10,950 Ramblers during the July 
11-20 period, compared with 9,919 
for the same time a year ago. 


taking on Chrysler because they 
realize that there are better profit 
opportunities, now and in the fu- 
ture, in full-sizeq cars in the me- 
dium and upper price classes.” 

Braden said plans for Imperial 
marketing calls for improvement 
and refinement, rather than en- 
largement, of the Imperial dealer 
organization. Currently, 1,200 deal- 
ers are handling Imperial. 

Braden said the division’s field 
men, no longer charged with the 
responsibility for Plymouth and 
Valiant distribution to Chrysler 
dealers, are devoting all their 
time and effort to helping exist- 
ing dealers realize the profit pos- 
sibilities in Chrysler and Imperial 
sales. 

“Our Chrysler retail deliveries so 
far this year are up 25 percent over 
the corresponding period last year,” 
Braden said. “This compares with 
an increase of about 10 percent for 
the industry as a whole. Along with 
this increase in business, the profit 
position of our dealers has improv- 
ed in proportion so that a Chrysler 
and Imperial sales agreement is 
becoming increasingly attractive. 

“There are a number of places in 
the country, including New York 
City, where the Chrysler car is get- 
ting as high as 3 percent of the 
total market in this year of the 
advent of new compacts. We are 
gaining everywhere and we have 
every reason to believe this trend 
will continue.” 

Braden said the division’s as- 
sistance to existing dealers in- 
cludes the relocation of some 
dealers to expanding markets, 


(Continued on Page 58, Col. 1) 





Sweepstakes Winner— 


Counting the winning score card for 
the Studebaker-Packard Zone Sweepstakes 
Award are, from left, Mike Scovill, S-P 
representative; Cletus Blankenship, sweep- 
stakes winner and salesman for Ray Tan- 
ner Lark, Phoenix, and Ray Tanner, dealer. 
In addtion to winning $500 in prizes from 
S-P, Blankenship received an expense-paid 
trip to the Canadian Rockies from Tanner. 
The award was given on the basis of the 
number of demonstration rides and actual 
sales made. 





Another “Plus” For Rambler Dealers And Salesmen . . . 


RAMBLER 
Sales Manpower 
Development Program: 











a dynamic, hard-hitting team. 


an Welds entire selling force into 
} 

| ma Special conferences for sales 
| managers, experienced sales- 


men and new salesmen. 


os Absolutely tuition-free to all 
Rambler dealers—a gold mine 
of valuable information. 


x“ Conferences held in dealer lo- 
calities across the country. 





Factory Assistance Like This Helps Rambler Dealers 
Build Volume Sales . . . AND RAMBLER DEALER 
PROFITS ARE WELL ABOVE INDUSTRY AVERAGE! 








Director of Dealer Developme 
an 


We Have the Product .for the Exploding Compact Aaeiion taatads Yanan Corporation 


meric 
Detroit 32, Michigan 





Car Market see There Are Still a Few. * ee ee oe ee a 
Franchises Available in Select Markets . . . ee ee eae 
ub AME . rae 
YOU Have The Opportunity! / Pa" 
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Special-Car Growth to Boost Shipments .. . 





Porsche Bucks U.S. Import Trend 


By Maynard M. Gordon 
News Editor 


EARBORN.—The heads of the 
House of Porsche are so su- 
premely confident of the future of 
specialized cars in the United States 
that, almost alone 
among European 
manufactur- 
ers, they will 
increase their 
American ship- 
ments next year. 
Stopping off 
briefly here last 
week on a U. S.- 
Canadian tour, 
Ferry Porsche 
and Wolfgang : 
Raether reported Ferry Porsche 
fresh evidence that their “hand- 
crafted” sports car’s appeal is grow- 
ing in this market despite relatively 
stiff prices and a recent price in- 
crease. 
“More and more Americans 
seem to be getting fed up with 
car standardization,” Raether 
said. “Our Porsche has gained in 
volume despite the decline in im- 
ports generally. The Thunderbird 
and Corvair are other indications 
of the new specialized market.” 
Raether, as sales vice-president 
of F. Porsche K. G., revealed that 
the 155 Porsche dealers in the U.S. 
can expect 4,500 cars from Stutt- 
gart next year, plus a quota of 200 
European deliveries. A record high 


Dealer of Year 
To Be Selected 
In Colorado 


DENVER.—Three prominent 
Coloradoans will serve as a award 
jury to select “Mr. Colorado Dealer” 
of 1960. 

They are Senator Gordon Allott; 
Walter Koch, president of the 
Mountain States Telephone Co., and 
Frank S. Hoag jr., publisher of the 
Pueblo Star-Journal and Chieftain. 

The award jury will single out 
one dealer who has performed out- 
standing community service, from 
a number of nominees submitted 
by Chambers of Commerce, busi- 
nessmen’s service clubs and local 
dealer associations throughout Col- 
orado. 

The third annual “Mr. Colorado 
Dealer” award will be presented by 
the Colorado Automobile Dealers 
Assn., at a banquet ceremony held 
in connection with the association's 
annual convention in Boulder Aug. 
21-23. 

The winner will automatically be 
nominated for the Saturday Eve- 
ning Post Benjamin Franklin Qual- 
ity Dealer Award, which gives na- 
tional recognition to dealers for 
community services above and be- 
yond the essential transportation 
services they are rendering. 


Socotch Sells Deal 


To Milwaukeean 


CLEVELAND. — Socotch Motors, 
Inc. (Mercury-Comet), 10415 Lorain 
Ave., has been sold to Kenneth 
Lonsberry, Milwaukee, according to 
John J. Socotch, president. 

He said the sale followed the 
award to Ohio Loan & Discount Co. 
of a judgment for $162,879.57 on 36 
cars he financed this year. The new 


owner will have to settle with Ohio | 


Loan, he added. 

An Ohio Loan spokesman said it 
was a “simple debt collection,” and 
had no similarity to the N. J, Pop- 
ovic case, where no titles were de- 
livered with cars that had been 
sold. The cars involved are on the 
Socotch lots, he said. 


‘See the U. &. A... 


BURLINGAME, Calif. — 
might say business was interrupted 
at the Dick Bullis Chevrolet dealer- 
ship. First, two women drivers col- 
lided at an 
auto of one careened into three 
new Chevrolets that had just been 
delivered, Then a service customer 
backing out of the garage kept on 
going through a plate glass window 
and ended up in the salesroom, 





You|- 





of 3,187 Porsches was registered in 


the U. S. last year, and the 1960 


rate is running slightly ahead. 
* * * 


err ws production, limited to 


7,000 to 8,000 a year thus far, 


will be boosted to 11,000 annually 
after next May 1 when a new body 


builder begins work. This will make 
possible a stepup in U. S. ship- 
ments, which are greater even than 


those to Porsche dealers in West 


Germany. 
Raether said Porsche’s U. S. dis- 


tributor total, now seven in num- 
ber, may be expanded a bit when 
production capacity goes up. The 


61 Porsche, virtually unchanged in 
appearance or power, already has 
entered production. 

Ferry Porsche, president of F. 
Porsche K. G. and the 51-year- 
old son of the illustrious auto 
pioneer, Dr. Ferdinand Porsche, 
offered a variety of comments on 
the auto picture. Among them 
were: 

1. The Volkswagen engine will 
remain basically unchanged on new 
models (The House of Porsche are 
consulting engineers to VW). 

2. Americans will scorn imports 
which are “underpowered,” “under- 
sized” and “ugly.” 

* a * 

REE. For economy and com- 

pact-size cars, the rear engine 
championed by Porsche is far supe- 
rior to front-wheel drive. Corvair’s 
problems of oversteering could be 
solved by a front-end stabilizer bar, 
adopted last year by VW, and a re- 
arrangement of front seating so 
that less weight is thrown on the 
rear end. 

4. Porsche has designed a V-6 
engine for Studebaker, either air- 
cooled or watercooled, but tooling 
costs have kept it out of production. 

5. The newly introduced 
Porsche Carrera Abarth, with 
body by the well-known Italian 
builder, was an effort to crack 
the body bottleneck that has har- 
rassed assemblies. But quality 
from Abarth has as yet failed to 
come up to Porsche standards. 

6. Electric cars could reappear if 


| the power were to emanate from 


an atomic cell. 

7. Porsche, with Karmann as 
manufacturer, has designed 60 
“jeeps” for the West German army. 
The “jeep” introduces a simplified, 


Pouliot Heads Up 
Quebec Dealers 





MONTREAL.—Robert Pouliot, of 


Quebec City, has been elected pres- 
ident of the Provincial (Quebec) 
Automobile Dealers’ Assn., succeed- 
ing Gerald Gohier, of Montreal, 
who remains on the executive board 
as past president. 

Others elected were: Louis La- 
croix, W. J, Cubaynes, Rene Wil- 
helmy and Eustache Soucy, vice- 
presidents; Fernand Turpin, 
honorary secretary; Yves Letarte, 
honorary treasurer; Albert Dionne, 
external affairs; Robert Pouliot, di- 
rector of the Federation of Auto- 
mobile Assns. of Canada, and 
Pierre Dupuis, secretary-manager. 

George Henderson, Roger Picard, 
Lawrence Payeur, Regent Laboute, 
L. Philippe Villeneuve, Charles Sut- 
ton, Robert Vincent, Maurice Ber- 
geron, Armand Bourcier and W, P. 
McConnery were named new di- 
rectors. 


intersection and the| Use 





single-carburetor Porsche engine, 
but “no more orders have been re- 
ceived.” 
a oe aa 

IGHT. There will be no six- 

cylinder Porsche. The rumor 
started in Europe when Porsche 
began development of a Formula I 
racing engine. 

9. The Porsche “touring sports 
car” itself will remain the sleek 
package conceived by Dr. Porsche 
and first produced in 1949, But 
Porsche's 250 engineers are not let- 
ting the grass grow underfoot, for 
their latest project is an under-the- 
floor engine smal] enough to allow 
maximum road clearance and foot- 
room and clear both front and rear 
ends for luggage. 

Porsche views its racing endeav- 
ors as a challenge to its engineers 
and plans to stay active in compe- 
tition. 

Raether conceded readily that 
Porsche ran into dealer problems 
in the U.S. g& year ago when 
several Volkswagen distributors 
were taken on and franchises 
were dropped with irate import 
dealers in the Midwest and South. 

“The terminated dealers were late 
in complaining,” he said. “We found 
that they averaged 14 import makes 
each—simply too many to give 
Porsche owners the service they 
must have. We prefer our dealers, 
if they are not dualled with Volks- 
wagen, to handle no more than two 
or three other imports. 


* * * 


= IRSCHE also is aware that an 

American dealer must have a 
minimum sales volume to accom- 
modate A-1 service. That is why the 
U.S. became our top market and 
that is why we intend to send U.S. 
dealers a prevailing segment of our 
expanded production. 

“Volkswagen dealers and distrib- 
utors are a logical source of 
Porsche outlets, because of their 
close attention to service, the rear- 
engine similarity and the fact that 
we are consultants to VW. But 35 
Porsche dealers in the U.S. are 
independent of VW, mostly in the 
Eastern distributorship of Hoffman 
Motors Corp.” 


Raether said Porsche was cut- 
ting down on tourist deliveries, 
which accounted for 700 units 
last year, Dealers find overseas 
deals less profitable, though they 
are free to take them out of their 
regular domestic-delivery quotas, 
he added. 


Porsche and Raether earlier met 
with their U.S, distributors in Den- 
ver and attended a Porsche own- 
ers’ rally in Aspen, Colo. Travelling 
with the executives on a combined 
vacation-business trip were Louise 
Piech, Porsche's sister and associ- 
ate head of the family-owned House 
of Porsche; Mrs. Porsche, his wife; 
Peter Porsche, his son, and Michael 
Piech, his nephew. 

* * ok 


Handbook Published 


For Porsche Owners 


LOS ANGELES. — A Porsche 
owner's handbook of repair and 
maintenance has been published by 
Floyd Clymer Publications, 1268 S. 
Alvarado, Los Angeles 6. 

The book, priced at $4, features 
a history of the Porsche organiza- 
tion and its cars and a special sec- 
tion on increasing power and per- 
formance. 





Porsche's New Carrera Abarth— 


The new Porsche Carrera Abarth, which entered limited production this year, has 
been shown to the United States public for the first time. Italian Abarth design is 


combined with the technology and appointments of the Porsche Carrera Deluxe. The! 


Carrera Abarth placed first in its class at the 24 Hours of Le Mans. 








Porsche Distributors Meet— 


“Superior service breeds repeat sales''"—the operating formula for the House of 
Porsche—was reaffirmed by the company's head, Ferry Porsche, at a meeting of 
Porsche importer-distributors in Denver. Those attending the meeting were, front 
row, from left, J. L. Brundage, Jacksonville, Fla.; Wolfgang Raether, Porsche sales 
vice-president, Stuttgart, Germany; Porsche; D. R. MacKay, Honolulu, Hawaii; John 
von Neumann, Hollywood, Calif., and Reynold Johnson, San Francisco. Back row: 
H, L. Brundage, Jacksonville; Carl G. Schmidt, Chicago; Karl Grassew, New York; 
Charles F. Urschelde, San Antonio; R. W. Hansen, San Francisco; O. Erich Filius, vice- 








president, Porsche Corp. of America, and Francis W. H. Adams, Porsche legal advisor. 


Ford Payroll, 


Hourly Rate 


Both Reach New Peaks 


By Francis J. Gawronski 
Staff Writer 


7 ont labor cost for hourly 
rated workers and total payroll 
both reached new peaks at Ford 
Motor Co. during the first half of 
1960. 

According to K. D. Cassidy, in- 
dustrial relations 
vice-president, the 
company’s labor cost 
was a record $3.58 
per hour, compared 
with $3.37 for the 

corresponding six-month period of 
1959. Labor cost includes wages 
paid to hourly employes and fringe 
benefits. 

Cassidy said Ford’s first-half 
payroll for all employes, hourly and 
salaried, totalled an alltime high 
of $601,200,000, excluding fringe- 
benefit costs. The previous record 
first-half payroll was $599,700,000 
in 1957. 

Ford’s total average employ- 
ment for the first half of the year 
was 161,853. This compares with 
an average of 159,131 in the same 
period of 1959. 

In the Detroit area, the total 
labor cost for Ford hourly rated 
employes also reached an alltime 
high of $3.60 per hour during the 
first half of 1960. Labor cost for 
the 1959 period was $3.41 per hour, 
according to Cassidy. 

Average total Ford employment 
in the Detroit area for the first six 
months was 84,219, compared with 
85,412 in 1959. The company’s total 
payroll in the area for the 1960 first 
half amounted to $318,100,000, up 
from $307,000,000 earned during the 
same 1959 period. 

In Wayne (Mich.), a strike at 
Ford’s Mercury assembly plant en- 
tered its fourth week last Friday 
(July 29). The walkout over work 
standards, rate issues and health 
and safety grievances started July 
. * cd + 
BAN WHILE, Chrysler Corp. 

has dismissed 600 workers and 
laid off 2,400 at its assembly plant 
in Fenton, Mo., a suburb of St. 
Louis. 

E. C. Shawe, plant manager, 
said scheduled production of 1961 
models is below the 1960 level 
even though Dodge’s new com- 
pact, the Lancer, will be produced 
at the plant. Assembly of Plym- 
ouths, Valiants and Dodge Darts 
will be continued, Shawe said. 

According to Shawe, the plant 
employed 4,700 persons before the 
dismissals and layoffs. The plant 
has closed for model changeover. 

* * ” 

N TORONTO, mechanics of Mack 

Trucks of Canada, Ltd., have 
won 30 cents an hour in pay raises 
over the next three years. 

Ten cents of the raise is in effect 
already, according to Elmer Re- 
naud, business representative for 
International Assn. of Machinists, 
District 78. 

Renaud said negotiators for 
Machinists Lodge 1022 won an 


agreement which provides for 4- 
cent hourly raises every six 
months up to January, 1963, on 
top of an immediate 10-cent-an- 
hour hike. With the 10-cent in- 
crease, rates for the mechanics 
now range from $1.35 to $2.20. 

In addition, the new pact reduces 
the former 46%-hour workweek to 
a five-day, 45-hour week. Hereto- 
fore, mechanics had to work every 
second Saturday. Shift premiums 
were increased from 8 to 10 cents 
an hour. 

The alleged firing of six em- 
ployes of Volkswagen (Canada), 
Ltd., Toronto, for taking part in 
union activities will be investi- 
gated by a County Court judge. 

Labor Minister Charles Daley 

called for the investigation follow- 
ing complaints from Carl Richter, 
international representative, United 
Auto Workers. 

Richter accused the plant of dis- 
crimination. He said the six men 
were members of union’s organiz- 
ing committee, and were attempt- 
ing to bring the plant into the 
union. 

* * cs 

N BUFFALO, The National Labor 

Relations Board conducted an 
election at Lou Awald Chevrolet, 
Inc., to determine whether UAW 
Local 55 should be certified as col- 
lective bargaining agent. 

The final count gave 16 votes 
to the union and 16 against, with 
one vote being challenged. The 
challenged vote, which could de- 
termine the election’s results, will 
be investigated by the NLRB be- 
fore a decision is reached. 


In the rubber industry, negotia- 
tions under wage reopening clauses 
got under way last week between 
the United Rubber Workers and 
three more major rubber compa- 
nies. 


Detroit Group 
Revives Hope for 


Downtown Hotel 


DETROIT, — Hopes for a new 
hotel in Detroit’s civic center were 
received last week by a local syn- 
dicate after Hilton Hotels Corp. 
abandoned its own plans for such 
an establishment. 

A spokesman for the syndicate 
said it hopes to negotiate to build 
a 700-room hotel across the street 
from Cobo Hall, where the National 
Automobile Show will be held this 
fall. 

Although opening of Cobo Hall 
and the adjoining Convention 
Arena is expected to give Detroit 
some of the finest convention and 
show facilities in the country, the 
city is considered to have a short- 
age of hotel accomodations for per- 
sons attending such affairs. 

However, the National Automo- 
bile Dealers Assn. will meet here 
in 1964 and the Society of Automo- 
tive Engineers has switched win- 
ter meetings to Cobo Hall. 
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650 ’ 000 ¥ 000 impressions are the 


potential for this outdoor board which will be shown in the 25 leading 


automotive markets. It’s part of U.S. Steel's big national program 


designed to help steel sell for you. 


For strong bumpers...count on steel & 


(8) United States Steel 


United States Steel 
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The public prefers steel. over one hundred special steels give 
today’s cars durability and style. Continuing surveys by Alfred Politz, Inc. 
prove that people prefer steel throughout automobiles. They demand steel’s 
strength, dependability and quality . . . its protection of resale value. 

Here is how we're giving the public even greater awareness 

of steel’s built-in quality: 

Billboards. Showings in the leading automotive markets will reach 
millions of people, have a potential impression total of over 1 billion. 
Network Television. Commercials on the popular United States Steel 
Hour and on the daytime | Love Lucy Show. Total audience: 133,000,000. 
Magazines. Colorful spreads in The Saturday Evening Post, ads in Look 
magazinesPotential impressions: 102,084,000. 

Capitalize on the public’s long-standing preference for steel in automobiles. 


Use steel as a selling feature. 


Sell § 


) it sells for you 
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71. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 


{ 2. Every dollar of auto excise, gasoline and oil taxes, collected by states 
and U. S. governments, applied to building and maintenance of highways; 
§ 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 


Good-Faith Law Stabilizes 
Factory Relations 


oo Automobile Dealer Franchise Act of 1956, still some- 
what controversial and still largely untested in the 
courts, will enter its fifth year of existence this month. 

On balance, the “good-faith law” and the developments 
which led up to its passage have brought a stabilizing in- 
fluence into the area of factory-dealer relations. What had 
been a chaotic situation in the mid-1950’s, as the Senate 
hearings uncovered, has improved markedly these past four 
years. 

This is not to say that all is rosy in this highly sensitive 
area. American Motors recently testified that the good-faith 
law had served the dubious purpose of preventing it from 
terminating poor dealers. Incompetence cannot be con- 
doned. 

On the other hand, the law has brought a secure influence 
into factory-dealer relations without spawning the rash of 
lawsuits which many factory critics have forecast. There 
has been only a handful of suits—a fact in itself which indi- 
cates that dealers by and large are playing the game accord- 
ing to the rules and not wasting their time looking for 
infractions. 

All the law does is allow dealers to seek recovery of dam- 
ages for failure of manufacturers “to act in good faith in 
performing or complying with any of the terms of the 
franchise, or in terminating, canceling or not renewing the 
franchise with said dealer.” : 

Moreover, the manufacturer named as defendant may in 
turn submit as evidence any failure by the dealer to act in 
good faith. This helps offset what some had contended was 
a one-sided law. 

Much more is to transpire in and out of the courts as a 
result of the good-faith law and its far-reaching effects. But 
to date it appears that relationships between the dealers 
and their factories have turned for the better since the law 
went into effect. 
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%& Eprror’s Nors: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


Aug. 7-9—Georgia Independent Automo- 
bile Dealers Assn., Henry Grady Hotel, 
Atlanta. 

Aug. 14-17—Automobile Dealers Assn. of 

est Virginiay.Greenbrier Hotel, White 
Sulphur Springs. 

Aug. 21-23—Colorado Automobile Dealers 
Assn., Harvest House, Boulder, 

Aug. 28-29—Wyoming Automobile Dealers 
Assn., Cody, 

Sept. 11-13—New Hampshire Automobile 
Dealers Assn., Farragut House, Rye 
Beach, N. H. 

Sept. 12-13—Minnesota Automobile Deal- 
ers Assn., Leamington Hotel, Minne- 


apolis, 

Sept. 13-14—Federation of Automobile 
Dealers of Canada, Toronto. 

Sept. 16-18— Maine Automobile Dealers 
Assn., Samoset Hotel, Rockland. 

Sept. 18-19—Kentucky Automobile Dealers 

Assn., Sheraton Hotel, Louisville, 

Sept. 1820—New York State Automobile 
aa Ae The Concord, Kiamesha Lake, 


Sept. 19-20—Wisconsin Automotive Trades 
Assn., Hotel Schroeder, Milwaukee, 

. 30-Oct. | — Montana Automobile 

Rainbow Hotel, Great 


Falls. 

Oct. 10-12 — Automotive Parts Rebuilders 
Assn., annual convention, Conrad Hil- 
ton Hotel, Chicago. 

Oct, 15-17—Texas Independent Automo- 
bile Dealers Assn., Sheraton-Dallas 
Hotel, Dallas. 

Oct. 23-25—New Jersey Automotive Trade 
Assn., Chalfonte-Haddon Hall, Atlantic 


City. 

Oct. 28-Nov. 2—Florida Automobile Deal- 
ers Assn., Gruise to Montego Bay and 
Port-au-Prince. 

Nov. 6-7—Oklahoma Automobile Dealers 
Assn., Skirvin Hotel, Oklahoma City. 
Nov. 15—Connecticut Automotive Trades 
Assn., Hotel Statler-Hilton, Hartford. 
Jan, 15-19—National Independent Auto- 
mobile Dealers Assn., Eden Roc Hotel, 

Miami. 

Jan. 28-Feb. | — National Automobile 
Dealers Assn., San Francisco. 

March 13-14—Louisiana Automobile Deal- 


ealers Assn., 


ors Assn., Roosevelt Hotel, New Or- 
eans. 

May 1416—! daho Automobile Dealers 
Assn., Idaho Falls. 


May 21-23— Oregon Automobile Dealers 
Assn., Eugene Hotel, Eugene. 


* * * 


Auto Shows 


%& Oct. 6-16— Paris Automobile, Bicycle, 
Motorcycle and Sports International Ex- 
position, Grand Palais, Paris. 

*% Oct. 8-23— State Fair of Texas Auto 
Show, Dallas. 

Oct. 15-23 — National Automobile Show, 
Cobo Hall, Detroit. 

Oct. 19-23 — Autorama, Industrial Arts 
Bidg., Exposition Park, West Springfield, 


Mass. 

Oct. 19-23—International Foreign and 
Sports Car Show, Commonwealth Ar- 
mory, Boston. 

Nov. 5-13— World Car Show, Roosevelt 
Raceway, Westbury, L. I|., N. Y. 

Nov. 12-19—Pittsburgh Auto Show, National 
Guard Armory, Pittsburgh. 

* Nov. 12-19-—Philadelphia Auto Show, 
Grand Exhibition Hall, Trade and Con- 
vention Center, Philadelphia. 

Nov. 9-l12—Denver Auto Show, Coliseum, 
Denver. 

Nov. 23-27—Portland Auto Show, Memorial 
Coliseum, Portland, Ore. 

Nov. 25-Dec. 3—Indianapolis Auto Show. 
Indiana State Fairgrounds, Indianapolis. 

Jan. 14-2i—Syracuse Auto Show, Syracuse 
War Memorial, Syracuse. 

Jan. 26-29—Birmingham Auto Show, Munic- 
ipal Auditorium, Birmingham, Ala. 

Jan. 28-Feb. 4—Rochester Auto Show, War 
Memorial Exhibit Hall, Rochester, N. Y. 

Feb. 3-8—International Foreign & Sports 
Car Show, Dinner Key Auditorium, 


Miami. 
Feb. 18-26—53rd Chicago Auto Show, Chi- 
cago Exposition Center, Chicago. 


* * * 
General 
Sept. 6-16, 1960—Production Engineering 
how, Na Pier, Chicago, 
Sept. 6-16, | Machine #o51 Exposition, 


International Amphitheatre, Chicago. 
Sept. 12-15—National Truck Leasing Sys- 
tem, Sheraton Towers Hotel, Chicago. 
Oct. 19-22— Automotive Wholesalers of 
Texas, Rice Hotel Convention and Booth 

Conference, Rice Hotel, Houston, 


Automotive Cartoon 


Of the Week 





“You just have to learn to take the good with the bad. 
You say you got if up to 85 in 30 seconds 
from a standing start?" 





Ex-Dealer’s Lament 


I went out of the new-car busi- 
ness last Dec. 31 because the fac- 
tory preaches to the dealers, “Sell, 
boys, sell,” and I couldn’t make a 
profit. 

I had to-pay the factory in ad- 
vance for the cars, and I had to 
pay interest on the floor plan. When 
I sold a car, it would be financed 
with my name on the note in most 
cases. 

I was responsible for the monthly 
payment and, if the buyer lost his 
job, I had to take the car back and 
pay off the finance company. If 
the finance companies charged 
reasonable rates of interest, every- 
one would be better off. 

If the factories would let dealers 
have cars on consignment and pay 
for them when they were sold, the 
factories wouldn’t make more cars 
than can be sold. Also, if dealers 
could make some money there 
would be more and better-trained 
mechanics.—VirGinia Ex-DEALER. 

* ok * 


Watch the Fords... 


While reading your AUTOMOTIVE 
News 1960 AtmMaANac I came across 
a General Motors advertisement 
that pictured a Ford! 

On Page 29 appears a General 
Motors dealer ad that clearly pic- 
tures a 1960 Ford station wagon 
in an ad for Ford cars on the back 
of the copy of the Wall Street Jour- 


The Big Stories 


34 Years Ago—1926 


Production for the first six months of 1926 totalled 2,070,390 units, 
compared with 1,866,131 for the first half of 1925, according to the 


Departm@nt of Commerce . 
million; was reported in 1925. 


. . Theft of 250,000 cars, valued at $218 


20 Years Ago—1940 
Sales made by Chrysler Corp. and its subsidiaries for the first six 
months of 1940 aggregated $422,643,281, compared with $342,788,293 for 
the same period in 1939. Net profit for the first half of 1940 was $30,- 
494,274 . .. Production of motor vehicles in United States and Canada 
during the first half of 1940 were placed at 2,539,440 by the Census 


Bureau. 


10 Years Ago—1950 
Assets of Ford Motor Co. soared to a record $1,343,349,000 during 
1949, according to the annual report filed with the Massachusetts Tax 
Commission. The figure was up $194,109,000 from that of the year 


before. 








eu, Wy, Oe. 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used if you so request. Address Editor, Automotive News, Detroit 7, Mich. 









nal which the old man on the park 
bench holds in his hands. 

While I’m certain that Ford 
Motor Co. doesn’t object to this free 
advertising, I would imagine that 
GM would like to know what it’s 


paying for in its advertising.— 
VAUGHN R. WALKER JrR., Watseka, 
Ill. 


* * * 


3-Wheel Memories 


The picture at the bottom of 
Page 6 of your July 11 issue, titled 
“300 Miles on Three Wheels—” was 
most interesting and brought back 
memories of a newspaper photo 
I saw many years ago, probably the 
mid-’20s. Perhaps some of the old- 
timers on your staff can confirm 
this. 

As I recall, the original picture 
was of a Flint automobile which 
had been driven “X” number of 
miles with one front wheel re- 
moved, just like this 1960 Chrysler. 
So apparently, the stunt is not ex- 
actly a new idea. 

I remember it well because at 
that time I was building model 
autos with a toy construction set 
and had no difficulty whatsoever 
in duplicating the stunt, Of course, 
the construction set probably had 
far greater strength in its com- 
ponent parts than a full-scale car. 


I realize this letter raises no par- 
ticular point of controversy except 
possibly one: How does the 1960 
Chrysler “three-wheel” demonstrate 
advantages of unibody construction 
if that old Flint rode well on three 
wheels with its 1920-style chassis? 
—WituiaM C. UHL, Processing Edi- 
tor, Palmer Publications, 604 Fifth 
Ave., New York 20, N. Y. 


* * * 


Nagel Article Corrected 


We thank you for placing our 
product in your fine paper. 

After carefully reading your news 
release in your publication of May 
31, 1960, I find that there is an er- 
ror in the second paragraph. You 
have stated that because of high 
fade point, the lining may be 
bonded. However, according to our 
news release, you will note that our 
lining, with its higher fade point 
requires that all lining be riveted— 
not bonded—as bonding agents 
won't stand this higher tempera- 
ture.—J. E. Capiz, general manager, 
Nagel Engineering, Evergreen 
Park, Ill. 





Park Slope Chevrolet Reports: “Police use 
tires with Tyrex cord”—says Peter Scalia, Brook- 
lyn, N.Y. 


Jerry McCarthy Chevrolet Reports: “No 
morning sickness on tires with Tyrex cord” —says 
Bart Piscitello, Detroit, Michigan 


a 


Dameron DeSoto Reports: ‘Tires have 
helped us sell cars’”— says Douglas C. Dameron, 
Detroit, Michigan 


Anthony Lincoln-Mercury Reports: “Buy- 
ers asking, ‘Has it Tyrex cord’?”—says Raoul “Jim” 
James, Los Angeles, Calif. 


Takoma Ford Reports: “Tyrex cord in tires 
helped to sell”—says Charles Heinlein, Takoma 
Park, Maryland 


Phil Hall Buick Reports: “The best ride I’ve 
ever seen”—says W. G. “Duke” Hinnau, Hollywood, 
California 


Barret Chrysler Reports: “Less ‘thumper 
trouble with Tyrex cord’—says Rollie Barret, 
Detroit, Michigan 


Kessler Buick Reports: ‘Quieter tires helped 
us sell”—says Herbert J. Kessler, Detroit, Michigan 


Paola Oldsmobile Reports: “Less vibration 
with Tyrex cord”—says: Peter Paola, La Crescenta, 
California 





COAST-T0-COAST 


Krajenke Buick Reports: “Fewercomplaints 
about tires this year"—says Richard Krajenke, 
Detroit, Michigan 


aes 


Turner Ford Reports: “1960 tires are a great 
improvement”—says J. C, Gierhardt, Birmingham, 
Michigan 


Grady Lincoln-Mercury Reports: ‘Tyrex 
cord makes braking more positive’—says M. C. 
Jenkins, Bethesda, Maryland 


IT’S UNANIMOUS! 


> ait ly tet 
CAR DEALERS VOTE FOR TIRES MADE WITH AAAALA tire conn 


P.S. Is it any wonder... for the third straight year, every make American car will come equipped with tires made of TYREX cord? 
Iyrex Inc., Empire State Bldg., New York 1, N.Y. TYREX (Reg. U.S. Pat. Off.) is a collective trademark of Tyrex Inc. for tire yarn and cord. Tyrex tire yarn and cord is also produced and available in Canada. 








Hot-Extrusion Bumpers— 

Paul R. O'Brien, left, director of automotive research for Reynolds Metals Co., points 
out the non-constant cross-section of a hot extruded aluminum bumper to J. Donald 
Shircliff, Reynolds’ automotive sales manager. Lower left: Another view of the bumper 


cross-section. 





Hot Extrusion Favored 
For Aluminum Bumpers 


By Joseph M. Callahan 
Engineering Editor 
fp argument among automotive engineers as to whether 
aluminum bumpers should be used has ended. Now the 
argument is how they should be made. Each of the major 
o— — 


aluminum companies favors 


one process, but industry 
sources say that most likely the 
manufacturing method that will be 
chosen for the 
first mass-pro- 
duced aluminum 
bumpers will be 
hot extrusion. 
Reynolds Metals 
Co. has taken 
this age-old hot 
extrusion process 
and refined and 
developed it at its 
Louisville 
(Ky.) plant. The 
results are bump- 


> « 
3. M. Callahan 








ers and other automobile parts that 
are “stronger, lighter and less ex- 
pensive,” according to William G. 
Reynolds, research executive vice- 
president for Reynolds. 

“Production costs of bumpers 
can be cut 10 to 20 percent, de- 
pending on their size,” he said. 
“Also, bumpers will be 50 per- 
cent or more lighter, and as 
strong or stronger than bumpers 
now in use. In addition, design 
engineers will be able to change 
bumper styling radically with lit- 
tle cost increase.” 

Besides adapting hot extrusion 
for economical bumper making, the 












_ During the past few years, the cancer cure 
& rate has increased from one in four saved 
to one in three saved: 40,000 more lives 
saved each year. During the next few 
years, there will no doubt be new meth- 
ods of diagnosis, and even cures for some 


cancers that are considered incurable today. In time, the 
ultimate goal, cancer prevention, will be achieved. But 
time alone will not do the job. @ Time plus research will. 


answer 


money 





Research costs money. In the past 14 years, the Amer- 
| ican Cancer Society has spent about $76,500,000 on 
cancer research. Much more is needed 
to accomplish the final conquest of 
this dread disease. Give generously. 
Send your contribution to “Can- 
cer,” incareof your local post office. 


AMERICAN CANCER SOCIETY 
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Reynolds people have developed 
new finishes and alloys, As a re- 
sult, the company has applied for 
patents on its techniques, 

During the development of the 
bumper-making techniques, Reyn- 
olds produced hundreds of proto- 
types before all specifications were 
satisfied. Among the prototypes 
made are duplicates of the bumpers 
for the 1959 Pontiac, Buick and 


Ford. 
* 7 * 


How They’re Made 


nh extruded aluminum bump- 
ers are-made by: 

1. Casting aluminum “logs” ten 
feet long and six-to-eight inches in 
diameter. 

2. Cutting the logs into billets 
12-to-24 inches long, depending on 
the size of the bumper and whether 
they are one-, two- or three-piece 
bumpers. 

3. Heating the billets to about 
1,000 degrees and then letting them 
cool down to about 900 degrees. The 
aluminum is quite plastic at this 
temperature. 

4. Extruding the bumper stock 
from relatively light extrusion 
presses, This bumper stock has 
a variable cross-section, permit- 

ting the designer to put metal 
in at the impact points and to 
remove metal from points that 
receive little impact. 

5. Cutting off the front and rear 
ends of the 40-100-foot-long bumper 
stock and then cutting it to bump- 
er length, 100-to-110 inches long. 

6. Again heating the bumper 
strips to 980 degrees in an atmos- 
phere of ammonium fluoborate and 
allowing it to soak for four to 10 
minutes. 

7. Transferring the piece to dies 
heated to about 250 degrees, One 
stroke of the press forms all major 
configurations — the license plate 
slot and the wrap-around shape. 
After the bumper has been quernch- 
ed to room temperature, mounting 
holes are punched and bumper ends 
are cupped. 

8. Final heat treating for 2% 
hours at 360 degrees to give the 
bumpers hardness. 

The final steps of the process 
consist of buffing the bumper, 
chemically brightening its surface 
in a solution of phosphoric and 
nitric acid and annodizing it. 

. + * 


Points in Favor 

AUL R. O'BRIEN, director of 

Reynolds automotive processing 
research in Louisville, told AUTomMo- 
tive News that hot extrusion is 
superior to the sheet-aluminum 
process (whereby the aluminum 
bumpers are made much like cur- 
rent steel bumpers) because: 

“With sheet aluminum you are 
faced with a constant cross-sec- 
tion thickness. You must design 
your sheet product to be strong 
through the entire section.” 

Supporting the hot-extrusion 
process, J. Donald Shircliff, Rey- 
nolds automotive sales manager, 
said, “You cannot replace alumi- 
num with steel, thickness for thick- 
ness, volume for volume and come 
out with an attractive cost. You 
must design to take advantage of 
metal, This is what we have done. 
We have thinned the area of no- 
impact, which is exactly what they 
would do with steel if they could. 
This process puts the metal where 
you need it.” 

O’Brien said that one of the big- 
gest advantages of aluminum 
bumpers is that tooling costs would 
run only about 50 percent as high 
as steel tooling. 

“For instance,” he continued, “if 
you have a steel bumper, costs are 
about $450,000 for tooling, versus 
about $200,000 for aluminum tool- 
ing. It takes about 18 months for 
tool lead time in steel, versus six 
months for aluminum, The reason 
for the lower tool cost is fewer op- 
erations and the dies are not as 
complex. Also, there is greater pro- 
duction life—almost twice as long.” 

- ca * 

[pp cossire comparative costs, 

O’Brien said, “It depends on 
how much metal they want to use. 
Generally, aluminum bumpers will 
be 10 to 20 percent cheaper with 
our process. If you get into the 
large section, then we have a con- 
siderable cost pickup. So many fac- 
tors enter into this that it is diffi- 
cult to enumerate them.” 

He said that these savings would 
result partly because anodizing 
costs 5 to 6 cents a square foot, 
compared with up to 75 cents a 
square foot for chrome plating, and 

(See TURNINGS, Page 49, Col, 1) 
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21—G. E. CLOCK—“‘The Dorm Alarm”, 
beige case, white dial, brown numerals. 
22—UTILITY LANTERN AND BLINKER— 
For camping, emergency, household 
use. Blinker on swing arm. 

23—TWO-—1 QT. “ALADDIN” VACUUM 


BOTTLES—Non-drip pouring lip. 
24—SLEEVELESS EATER—Handsome, 
Wool and Orion sweater with V-neck 
in beige . . . sm., med., ig. 
25—PFLUEGER CASTING REEL—Famous 
“Trusty 1933” of satin aluminum. 
Adj. anti-backlash and sliding click. 
26—FIELD & STREAM KNIFE COMBINA- 


pense — vs with _ 
for every sportin ig need. 
27 —PFLUEGER CASTING ‘OD — Famous 
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Fabulous gifts from FRAM... ABSOLUTELY FREE! 


solid glass rod with cork grip. 
31—IMPERIAL STEAK KNIVES—Set of 6 
Stainless knives, Wondawood handles. 
32—BOWLING BAG—Jumbo black and 
white vinyl coated canvas with brass 
zipper and clasp fastener. 
33—TRAVELAIRE STATION WAGON MAT- 
TRESS—Two Bolta-Flex air mattresses 
snapped together. For use in sleeping 
bags, as a water float or lounger. 
Yell./Bi.—Coral/Bi. 

41 — BERNZ-0-MATIC TORCH KIT — In- 
cludes torch, propane cylinder, pencil 
burner unit, utility head, soldering tip, 
flame spreader—in metal case. 

42 BATHROOM SCALE—‘‘Rocket”’ 
dial, chrome dial head, enamel trim. 
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12 GIFT CERTIFICATES 


43—TACKLE BOX—Deep drawn seam- 
less box with three cork lined trays 
and adjustable dividers—14"x712"x7". 
51—CORY ELECTRIC KNIFE AND SCIiS- 
SORS SHARPENER—Press button, get a 
factory-sharp edge. Start-stop switch. 
52—INSULATED UNDERCLOTHING— 
Featherweight Acetate quilted taffeta. 
Fits under regular clothes. Sm., Med., 


Lg., Ex. Lg. 

58” IMPE IAL KITCHEN TOOL SET— 
Ladie, spatula, turnover, fork, spoon, 
masher. Hanging wood block. 

54— IMPERIAL 24 Pc. STAINLESS STEEL 
FLATWARE — Finest quality stainless; 
includes 6 each of knives, spoons, tea- 
spoons, forks in Star Time pattern. 


61—BERNZ-0-MATIC PROPANE LANTERN 
—Instant lighting, dual-beam lantern. 
For camping and power failures. 
62—COPPER CHAFING DISH—Beautiful 
modern design with ebony legs. 242 qts. 
63—WEST BEND AUTOMATIC PERCO- 
LATOR — With time and temperature 
control. 6-8 cup capacity. 
64—9-PIECE CARVING AND KNIFE SET 
—Carving Fork and Knife, Slicing Knife 
and 6 Steak Knives of stainless steel. 
101—CASCO STEAM-SPRAY !RON— 
Works on tap water. Sprinkles & steams. 
102—SWING-A-WAY ELECTRIC CAN 
OPENER AND KNIFE SHARPENER— 
Works at the touch of a button. Wh., 
Pk., Yell., Turg.-chrome & gold trim. 
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103—WEST BEND 30 CUP AUTOMATIC 
PERCOLATOR—Brews 12 to 30 cups of 
as coffee. Gleaming aluminum. 
21-—G. E. CLOCK RADIO—Wake-to- 
music radio turns on automatically. 
122—WEST BEND AUTOMATIC GRIDDLE 
"N SERVER—Big grill bakes, fries, grills. 
Cast aluminum, automatic control. 
123—WEAR-EVER UTENSILS—‘‘Hallite”’ 
with copper colored tarnish-proof cov- 
ers. Four popular sizes. 
124—ACRILAN SLEEPING BAG—Double 
mattress pocket. Water repellent twill, 
flannel lined. 100” rust-proof zipper. 
125 — CHANNEL MASTER TRANSISTOR 
RADIO—Five transistors. Pocket-size. 
Leather case and ear phone. 
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126—CASCO ELECTRIC BLANKET AND 
HEATING PAD — Soft, fluffy blend of 
miracle fibers with nylon bindings. 
Pad has 3 settings. 

127—PFLUEGER “88” SPIN CASTING 
KiT—Reel with INSTANT LINE CONTROL 
and 100 yds. of monofilament line. 
Matching 6% ft. spin casting glass 
rod. Two lures. 

181—FRAM ROOM AIR CLEANER—Keeps 
air hospital clean, free of odors. Kills 
99+% of germs trapped in exclusive 
Fram ‘“‘Permachem” treated filters. 
182M —BENRUS WATCH (Men’s)—‘‘Sir 
Robert." 17 jewels, gold top, stainless 
steel back. Shock-absorbing movement 
and unbreakable mainspring. Fully 
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6 GIFT CERTIFICATES 


guaranteed for three years. 
1821—BENRUS WATCH (Ladies’)—‘‘Lady 
Lucille.” 17 jewels, 10k gold top, 
stainless steel back. Unbreakable 
mainspring. 3 yr. guarantee. 

183 -LADIES’ COAT—Full length coat 
with flared back, shawl collar, push-up 
sleeves, detachable belt. Fully lined 
with taffeta. Wonder DOE-LON—wind 
and weatherproof. White or Ivory. 
241—MARLIN RIFLE AND SCOPE—De- 
luxe .22 caliber clip bolt repeater. 
Receiver sight with windage and ele- 
vation adjustments. Micro-Groove 
rifling for accuracy. 

242 —COSCO FOLDING FIVE PIECE 
BRIDGE SET—‘‘Fashionfold” table and 





4 chairs. Padded table and chair seats. 
Ebony/charcoal, tan/mocha. 
481—WEBCOR STEREOPHONIC HI-Fi— 
“Holiday.” Portable styling, detach- 
able speakers, 4 speed changer. 
961—WEBCOR PORTABLE TAPE RE- 
CORDER — “‘Royalite”’ with two hi-fi 
speakers, powerfu! 8-watt amplifier. 
962-—PHILCO 17” PORTABLE TELEVI- 
SION—Easy-grip carrying handle. Con- 
venient top controls. Brief-case thin. 
1201—PERCIVAL HELLCAT KART—Pow- 
ered by famous Clinton engine, pneu- 
matic tires, upholstered seat. 
1441—ZENITH “ROYAL 1000 D” TRANS- 
OCEANIC RADIO—Combination standard 
and short wave with 9 transistors. 
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‘he Man Behind the Wheel .. . 





Sales Testing the ‘60 Buick 


By L. H, Houck 
Travelling Correspondent 
E of the liveliest cars on the 
road — the two-door Invicta — 
as the 1960 Buick test car this 
ear. Factory labelled as a high- 
erformance car, it lived up to its 
\bel and went far beyond. 

Here was a combination of 
weight and power that made 
iriving by instrument advisable 
and setting your own speed limit 
with the speed buzzer a necessity. 
Why? Because it’s up to 80 and 
off while you think you’re cruis- 
ng at 60. 
Buick’s new bucket seats, a new 
igh in luxury and comfort, to say 
othing of the sporty look, help 
ive the car a distinction of its 
wn, The world is full of Buicks, of 
yurse, but no old Buick customer 
in know what this car is like 
ithout a test drive. 
Few cars this writer has driven 
| the last 10 years comes near the 
uick’s high performance, 
Unlike many “hot” cars, the In- 
cta also can cruise at low speeds 
om a creep to a dense traffic 
eed of 20 or so, quietly and doc- 
e as a lamb. Then it can jump 
irough a hole in the traffic like 
jet. 
Time-tried Buick features are re- 
ined—troque-tube drive, turbine- 
tive transmission, the extra strong 
»x-girder frame, 

cd * * 

— is a new system of en- 

gine mountings which reduces 


"elar Orders Run 
{t Record Rate, 
JuPont Reports 


ITHACA, N. Y.—The multimil- 
on dollar effort by duPont for its 
»w antifreeze is beginning to pay 
f, it was disclosed at the annual 
ecutive development program of 
ornell University. 

W. W. Carty, duPont antifreeze 
ivertising manager, reported to a 
‘coup of industry and government 
presentatives that dealer sales of 
elar antifreeze and summer cool- 
it are being placed at “a faster 
tte than ever before for a duPont 
itifreeze product.” 

Telar is said by duPont to be the 
‘st antifreeze which never needs 
_be drained in a properly operat- 
g cooling system. It features a 
itented built-in signal which, in 
idition, warns of major cooling 
stem breakdowns before costly 
image takes place. 

Telar is being backed by the larg- 
t advertising and promotion 
idget ever for a duPont consumer 
‘oduct, 

Carty said that “since the first 
inouncement of the product in 
pril, orders written by duPont 
stributor-salesmen are consider- 
ly ahead of the like period in 
40 when the company introduced 
; Zerex antifreeze for the first 
me.” 

In his address to the manage- 
ent group, at which the Telar 
ogram was spotlighted as a “mar- 
‘ting case history of 1960,” Carty 
so reviewed the 15-year develop- 
ent of the product and its five- 
ar car testing prog program. 





‘irst-Half Sales 
|p, Autolite Says 


TOLEDO.— Consolidated first- 
if net sales amounted to §$115,- 
6,452, an increase of 16 percent 
er the comparable 1959 figure of 
9,732,423, according to Robert H. 
avies, Electric Autolite Co. presi- 
nt. 

He said net earnings before taxes 
r the six-month period amounted 
$4,521,266, compared with $5,150,- 
8 in the like period a year ago. 
Because of lower requirements 
r original-equipment parts, sec- 
\d-quarter sales dropped to $55,- 
0,137, a dip of 6 percent under 
e tota] for the first three months, 
avis said. Earnings totalled $2,- 
5,846, compared with $3,181,705 


ded. 





vibration. Incidentally, this engine 
was the 325-horsepower Wildcat 
445, which produced record power- 
to-weight ratio. 

A new transverse-muffler sys- 
tem, with the muffler placed 
crosswise at the rear is one of 
the big advances. It was whisper 
quiet, It will last longer, be more 
economical to replace, and con- 
tributes to almost astonishing 
fuel economy. 

Along with “scat,” there must be 
effective brakes and Buick’s new 
Air-flo aluminum-braking system 
fills the bill. Slots in ventilated 
wheels and wheel covers provide 
pressurized cooling air to aluminum 
drums. 

The aluminum drums are steel- 
lined and finned on the outside to 
promote rapid cooling, The net re- 
sult, besides effective braking 
without fade under all conditions, 
is longer brake life and more time 
between adjustments, 

In more than 1,000 miles of stop- 
and-go and cross-country driving, 
the test car demonstrated fully 
that this year’s Buick has cut out 
a new notch in the Hall of Fame. 

Starting arrangement remains 
with the gas pedal, and it starts 
at a touch, cold or hot. It developed 
no rattles, oi] leaks, water leaks or 
minor annoyances of any kind. 
cm oe * 


Bo owners ready to change 
models will find the ’60s to their 
liking, with just the right amount 
of improvement and just enough of 
the basic Buick retained to make 
the transition from the old to the 
new delightful. 

Those who have been thinking 
about Buick, and wondering what 
progress has been made in this 
fine car, would do themselves and 
their families a favor by getting 
a demonstration ride and drive 
from their Buick dealer. 

For those who like to make up 
their own body and engine and car- 
buretor combinations, Buick has 
them all—from a regular gas en- 
gine and carburetor with automatic 
transmission to the super perform- 
ance high-powered engines. 

The bucket seats in the test car 
cannot be adequately described, be- 
cause the term “bucket seats” is a 
carryover from the racing cars of 

* x * 


Car Tested: 
BUICK 


Model: Two-door Invicta hard- 
top. 

Engine: Wildcat 445, 325 
horsepower, 445 torque, 401-inch 
compression 


displacement; 
ratio, 10.25 to 1. 

Transmission: Two-turbine 
automatic, Buick has dropped 
the name “Dynafio,” but the 
twin turbine is an improved 
transmission of the same type 
which features nonshifting of 
gears. The new transmission is 
more solid, less slip and there- 
fore more economical. 

Installed accessories: Power 
steering, power brakes, air con- 
ditioning, radio, heater, power 
antenna, electric six-way seat, 
electric windows, 





past years. These seats are tops in 
luxury and comfort. Made mostly 
of foam rubber instead of springs, 
they are a step in the future and 
will be heard from again in future 
models because public acceptance is 
certain to be high and enthusiastic. 

Between the two individual seats 
in front is an upholstered armrest 
which raises up to provide a re- 
ceptacle for papers, glasses and 
maps. This is ideal storage space 
far handier for the driver than the 
traditional glove box, which is 
there, too. 





Bucket Seats on Buick— 


These comfortable bucket seats are one 
of the outstanding features of the Buick 
Invicta, Center armrest makes cover for 
a receptacle for maps and papers. 





Reese Sees Salvation in Higher Shop Traffic .. . 


U. S. Studies Bid 
By Chevy for Plant 


BUFFALO. — Chevrolet's bid of 
$1.5 million for a huge government- 
owned plant in the Town of Tona- 
wanda has been referred by the 
General Services Administration’s 
regional offices to the Justice De- 
partment for approval. It was the 
lone bid for the property. 

The plant has more than 17 acres 
of floor space and adjoins Chevro- 
let’s industrial complex on River 
Rd. It was operated by the Chevro- 
let. Aviation Engine Division dur- 
ing World War II and the Korean 
War. 

Chevrolet executives said previ- 
ously that its plans for the plant 
are of a long-range nature, and 
may include manufacturing. 





Inspections Boost ROs, Gross 


DREXEL HILL, Pa.—An increase | tion periods are May-June-July and! the difference between profit and 
of customer attendance in the serv- | November-December-January, 


ice department is “more important 
to the survival of an automobile 
dealership than the so-called serv- 
ice absorption theory,” says David 
G. Reese, president of Dave Reese 
Olds, Inc., here. 

One of the big builders of serv- 
ice traffic in the Reese shop, his 
figures show, has been Pennsyl- 
vania’s compulsory state inspec- 
tion. 

Inspections in Pennsylvania are 
held for three months, then sus- 
pended for three months. Inspec- 


Plymouth Assn. 
Expands at L. A., 
Absorbs Valiant 


LOS ANGELES.—Reorganization 
of the Southern California Plym- 
outh Dealers Assn. to include the 
entire three-state Los Angeles re- 
gion has been announced by L. J. 
Jabro, secretary-manager. 

Jabro said the association is 
changing its name to Plymouth 
Dealers Assn. of the Los Angeles 
Region. The region includes 113 
dealerships in Southern California, 
Arizona and the Las Vegas section 
of Nevada. 

The association also will assume 
promotional and other responsibili- 
ties formerly handled by the Val- 
iant Advertising Assn., composed of 
Valiant dealers in the Los Angeles 
region. 

Jabro also announced that the 
Los Angeles office of N. W. Ayer & 
Son, Inc., had been appointed as 
advertising agency for the reor- 
ganized association. 

“Coordination of all Plymouth 
and Valiant advertising and promo- 
tional efforts is a logical step in 
planning stepped-up merchandising 
campaigns for the balance of the 
current model year and in prepar- 
ing for the introduction of 1961 
cars,” Jabro said. 

Reorganization of the association 
takes effect Sept. 1, he said. M. R. 
Mackaig, M. R. Mackaig & Son, 
Los Angeles, continues as president 
of the association. W. R. Shadoff, 
W. R. Shadoff, Pomona, is vice- 
president, and Bob Keefer, Bob 
Keefer Plymouth, Hawthorne, is 
treasurer. 











Buick Test Car— 


This is the Buick Invicta two-door hardtop test car driven by L. H. Houck, Automotive 
last year’s second quarter, he| News travelling correspondent. The car delivered an outstanding performance in 1,000 


miles of driving, Houck reported. 


In the first half this year, ROs 
written during the inspection 
months (January, May and June) 
averaged 1,023 per month, 

This was a gain of 144 ROs per 
month—or 20.4 percent—over the 
824 repair orders averaged in the 
non-inspection months (February, 
March and April). 

Service gross profit averaged 
$14,322 per month during the in- 
spection period, compared with 
$12,365 in the non-inspection period, 
an increase of $1,957, or 15.8 per- 
cent, per month. 

Separation of shop figures ac- 
cording to months when inspec- 
tions are held or suspended, 
Reese says, provides for a fair 
comparison and also “informs 
dealers in states that do not have 
a state law on automobile inspec- 
tion what it means to a dealer- 
ship.” 

For all months in the first half 
of 1960, Reese said, his shop aver- 
aged 924 repair orders per month, 
an increase of 163 ROs per month 
over the first half of last year. 

This, said Reese, was the best six 
months in his 15 years as a dealer. 

“The 924 customers per month 
who use our service department are 
the lifeblood of our business and 

99 44/100 percent of them are happy, 
satisfied customers,” Reese said. 

“They are especially valuable as 
the source of new-car sales and also 
as contacts for other new-car pros- 
pects.” 

Reese continued: “It is my 
opinion that, with the advent of 
the year of confusion in 1961— 
when every dealer has a compact 
and a line that will cover the 
waterfront—a good reputation for 
integrity, sincerity and an excel- 
lent service department will be 


Government Ends 


Gamble Suit 


WASHINGTON. — Acting Attor- 
ney General Lawrence E. Walsh 
announced the entry of a consent 
judgment in District Court at Kan- 
sas City, terminating the govern- 
ment’s antitrust action against 
Gamble-Skogmo, Inc.; Bertin C. 
Gamble, Minneapolis, and Western 
Auto Supply Co., Kansas City. 

The government’s complaint, filed 
April 1, charged that Gamble- 
Skogmo and its president, Bertin 
C. Gamble, acquired a controlling 
stock interest in Western Auto in 
August, 1958, completing a series 
of actions covering a span of many 
years for the purpose of eliminat- 
ing competition between the two 
firms. 

The sale of the Western Auto 
stock held by Gamble-Skogmo and 
Bertin C. Gamble on July 11, se- 
cured the major objective of the 
government’s action. Entry of the 
judgment was based in part on rep- 
resentations of Gam b1e-Skogmo 
and Gamble that all financial or 
stock interests, direct or indirect, 
which they held in Western Auto, 
had been sold. The judgment pro- 
vided further that the defendants 
are perpetually prohibited from 
future acquisition of any direct or 
indirect interest in the business, as- 
sets or share capital of Western 
Auto. 





loss or going out of business.” 

Reese promotes service business 
through direct mail. During inspec- 
tion periods, the mailers urge cus- 
tomers to have their cars inspected 
early. During the “off” months, the 
direct-mail pieces is confined to 
polish jobs, tuneups, regular main- 
tenance items and the like. 

Reese also provided figures to 
show how his service volume spurts 
during inspection months, 

In 1959, ROs were up 22.1 percent 
and service gross profit was up 
21.3 percent per average month 
during the inspection months. 

In 1958, gains were 26.0 percent 
on ROs and 41.3 percent on gross; 
‘in 1957, 20.0 percent on ROs and 
10.3 percent on gross; in 1956, 16.0 
percent on ROs and 12.5 percent 
on gross, and in 1955, 13.9 per- 
cent on ROs and 7.0 percent on 
gross. 

Average, over 1960 and these five 
years, showed inspection months 
producing 20.4 percent more ROs 
and 18.0 percent more gross per 


Building Strike 
Depresses Trade 
In Kansas City 


KANSAS CITY.—A long strike 
by the building trades is making a 
strong impact on the economy of 
Kansas City. 

Hundreds of car owners have 
turned their cars back to dealers 
and finance companies because they 
can’t make the payments and have 
no prospects: Some construction 
workers have sold their furniture 
and other possessions to get food. 

Summed up, 20,000 building 
tradesmen are out of work. Wages 
are being lost at the estimated rate 
of $500,000 a day. Total unemploy- 
ment is set at 50,000. 

Other statistics: Real estate sales, 
down 17 percent; value of property 
sold, down 24 percent; mortgages 
recorded, down 30 percent, and 
bank deposits are far below 1959. 

Foreclosure sales have increased 
44 percent and the foreclosure vol- 
ume in dollars and cents hag risen 
105 percent. 

The repossession and delinquent 
payment situation could be a lot 
worse if the finance companies 
clamped down. Most banks and fi- 
nance companies are granting un- 
usual extensions to persons with 
hitherto reasonably good credit in 
the hope that the strike soon will 
be settled. 

By the same token, they are giv- 
ing new contracts extra scrutiny 
and car trading by out-of-work de- 
linquents is not viewed with en- 
thusiasm although many have trad- 
ed in their late-model cars for 
older jalopies to ride out the storm, 


Taber Pontiac Acquires 


Deal Across the Street 


ATLANTA.—Taber Pontiac, Inc., 
is expanding by taking over the 
display rooms and lot across the 
street at 3264 Peachtree Rd, 

This second selling space was 
formerly occupied by Peachtree 
Plymouth, Inc., which has gone out 
of business. The additional building, 
said Earl Taber jr., will be a used- 
car salesroom, 
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Accident Study to Sift 
Road Design, Controls 


The Automotive Safety Founda- 
tion, a nonprofit research organiza- 
tion in Washington, D, C., will 
direct a study of the effects of 
traffic control measures and road- 
way design on traffic accidents 
under a contract with the Bureau 
of Public Roads, 


Ultimate aim of this research 
is to reduce traffic accidents by 
giving highway and traffic engi- 
neers data on the safest types of 
roadway design and traffic con- 
trol measures. 

Costs of the study, which is 
scheduled to be completed by the 
end of this year, will be shared 
jointly by the two organizations. 

Immediate objectives of the pro- 
ject are: 

1. To summarize al] available in- 
formation on the effects of roadway 
elements such as pavement and 
shoulder widths, curvature, grades 
and sight distances, and traffic con- 
trol devices and measures such as 
signs, signals, markings, speed zon- 
ing and channelization. 

2. To identify proven cause and 
effect relationships. 

3. To identify the areas in 


Lower Speed Limit Due 
In N. J. for Some Trucks 


A bill signed into New Jersey 
law permits the state highway com- 
missioner to set 45 mile-an-hour 
limits for trucks weighing more 
than five tons on four-or-more-lane 
highways which have regular 50 
mile-maximums, 

The truck-speed differentials 
were not expected to be enforced 
immediately. They had been sought 
for many years in some quarters, 
and the move gained momentum 
after a truck-bus crash last fall 
which took 12 lives. 


which additional research is 

needed to establish possible rela- 
tionships between traffic accident 
experience and roadway elements 
and traffic control measures. 

4. To prepare one or more re- 
ports in nontechnical] language, lib- 
erally referenced, for professionals 
and laymen. 

5. To compile a complete bibli- 
ography of available information. 

Although there have been isolated 
studies which attempt to show the 
effects of individual traffic control 
measures or roadway elements on 
traffic accidents, results of this re- 
search have never been collected 
and catalogued for the guidance of 
engineers and administrators. 

Selected cities and states will 
be requested to contribute reports 
on pertinent subjects which orig- 
inally were intended for internal 
or limited circulations and hence 
are not available in libraries. 

Universities with graduate or re- 
search programs will be similarly 
solicited and their libraries search- 
ed. The intention is to collect all 
available, reliable research findings 
dealing with the subject, whether 
published or unpublished, which 
contain quantitative findings or 


conclusions. 
* ” 


Indiana to Seek 
2-Year Exams for 


Drivers Over 75 


In announcing that legislation 
to force drivers 75 or more years 
old to take reexaminations every 
time they apply for new licenses 
would be recommended to the 1961 
Indiana Legislature, State Motor 
Vehicle Commissioner Royden C. 
Gilbert asserted that such action 


was necessary in the interests of 
traffic safety. 

He said he would ask Indiana 
solons for authority to put such a| 
rule into effect, This would compel 
elderly drivers to take examina- 
tions every two years instead of 
every four, as at present. 

Gilbert said he meanwhile would 
seek to accomplish this result 
through the cooperation of drivers. 
He told a meeting of 65 examiners 
and five supervisors in his depart- 
ment to suggest the reexamination 
to older motorists when applica- 
tions are made every two years for 
new driver’s licenses, 

“Some of these motorists past 75,” 
he observed, “are sharper than 
teen-agers. But at that age, physi- 
cal changes occur rapidly and for 
the protection of the older drivers 
as well as the public, they should 
take their examinations oftener.” 

Gilbert said his bureau frequent- 
ly receives requests from members 
of a motorist’s family or from 
physicians to persuade an aged 
driver to surrender his license. 
“But,” he said, “there is nothing we i 
can do at present, if the driver Same Building, New Look . : 
himself won’t cooperate.” These views show the showroom of Don Drennen Motors, Inc. (Cadillac-Buick- 

* * Chevrolet), Birmingham, Ala., before and after a recent remodeling program. Don 


Directory Lists Drennen, commenting that up-to-date retail establishments have to remodel periodic- 


ally to stay up with the time, asked, “why not automobile dealers?” The new front 
Highway Officials 


is of contemporary design, largely aluminum and glass. The old was brick and stone. 
More than 2,000 names, titles and| — 


addresses of administrative engi- 
neers and officials in the 50 state 
highway departments, the District 
of Columbia and Puerto Rico are 
listed in the 1960 edition of the 
pocket-sized directory, “Highway 
Officials and Engineers,” published 
by the American Road Builders 
Assn, 

The directory also lists adminis- 
trative personnel of the Bureau of 
Public Roads, including the heads 
of its regional offices and the divi- 
sion offices in each state, engineers 
and administrative personne] of toll 
road authorities, and officers and 
directors of ARBA, its eight or- 
ganized divisions and its Washing- 
ton headquarters staff. 

The directory may be obtained 
for $1 from American Road Build- 
ers Assn., World Center Bldg., 
Washington 6, D. C. 


Before-After at Drennen 































SELL DATSUN! The fine imported small car that’s thoroughly American! 


Japan’s exciting 


new 


Datsun is the magnificent 1960 answer to the need for a truly 


unusual new American small car that can be built efficiently overseas. 
Delightfully American in advanced design, comfort and conveniences, 


the handsome Datsun comes through with sparkling performance 
and meaningful gas saving. Solid and sound, and a dream to 
handle, every Datsun is American-inspired in specifications. 


Built with legendary Japanese care in Yokohama’s great Nissan 
works, one of the largest, most efficient plants on earth. 


DATSUN 
4-door Biuebird Sedan, 
$1696, p.o.e. 


GOOD LOCATIONS OPEN ALL OVER U.S.A. 


Wire or write right away for the sensational Datsun proposition— 
the industry's most attractive franchise arrangement, Small invest- 
ment—good profit with almost no overhead. Address nearest 
distributor. HAWAII: Von Hamm -Young Co., Ltd., P.O. Box 2630, 
Honolulu 3. WEST: Woolverton Motors, 5967 Lankershim Bivd., 
No. Hollywood, Cal. MID-SOUTH: Southern Datsun Dist. Co., 
1501 Clay St., Houston, Tex. CENTRAL & EAST: Luby Datsun 


Dist., Ltd., 107-36 Queens Bivd., Forest 


NISSAN MOTOR COMPANY, LTD. ¢ TOKYO, JAPAN 


SINCE 1926. 


Hills 75, N.Y.C. DATSUN 














4-door Station Wagon, $1969, p.o.e. 








TSUN 


BLUEBIRD 


DATSUN PRICES 


RANGE FROM #1595 
TO $1996 


p.o.e. West Coast 





DATSUN 


Pickup Truck, $1696, p.o.e. Sports Convertible, $1996, p.o.e. 








| this is Robert E. (Bob) Trau 
| . . « newly appointed Automotive Editor 
| of Chicago’s American. 


Bob, a veteran of 18 years 

service with the Chicago Tribune, 

brings a rare combination of understanding 
and know-how to his new post 

at Chicago’s American. 

Extensive activity in the automotive field 

| both as a writer 
and as an advertising representative 

| gives Bob a clear, concise appreciation of reader 
interests as well as an insight into sales 


and merchandising problems facing 


automotive advertisers. 





Behind Bob Trau are the extensive and expanding research facilities 
of Chicago’s American, giving advertisers an unmatched combination 
of experience and the “tools” with which to increase automotive sales 
in Chicago and suburbs. 


Penetrating market studies, not available from any other source, point 
out underlying factors involved in automotive merchandising .. . 
pinpoint shifting economic and distribution patterns throughout the 


market. 


“OPERATING SALES CONTROL” —a step by step tabulation of 
54,000 city blocks . . . 36,000 retail outlets .. . 382 shopping areas... 
121 leading suburban towns... to map and delineate retail distribution. 


“ANALYSIS OF NEW CAR REGISTRATIONS” — 30 yearly studies 
of new car registrations by makes for each sales division to measure 
sales and automobile purchasing patterns in all sections of the city. 


READER RESPONSE STUDIES — a comparative measure of readers 
.. . their car ownership ... their buying intentions ... and their 
Herbert D. Wilson is retiring after opinions on automotive subjects. 


39 years of outstanding service 
with Chicago’s American. Among 
his noted “firsts” as Automotive 





Editor are personal accounts of £ 

new car test runs and tour articles For over 30 years the leading source 
° 4i ‘i . 

with “Plan Books” to aid travelers. for the finest and most complete automotive 


marketing information in Chicago and suburbs .. . 


CHICAGO'S AMERICAN 


| Wholly owned subsidiary of the Tribune Company, Chicago, |llinols 















To Aid D.C. 


AUTOMOTIVE WASHINGTON 


Adjoining States Asked 


Fumes Fight 


By William Ullman 
Washington Bureau Chief 
2, retimnand up the local fight against air pollution, the 
Metropolitan Area Traffic Council here has voted to ask 


the governors of Maryland and Virginia to back legislation 


to make inexpensive blowby 
devices mandatory on new 
cars, starting with 1962 models. 

Following the 
lead of Califor- 
nia,- the District 
of Columbia had 
proposed earlier 
that blowby de- 
vices be required 
on all 1962 models 
sold in Washing- 
ton. Now the 
Traffic Council is 
considering re- 
quiring all D. C. 
motorists to have 
such devices installed on their cars 
—new and old alike. 

A local representative of the AC 
Spark Plug Division has told 
Washington officials his company 
is prepared to supply its version of 
the blowby control device in almost 
unlimited quantities starting at 
once. 

Public hearings on the new pro- 
posals for D. C. cars will be held 
Aug. 24. Investigations of anti-smog 
devices already are under way in 
Cincinnati and California. 

The GM spokesman said individ- 
ual installation of the device would 
cost about $10. A spokesman for 
the Automobile Manufacturers 
Assn. said assembly-line installa- 
tion would cost “probably under 
$10.” 

Moral support for the action by 
D. C. officials is coming frem 
Arthur S. Flemming, Secretary of 
Health, Education and Welfare, 
who recently discussed the blow- 
by device with AMA representa- 
tives. 

Flemming has told a congres- 
sional committee he believes the 
device should be installed on all 
new cars, and he said he has heard 
nothing to make him change his 
stand after discussions with the 
AMA spokesman. 

The requests for similar action 
to the Maryland and Virginia gov- 
ernors was prompted by the fact 
that 43 percent of the vehicles 
which operate in Washington each 
week day are registered in those 
states. 





* * . 
Stronger Door Locks Urged 


HE Public Health Service has 

released a report calling for 
stronger locks on car doors. 

The report was written by Ir- 
win D. J. Bross, of the Roswell 
Park Memorial Institute. His 
conclusions were drawn from a 
study of thousands of accident 
reports collected at Cornell Uni- 
versity. 

A quarter-of-an-inch more hard- 
ware on door locks, Bross said, 
could reduce sharply the number 
of accident victims thrown out of 
their autos, Statistics show that the 
chance of death is 17 times greater 
for the ejected victim than for one 
who stays in the car. 

Bross also called for reversal of 
the trend to “hardtops,” which he 
said dangerously weaken automo- 
bile structure, and elimination of 
pointed objects and sharp bends in 
instrument panels which might im- 


pale victims. 
+ + + 


Dealers Get Tax Warning 
HE Internal Revenue Service 
has reminded dealers that they 
must elect alternative methods of 
computing and paying tax on dealer 
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“The mechanic's friend 
+++ works in seconds” 


”) YOUR JOBBER HAS IT! 
ADIATOR SPECIALTY CO. 


CHARLOTTE, N.C. 












reserve income no later than Aug. 
31, 1960. 

Full information on the alterna- 
tives was published in the Federal 
Register for July 20, 1960. Copies 
can be obtained from the Superin- 
tendent of Documents, Government 
Printing Office, Washington 25, 
D. C. 

* aa * 

SBA to Aid ‘Refugees’ 

HE Small Business Administra- 

tion will give “immediate pri- 
ority” to all loan applications from 
small business firms dislocated be- 
cause of federally-supported high- 
way and urban renewal projects. 
Special emphasis will be given 









to bank-participation loans to as- 
sist small retail and service estab- 
lishments, 

* * a 


GMI Prepares Manual 


A TECHNICAL training program, 
prepared by the Genera] Mo- 
tors Institute to teach professional 
industry personnel how to apply 
radioisotopes to industrial work, 
has been published by the Office of 
Technical Services, U. S. Depart- 
ment of Commerce, Washington 25, 
D. C. The two-volume set of 
“Radioisotopes in Industry” costs 
$10. 


* * * 


Incomes Hit New High 
ERSONAL income in the United 
States climbed to a record high 

in June—but so did the cost of liv- 

ing. 

The Commerce Department 
said personal income in June rose 
to a seasonally adjusted rate of 
$405.8 billion a year, up $1.1 bil- 
lion from May. 

The Labor Department’s Bureau 
of Labor Statistics reported that 
the consumer price index rose 0.2 
percent from May, chalking up the 


fruit and pork. 


Aftermath of Windstorm— 


A late-model car, parked in the residential section of Alton, Ill., was heavily dam- 
fourth consecutive monthly in-| aged when windstorm felled this giant maple tree. The car could not even be seen 
crease, The increase was affected | under the fallen tree until street crews cleared away some of the limbs with chain 
by a sharp rise in the cost of fresh| saws. The heavy tree crumpled the rear end of the car to the ground as it smashed 
through the top. 


The American Automotive Industry—the world’s — 


Schrader global facilities supply 


“ ‘ 
Vs 
 _}. 








eS SSeS 
a 





World-wide 
Manufacturing Facilities. 
Elizabeth, Australia. 
Jacarei, Brazil 

Toronto, Canada 
Birmingham, England 
Cannock, England 
Pontarlier, France 








The famous Schrader valve operating principle — 


air 
CONTROL 
ae the Ace of Standardization—assures most practical 





performance and service in the world’s far corners. 
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Auto Personnel 


Joseph R, Klein has been named 
marketing director of Vanderbilt 
Tire & Rubber Corp. 


* * * 
Chrysler Promotes Pair 


On Purchasing Staff 


Two key promotions by W. C. 
Cawthon, director of Chrysler 
Corp.’s purchasing staff, have been 
announced. 

John D. Moran was named direc- 
tor of purchasing administration 
services. Richard D. Morrison was 
named purchasing agent for mate- 
rials and services purchasing. 

ea oe a 


Clark Equipment Units 


Names 2 Service Officials 


Clark Equipment Co.’s Industrial 
Truck Division, Battle Creek, Mich., 
has appointed two service officials. 

Leighton E. Campbell has been 
named general service manager, 
and J. M. Squier has been appointed 
manager of service engineering. 
Campbell will have heaquarters at 
Clark’s Parts Division in Chicago, 





and Squier will have his office in 
Battle Creek. 
* * * 


Fruehauf Appoints Lyons 


The appointment of Raymond M. 
Lyons as director of industrial re- 
lations for Fruehauf Trailer Co. 
has been announced, 

* * + 


Olds Reassigns Roby 


W. E. has been named new 
Oldsmobile district manager in the 
Minneapolis-St. Paul metropolitan 
area, replacing Robert Brandt, who 
was transferred to the Indianapolis 
zone office. Roby formerly was 
Oldsmobile district manager in 
Rochester, Minn, New district man- 
ager in Rochester is Charles Can- 
field, who formerly was with Olds- 
mobile’s Chicago zone office. 

* * * 


Mack’s Wiley Promoted 


To Atlanta District Chief 


Clinton W. Wiley has been named 
Atlanta district manager for Mack 
Trucks, Inc, He had been whole- 


sale manager for Southern Georgia. 

He will be responsible for sales, 
service and distributor manage- 
ment in 148 counties throughout 


Georgia and Southern’ Tennessee. 
oe m * 


Ford Appoints Kuryla 
Assistant Treasurer 


Ford Motor Co.’s directors have 
elected Stanley N. 
Kuryla an as- 
sistant treasurer 
of the company. 

Prior to his 
election Kuryla 
was manager of 
the programming 
department, fi- 
nance staff. A 
graduate of Mas- 
sachusetts Insti- 
tute of Technol- 
ogy, he joined the 
Ford finance staff in 1951 as an 
analyst. 





Gates Atlanta Chief 


For Ford Motor Credit 


James C. Gates has been named 
to manage Ford Motor Credit 
Co.’s Atlanta branch office, lo- 
cated in the Tingle Bldg., 1627 
Peachtree St. 

Before joining Ford Motor 
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Credit Co., Gates was general |appointed special assistant in the 


field manager of the Atlanta dis- 
trict sales office of Lincoln-Mer- 
cury. 

* * * 


Dayton Promotes Falsken 


In Auto Equipment Sales 


Donald E. Falsken has been ap- 
pointed sales manager of the Auto- 
motive Wholesale Department of 
Dayton Industrial Products Co., 
Melrose Park, Il. 

Falsken, formerly Western re- 
gional sales manager, succeeds R. 
G. Roney, who has resigned. 

* * * 


Mack Appoints Allen 


Assistant Sales Chief 


Robert W. Allen has been ap- 
pointed assistant general sales 
manager of Mack Trucks, Inc. 

Allen began his Mack career in 
the company’s Detroit branch in 
1926, and has since served as dis- 
trict manager in Houston, Phila- 
delphia and St. Louis, ag well as 
national used-truck manager. 

cd * * 


Eaton Enlarges Staff 
Eaton Mfg. Co, is enlarging its 
industrial relations staff operations. 


Thomas A. Moretti, who recently 
completed 30 years of service, was 





greatest enterprise—depends on tire accomplishments 


.9.A. Tire Manufacturers abroad 





e divisionof SCOVILL 








AMERICAN QUALITY is international. When America 
builds vehicles abroad, each part must meet the same 
standards it would have to meet here. 


EASY AVAILABILITY is a must in foreign production. 
Schrader facilities abroad provide valves and service 
tools to both manufacturers and service people. 


fs Bie <a . 
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FOR EXAMPLE THE EUROPEAN COMMON MARKET em- 


with reliable tire valves 





braces 6 countries. Schrader’s new Dubied plant in 
Pontarlier, France, serves this tremendous area. 





SCHRADER’S SYSTEM of valve interchangeability is based 
on engineering simplicity. Language is no barrier to 


appreciation of quality. 


formance wherever Schrader tire valves help protect tires. 


A. SCHRADER’S SON * BROOKLYN 38, N. Y. 


FIRST NAME 


Division of Scovill Manufacturing Company, Incorporated 


IN TIRE VALVES 


No single American company or industry goes it alone abroad. To meet the standards 
of quality the world expects of us, it must rely on skills, knowledge and facilities of 
other American companies nearby. That is why our Automotive, Tire and Tire Valve 
Industries have circled the world. From France to Australia, for exatnple, Schrader 
works with American Tire and Automotive companies to spread the countless benefits 
of American industrial effort. Schrader’s job: The use of these facilities is further 


assurance that your vehicles produced anywhere in the world provide the best in per- 


FOR ORIGINAL EQUIPMENT AND REPLACEMENT 





industrial relations department, 
and Daisley, formerly 
Eaton’s wage and salary adminis- 
trator, was promoted to general 
employe relations manager, a new 
post. 
- * * 
General Acceptance Names 


Automotive Section Director 


L. B. Arnold has been appointed 
to the newly created position of 
director automotive section of Gen- 
eral Acceptance Corp., Allentown, 
Pa. He will as- 
sume the full re- 
sponsibilities of 
General Accept- 
ance’s automobile 
dealer sales fi- 
nance program. 

Arnold joined 
General Accept- 
ance in 1954. 
Since then he has 
served in many 

. capacities and 

L. B. Arnold until recently has 

served as sales director. Arnold has 

been associated in the finance in- 
dustry since 1941. 
* 


ad ae 
Naill, Marsal Join Ford 
In New Orleans Credit 


John M. Naill, veteran finance 
official, is managing Ford Motor 
Credit Co.’s New Orleans branch 
office, located at 833 Commerce 
Bldg. 

Office manager of the branch is 
Bernard B, Marsal. 

Before joining Ford, Naill was 
affiliated with Universal CIT as 
manager of its New Orleans branch 
office. Marsal had been with Com- 
mercial Credit 13 years. 

* ok * 


CIT Boosts Miller 


Neil A, Miller has been appointed 
an assistant vice-president of Uni- 
versal CIT Credit Corp. and head 
of all activities for its Seattle Di- 
vision. He joined Universal CIT in 
1949. 





* * * 


Ford’s Price Named Head 
Of Parts Operations 


Galen B. Price has been named 
parts and accessories operations 
manager of the Ford Division. He 
had been executive assistant to the 
division’s general 
manager and as- 
sistant general 
manager. 

Price joined the 
company in 1947 
after nine years 
in the field of 
economic educa- 
tion and analysis. 
In 1948 he trans- 
ferred to the Pur- 
chasing Research a 
Department as a G. B. Price 
supervisor and in 1951 was ap- 
pointed manager. He was named 
associated operations manager for 
the Ford Division in 1956 and a 
year later became executive assist- 
ant to the general manufacturing 
manager. Five months later he was 
named manufacturing planning 
manager. 





DISTRIBUTORS 


We are world distributors of a new rev- 
olutionary, low priced, front end alignment 
machine which has excellent acceptance 
with and is greatly needed by the service 
station and garage operators and al- 
though most territories have now been 
covered, we still have the following states 
available for distributors: Illinois, Wiscon- 
sin, Minnesota, lowa, Missouri, Kentucky, 
Arkansas, Florida, Alabama, Mississippi, 
Louisiana and Texas. 

We are interested in persons capable 
of hiring and training a retail sales force 
of at least 10 salesmen and who have 
$25,000 available for inventory and work- 
| capital, 

his is a sound, lucrative opportunity 
for persons with the proper sales and or- 
ganizational rt and you should net 
well in excess of $100,000 per year. 

Although we might prefer someone with 
no other interests, we would consider an 
automobile dealer or someone presently 
in Retail or Wholesale distribution, pro- 
viding a separate company and manage- 
ment is set up for this exclusive operation. 

If you are serious about wanting a deal 
where you have no competition, with a 
product which has a fantastic market 
potential, and where you can really make 
money with a very small investment and 
can act immediately, write Box I1, c/o 
Automotive News, Detroit 7. 














Attention General Managers and Sales Managers 


If you can run a successful 


dealership... you can own 
a successful dealership! 


Dodge offers qualified men the chance to own their own deal now! 


Today, many men who should be running their own 
dealership, building a solid, secure future for themselves, 
find it difficult to get started on their own. 


For the most part these men are experienced and thor- 
oughly qualified general managers and sales managers— 
men who have proved themselves capable of organizing, 
managing and directing a hard-hitting dealership organ- 
ization on their own. 


Unfortunately, a lack of capital and a scarcity of suitable 
openings have prevented them from making this im- 
portant move. 


If you are one of these men, you owe it to yourself to in- 
vestigate the available finance plans that provide quali- 
fied dealership executives with the wherewithal to estab- 
lish a profitable, growing business of their own. One of 
these programs—the Dodge Dealer Enterprise Program— 
provides 75% of the necessary capital. 


Choice Openings Available Now! 

The phenomenal success of the low-priced Dodge Dart 
has created a number of new dealership openings. Pres- 
ently, various openings are available in an excellent 


selection of markets with a wide choice of dealership sizes. 


The new dealers who fill these openings will find they 
have made a solid choice in securing their future. For 
Dodge is on the move — expanding and capturing new 
markets, developing and producing new products like the 
Dodge Dart and a hot new line of compacts to be intro- 
duced soon. 


These recent successes are just the first results of a 
continuous and aggressive Dodge expansion program. 
Backed by the many advantages of the highly flexible 
Dodge Market-Programmed Sales Agreement, Dodge 
Dealers are assured that their sales activities will con- 
tinue to be directed at the largest, most profitable portion 
of the market. 


If you’re ready to move out on your own, we would like 
the chance to prove this is the opportunity you’ve been 
waiting for. Full details are available simply by sending 
a confidential request to: 


John B. Naughton, General Sales Manager 
Dodge Division, 7900 Jos. Campau 
Detroit 11, Michigan 


In 1960 the Big Deal is 1) OD (5 





DODGE DART + LUXURIOUS '60 DODGE + DODGE TRUCKS 


Canadian inquiries should be directed to: A. L. Hancox, Director of Sales, Chrysler Corporation of Canada, Limited, Windsor, Ontario 
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By L. H. Houck 
Travelling Correspondent 

PUT almost 1,500 miles on a ’60 

Studebaker Lark V-8 equipped 
with power steering and power 
brakes, and came out convinced 
that you can have top performance 
and economy at reasonable cost in 
a@ compact car. 

Many who seek economy react 
in characteristic American fash- 
ion and get only the essential 
extras and smallest power plant 
available. This does give you most 
miles per dollar. 

You get almost as many miles 
per dollar with the Lark’s V-8 over- 
head-valve engine and power acces- 
sories, including automatic trans- 
mission. And you have as much 
zip as anybody, plus the advantages 
of power steering, which I consider 
safer when you have to dive for 
the shoulder, and power brakes, 
which operate faster. 

I found that the Lark is designed 
for the hardest service to which 
a car can be put, and my test car 
was 100 percent trouble free. The 
first Lark was soundly engineered 





Used-Car Dealers Comment... 


Compacts the Culprits? 


By E. C. Bash 
Staff Correspondent 


CLEARWATER, Fla.—Are com- 
pacts responsible for putting the 
used-car business in a state of near 
crisis, as some news reports sug- 
gest? 

This question was asked six 


Long Contracts 
Can Hurt Sales, 
Dealers Warned 


NEW YORK.—A “safe and sane” 
policy on the extension of credit is 
an important foundation stone for 
the auto dealer who hopes to build 

a sound and per- 


CIT Credit Corp. 
Dealers 


tomers 





La; 

Alan G. Rude 
ties—or other sales gimmicks—in- 
stead of properly merchandising 
the car itself,” he said. 

Rude compared unsound terms to 
the injection of a stimulating drug 
that “brings about a temporary 
improvement in the patient’s con- 
dition, followed by a painful let- 
down later on.” 

“The lack of sufficient purchaser 
equity results in an _ increased 
number of respossessions — cars 
which, when resold, take otherwise 
good prospects out of the dealer's 
market,” he commented, 

“Even without repossessions, 
overly extended terms remove cus- 
tomers from a dealer's prospect list 
(for a repeat sale) for too long a 
time—possibly for good, if any cus- 
tomers decide later they were sold 
on the ‘gimmick’ rather than the 
car,” he added. 

In planning for “the sound 
growth of the business,” Rude ob- 
served, the finance terms recom- 
mended by the dealer “should be 
calculated to build customer loyalty 
and repeat sales. It just doesn’t 
make sense to substitute unsound 
terms for constructive salesman- 
ship that will protect the dealer’s 
profits and finance reserves, keep 
his customers satisfied and keep 
his cars sold.” 


Michelin Moves 


NEW YORK.—Michelin Tire 
Corp. has moved to its new office 
and warehouse at 26-15 Brooklyn- 
Queens Expressway West, Wood- 
side 77, N. Y. 


manently profit- 
able business, ac- 
cording to Alan 
G. Rude, presi- 
dent, Universal 


should 
resist the tempta- 
tion to offer cus- 
“exces- 
sively low down- 
payments and un- 
duly long maturi- 


The Man Behind the Wheel . . . 


Sales Testing ‘60 Studebaker Lark 





by experts, and their ideas were 

carried out by factory personnel 

long rated among the most highly 

skilled in the automotive world. 
The few bugs found in the ori- 

ginal Lark were easily ironed out 

for the '60 models. 

om 


Frills Are Few 


HERE are few frills in the Lark. 

It is a solid, reliable, sturdy and 

tough auto. While frills are absent, 
none of the worthwhile features are 
left out. For example, the owner 
may never see the piston rings, 
but the oil ring on each piston is 
an expensive stainless-steel type. 
The use of such a ring, which has 
an exceptionally long life, will be 
reflected in lower operating costs 
for years to come. 

The test drive took in some 
mountain roads and some wind- 
ing gravel roads, in addition to 
the regular turnpikes. The Lark 
will do 100 miles per hour on the 
turnpike with ease, and cruise 
all day long without showing 
fatigue at 75 to 80. 

For short turns, hairpins and the 



























Clearwater new and used-car deal- 
ers by the Clearwater Sun. 

Ben Banker, of Carlisle-Porter 
Motor Co, (Lincoln-Mercury-An- 
glia-Comet) agreed, according to 
the Sun. Used cars are not bringing 
the prices they normally would, 
Banker said, and profits are slim- 
mer than this time last year. 

Jim Hunt, of Largo Motors, 
used cars, stated his firm is sell- 
ing “more cars and making more 
money this year than last, Qual- 
ity used cars in ‘sharp’ condition 
are in as great demand as ever.” 

J, L. Hershfelt, president of 
Clear-Motors, Inc, (Lark-Mercedes) 
says he finds it necessary to whole- 
sale more used cars. Gross profits 
are down. 

“Volume of new-car sales is 20 
percent over last year, but gross in 
terms of dollars is only holding,” 
he said. 

John Bolton, one of the owners 
of Stone-Bolton Buick, says his firm 
has a shortage rather than an ex- 
cess of used cars, 

Dick Lake, of Beck Motor 
Sales, used cars, declared there 
is a good demand for old-model 
cars “for transportation pur- 
poses,” but that new-model used 
cars just aren’t selling. 

Used-car sales at Frank T. White, 
Inc. (Pontiac-Vauxhall) have been 
“very good,” stated Gordon T. 
White, president. He believes the 
economy is fast approaching the 
three-car family, which will help 
the used-car market. 

In another survey, Bradenton and 
Palmetto used-car dealers said 
business was “slow, but not slow 
enough to merit price slashes.” 
Dealers did indicate, however, that 
customers, who once bought used 
cars as second cars, are switching 
more to the compacts and imports 
because “mileage is better and 
maintenance costs cheaper.” 


Le Pa 


‘1,500 Miles Later— 


This is the Lark V-8 test car after 1,500 





like, you'll find it tops. For going 
down the other side of the moun- 
tain, the brakes are solid and fast. 

For everyday driving—the 60 
MPH bracket for most of us and 
the city traffic—the Lark takes care 
of itself. When it comes to park- 
ing, you know the answer. 


I found a lot of Lark dealers who 
are recommending V-8 engines and 
automatic transmissions, but not 
pushing power steering to save the 
buyer the extra cost. 

That is because the Lark’s man- 
ual steering is easy, accurate and 
light. It’s even easy to park with- 
out power steering. My main rec- 
ommendation for power steering is 
that when you meet a car coming 
over a hill in your lane and you 
have to hit the shoulder or hunt a 
hole, power steering will help you 
hold the car in line under rough 
road conditions. I am convinced 
that power steering is safer. 

+ + * 

HE test Lark had electric wind- 

shield wipers and a windshield 

washer. Overhead valves are not 
hydraulic and need adjustment at 
long intervals, but they are excep- 
tionally quiet with just about the 
right amount of click to let you 
know the engine’s running if you 
have the hood up. Inside you can’t 
hear any valve clatter. 

The Lark V-8 is a full 180 
horsepower engine, with a two- 
barrel carburetor and a little less 
than a 9-to-1 compression ratio. 
It gives top performance on reg- 
ular gas. 

The Lark body is a super-strong 
box section, antirust and corrosion 
treated, and is bolted securely to 
a frame. There is no high sill on 
the Lark’s floor to lift dirt over. 

A family-size trunk holds aver- 
age luggage requirements for six. 

Owners can save money when 
the 5.90 x 15-inch tires have to be 

replaced. The overhang, especially 
in the rear, has been trimmed so 
you can back out of the steepest 
driveway without scraping rear 
underbody sheet metal and bumper. 

The Lark is almost three feet 
shorter than standard cars, yet 
when you’re inside and driving 
along the highway, you still have 
balance and the feeling of adequate 
length. The Lark turns in a space 
almost five feet less than larger 
cars. 
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Lark Interior— 
The Lark is easy to enter and leave. 
Seat is high and comfortable. The test car 


to see. 








































the Ford international staff of Ford 
Motor Co., told the national confer- 


Assn, here. 


one, Gansmuller said. 

“If he wishes to buy a car 
‘made in Germany by Germans,’ 
nothing that Detroit can turn out 
will satisfy him,” he declared. 


ucts, the Ford official stated. 


sised. 
“The Ford Falcon 


* * * 


Front Seat Higher 


7S front seat is higher than 
those in most cars, just right 
for good posture and visibility and 
yet it gives plenty of headroom. 

While any compact must be 
trimmed in comparison with 
standard cars, there is a big dif- 
ference in where the trimming 
takes place. 

Somehow, Studebaker engineers 
have trimmed off the wasted ex- 
cesses in the places where you don’t 
miss them. 

The way to buy a Lark is to visit 
the dealer and let his salesman 
show you all the details. Kick the 
tires, punch the upholstering, lift 
the hood and look at the engine, 
pull on the spark-plug wires, and 
have them put it up on a lift where 
you can see underneath. Then 
drive it. 


Lots in a Name, 
Toronto Pair 


Learns Sadly 





eral’s office here. 
Kelso Blunden and Joseph Rob- 


banner, Kelso-Roberts Auto Sales, 


But Kelso Roberts is also the name 
of the provincial attorney-general. 


and letters asking him what gives: 
Are you now in the car business? 


to the midtown lot. 

Sure enough, there was the boss’s 
name in big red letters over the 
shiny clean cars. 

The A-G complained. Take down 
the sign, or else, said the A-G’s of- 
fice. Blunden and Roberts dragged 
their feet. 

“This is our name, The provincial 
government approved the use of 
the name. It’s in our charter,” 
Blunden explained to the press. 

The A-G then called the Metro 
Toronto licensing commission, 
which called the partners on the 
mat. Take the sign down, or else, 
said the commission, repeating the 
A-G's office admonition, 

The sign stayed, so the commis- 
sion cancelled the use-car lot’s li- 
cense. An appeal to the court failed. 

Said Mr. Justice W. F. Spence: 
“The display of the words Kelso 
Roberts was not in the public in- 
terest. This is the same as if two 
men, one James Cardinal and the 
other, Fred McGuigan, incorporated 
and called themselves the ‘Cardinal 
McGuigan crapshooting club.’” 

(Cardinal McGuigan is a Roman 
Catholic prelate here.) 


miles of rugged country driving by L. H. 
Houck, Automotive News travelling correspondent. Car was equipped with Studebaker- 
Packard's twin-traction rear axle. The. axle provides extra traction under slippery 
conditions. 


had sliding headrests and reclining back. 
Dials and gauges are grouped and easy 


MINNEAPOLIS. — American 
products, including automobiles, do 
not have to take a “back seat” for 
anything foreign manufacturers 
have to offer, Erich Gansmuller, of 


ence of the American Marketing 


If an American consumer wishes 
to buy a foreign item merely be- 
cause it is foreign, we can’t produce 


At the beginning of the foreign- 
ear inflow into this country, many 
experts contended that American 
manufacturers could not produce a 
car to compete with foreign prod- 


“We can—just as soon ag the 
sales volume is large enough to en- 
able our workers to achieve the 
higher productivity on which our 
wages depend,” Gansmuller empha- 


is a better 
product and cheaper than anything 
of its size currently produced by 
European companies, We can do 
this because even in the first year 
of production we shall reach a vol- 






TORONTO, — A used-car dealer 
has run afoul of the attorney-gen- 


erts went into business under the 


using part of each of their names. 


The A-G was getting phone calls 


The A-G sent his investigators out 


Gillen to Head 
Ford Steel Unit 


DEARBORN, — Stanley J. Gillen 
has been appointed general man- 
ager of Ford Motor Co.’s Steel Di- 
vision. 

Gillen, who re- 
places the late 
William J. Reilly, 
has been assist- 
ant general man- 
ager of the divi- 
sion since No- 
vember, 1956. 
Appointment of 
C, William Conn, 
formerly division 
production man- 
ager, as assistant 
general manager also was announc- 
ed. 

Gillen joined Ford in 1947 as a 
contract administrator in the de- 
fense products office. He was 
named controller of the Steel Divi- 
sion in 1948, and controller of the 
Tractor and Implement Division in 
1955 





S. J. Gillen 


American Cars Defended 
At Marketing Conference 


ume greater than the total yearly 
production of all but two or three 
of the largest producers outside of 
the United States, and a higher 
volume for a single model than all 
but one make of European car.” 

Gansmuller told the conference 
that critics are still saying that 
the compact cars are all very fine 
but they are still some $400 cost- 
lier than the small, imported 
economy cars, however. 

“American manufacturers would 
be hard pressed to produce a car 
as cheaply as Volkswagen or Re- 
nault are doing it, if our volume 
were to remain at the 50- or 60- 
thousand level, but if the American 
consumer shows that there is a 
sizable market for any product, big 
or small, with or without wheels, 
I am sure American industry can 
match anything foreign competition 
can produce,” he declared. 


Import Sales Top 
09 Penetration, 


Volume in Canada 


TORONTO. —Passenger cars 
from overseas continue to take 
larger bites from the Canadian auto 
market as the year progresses, 

In May, sales of British and Eu- 
ropean cars increased 10.5 percent 
over the same month a year ago, 
to total 14,380 units. This represents 
28.3 percent of the market, up from 
27.2 percent a year ago. 

For the first five months of the 
year, total overseas-made cars sales 
reached 54,652 units, up 16.7 per- 
cent from last year. And the total 
is 26.5 percent of the market for 
the five months, compared with 
23.5 percent in the period last year. 

Last month, the first break in 
the price structure of European 
cars reached the Canadian market 
when Volvo announced 5 to 6 per- 
cent reductions in ‘suggested retail 
prices of its cars. Volvo also has 
cut United States prices. 

In May, North American-type 
car sales rose 4.9 percent to 34,409 
units. In the January-May period, 
Canadian-built cars totalled 150,908 
units, down 0.5 percent from sales 
in the year-ago period. 

Truck sales slipped 3.5 percent in 
May, from 1959 figures, to 7,657. 








Veteran S-P Dealers Cited— 
W. Donald Carmack, Studebaker-Pack- 


ard Nashville district manager, presents 
a 25-year plaque to E. W. Donnelly, left, 
and E. C. Maxey, of Maxey & Donnelly 
Motor Co., Inc., Nashville. 
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Research and Development at Work 


fan_\ “i / owe, 
Acid clawed! Drenched in a witch’s brew! Seared for hours MIDLAND ROSS RR 
‘a7 CORPORATION \au/ 


in cauldrons of metal-devouring acids. Fantastic laboratory 
tests designed to engineer more safety into every Midland 
Brake System. 
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Sales Testing the Rover 3 Litre 


By Ed Brown 

Staff Correspondent 
Eprror’s Note: This is one of a 
series of articles designed to ex- 

plore the selling features of im- 
ported cars. 

* + * 

EW YORK.—The chic, sophisti- 

cated, crowd-stopping look of 
the Rover 3 Litre four-door sedan 
presents the dealer and his sales- 
men with a package in the luxury 
class designed to appeal not only 
to the quality conscious, but to the 
value wise. 

This English-built automobile, 
selling for $4,775 is a styling blend 
of classic and contemporary, which 
is bound to appeal to the buyer 
looking for a tastefully crafted, un- 
usual automobile. 

Stepping up to the wide swing- 
ing driver’s door, the customer is 
bound to note immediately the 
handcrafted look of the exterior; 
the attention to all minor details 
both inside and out; the tasteful 
use of chrome only where it is nec- 
essary for accent purposes or as 
mold trim, around windows, etc. 

The perfect fit of all joints and 
body panel pieces, the handbuilt 
look, is another immediately no- 
ticeable feature of this car. 

Once the door has caught in the 
open position, the customer imme- 
diately knows what luxurious in- 
teriors really are, Fully leather 
lined, from seats to doors, the 
leather is used above the walnut 
panel accent strips on all doors. 
This design was aimed at eliminat- 
ing rain drip warp and peel notic- 
ed on walnut trim interiors as they 
age. 

Rover has designed to defeat that 
problem, All leather and walnut 
joints are artfully trimmed in con- 
servatively designed chrome strips 
which add the correct filip to the 
finish. 


* * * 


Leather Armrests 


os seat armrests, again done 
in leather, are adjustable to five 
different heights. Floors are cov- 
ered in deep pile rugs which com- 
plement the formal interior look. 

Each front door is fitted with a 
huge map and small parcel com- 
partment, finished in leather, 
chrome and a soft fibrous material, 
which complements all the other 
interior fittings. These expandable 
parcel pockets soon become a nec- 
essity for maps, gloves and other 
minor paraphernalia. 

Doors open easily with a thumb 
push latch, swing wide and make 

entrance and exit a breeze, for 
even amply proportioned people. 
The steering wheel is correctly 
angled, allowing ample room un- 
derneath for sliding in and out, 
without the usual hip cracking. 

Headlining is a plastic composi- 
tion, which cleans easily, and yet 
gives the impression of being a 
fine piece of cloth. Floor is flush 
with the frame, which facilitates 
interior rug cleaning. 

Attention to detail is evident 
everywhere, such ag the carefully 
placed strip of aluminum under the 
doors, which holds the rug in place. 

For hot weather travelling, this 
is one of the best vented automo- 
biles we have driven in a long 
time, The passenger compartment 
is apparently well insulated from 
engine area, since almost no heat 
escapes through the fire wall. In 
addition, vents are strategically 
placed at foot and face level. Open- 
ings are adjustable to regulate air 
stream into the vehicle. 

Two look-through sun visors are 
provided, which swivel for use in 
front or at the side. The passenger 
visor is equipped with a small van- 
ity mirror. 

x x * 


Better Visibility 


4 bens Rover 3 Litre is higher than 
the ordinary car, so that sitting 
in the passenger seat, the driver is 
blessed with a clear view of the 
road ahead. All instruments and 
switches are grouped directly in 
front of the driver in a compact 
airplane type instrument panel 
which projects from the facia 
panel, bringing them into clear 
view of the driver’s eyes. 

The panel, though uncluttered, 
leaves nothing to be desired: 
Speedometer, oil pressure warning 








fresh air directed toward passen- 
gers’ feet. The cold start handle is 
located near the driver, under this 
shelf, on his right. It is adjust- 
able to an infinite number of posi- 
tions, depending upon the richness 
of mixture required to start. 

Next to the cold start knob is 
the ash tray, which is easily remov- 
ed for cleaning, and which slides 


neatly out of sight when not in use. 
* * * 


Full Set of Tools 


SECOND gear lock is provided 

next to the ash tray, with a 
cigar lighter next in line, and a full 
foam rubber lined tray of tools, 
which slides out easily from under 
the shelf, providing owner with a 
variety of tools for almost any ad- 
justment or repair he, or the serv- 
ice station wants to perform—from 
touching up paint to adjusting 
valve tappets. 

The hood lock release is on the 
far right, while the hand brake is 
located to the driver's left. 

Accelerator and brake pedals 
are very large, providing ample 
area for sure footed contact with 
these vital accessories, They are 
also generously spaced, which is 

a safety measure to be drawn to 
any prospect’s attention, 

The dip switch is pedal construct- 
ed, which means that searching for 
a small round knob is illiminated. 

Gear change quadrant and lever 
are located on the right side of the 
steering post, while the directional 
signal lever and headlight switch 
are located to the left on the steer- 
ing post. - 

Headlights in this car are thrown 
on when the headlight lever is 
pushed down. Until this is done, the 
light switch merely illuminates the 
parking and running lights. With 
the headlight switch activated, run- 
ning lights extinguish themselves 
automatically. 

Seats are deep foam rubber, 
leather covered and extremely com- 
fortable. The front seat is adjust- 
able for both distance and height 
or rake, The seat moves with great 
ease, once the centrally located 
handle is released. 

cs 7 ca 


Comfortable Ride 
LONG rides, seats remain 
comfortable, while the position 
of the driver, which is usually the 
acid test of any vehicle’s comfort, 
is conducive to comfortable relax- 
ed driving. 

Windows roll with ease, both 
front and rear, while doors can all 
be locked from inside by reversing 
direction of door handle travel, A 
safety catch arrangement is fixed 
to the rear doors, which definitely 
Should be demonstrated to all fam- 
ilies with small children. It is vir- 
tually escape proof. 

Each window is provided with its 
individual rain shield, which is 
fitted to the top of each door, out- 
side. This means it is possible to 
leave windows open during a rain 
storm and suffer a minimum of 
aggravating rain drip, while still 
enjoying adequate ventilation, with 
little likelihood of misting windows. 

These shields are made of plas- 
tic. There is an objection. They 
+ * + 


light, ignition warning light, cold 
start warning light, direction indi- 
cator warning light, main beam 
warning light, water temperature, 
fuel and gas gauge, trip meter, 
ammeter, panel light switch on a 
rheostat arrangement for dimming, 
oil level switch, which activates the 
gas level indicator to indicate oil 
level, main light switch, fuel re- 
serve switch, ignition and starter 
switch, and windshield wiper 
switch. 

In the middle of the foam rub- | 
ber covered facia panel is a clock, 
under which is the radio. On ei- 
ther side of the radio are the 
heater and defroster controls, 
which operate vertically. 

In front of the passenger seat is 
a generously sized lockable glove 
compartment. 

Running the full width of the in- 
terior, under the dash arrangement, 
is a small parcel shelf, which, too, 
is foam rubber covered to eliminate 
injury in case of an impact col- 
lision, 

Under this shelf, on either side 
of the car, is a vent control for 


Car Tested: 
ROVER 3 LITRE 


Price: $4,775. 

Engine: Bore, 3.063 inches; 
stroke, 4.134 inches; cylinders, 
six; cylinder capacity, 182.7 
cubic inches; compression ratio, 
8.75:1; brake horsepower, 115 at 
4,500 revolutions per minute. 

Maximum torque: 164 pound 
feet at 1,500 RPM. 

Transmission: Borg-Warner. 

Gear ratios: High, 1.0-1; inter- 
mediate, 1.435-1; Low, 2.308-1; 
reverse, 2.009-1, 

Carburetor: SU HD 8, Single 
horizontal, dustproof. 

Suspension: Front: Independ- 
ent laminated torsion bars, Hy- 
draulic telescopic shock absor- 
bers and anti-roll bar fitted. 
Rear: Long, semi-elliptic springs 
of progressive rate. Hydraulic 
telescopic shock absorbers. 

Brakes: Servo assisted hy- 
draulic brakes all around with 
discs at the-front, and leading 
and trailing shoe drum brakes 
at the rear. 

Tires: 6.70x15, tubeless, white- 
walls. 

Chassis: United construction. 

Wheelbase: 110% inches, 

Front track: 55 inches, 

Rear track: 56 inches. 

Overall length: 186% inches. 

Overall width: 70 inches. 

Overall height: 60% inches, 

Ground clearance: 7% inches. 

Accessories: Leather interior, 
sunvisors with vanity mirror, 
adjustable armrests, center arm- 
rests front and rear, front seat 
adjustable for height and rake, 
heavy pile floor carpets, walnut 
trim, front and rear courtesy 
lights, front and rear ashtrays, 
tool tray, glove compartment, 
electric clock, cigaret lighter, 
full-width parcel shelf, radio, 
safety catches on rear door, 
electric windshield wiper. 












































































New Entry frem Rover— 
The Rover 3 Litre is a new challenger in the highest-priced fleld. It offers a 115- 
hersepower six-cylinder engine. Price is $4,775. 








Rover Front End— 
Front end of new Rover 3 Litre has ad- 


vanced type welded steel chassis unit 
which carries engine, transmission, front 
suspension and steering components rigid- 
ly bolted to the body through six rubber 
insulating mountings. 


are not clear or distortion-proof, 

because of their shape, and vision 

from inside the car is often 
blurred at the top of your vision 
area, when looking to either side. 

In addition, at those times when 
the driver or passengers find it nec- 
essary to stick a head out the win- 
dow, a nasty crack can result if 
care is not taken. 

Otherwise, the wraparound wind- 
shield and rear window make vi- 
sion in all directions good, with no 
actual blind spots. Supporting pil- 
lars are designed to provide maxi- 
mum vision area. 

The rear view mirror is fixed to 
the heading, and takes a little time 
to accustom to, It reduces every- 
thing to the rear in size, and thus 
judgment of distances must be re- 
calculated. It is disconcerting at 
first, but becomes a matter of habit 
within minutes after driving. 

* 
Cramped in Rear 
7 roof line in the rear comes 

a little low on the rear window, 

restricting rear vision to some de- 
gree. An alert customer will notice 
this and probably mention it. 
Change the subject. 

A pulldown bolster is provided 
both front and rear, giving added 
riding comfort to all Rover pas- 
sengers. 

Four courtesy lights have been 
provided, two front and two rear, 
each individually adjustable, should 
that be desirable. The two front 
lights operate individually, as the 
door over which they are placed is 
opened. They also can be hand- 
operated. 

The two rear lights both auto- 
matically light when either rear 
door is opened, and are individually 
adjustable by switches located on 
center door pillars. 

A hand strap has been provid- 
ed on either side of the rear 
doors as a passenger assistance. 
The chrome molding which at- 
taches this strap to the car is de- 
signed to act as a clothes hanger 
hook, as well. 

Entry to the rear of this car is 
equally as easy as it is to the 
front, and every bit as comfort- 

able. Even with the front seat in 
its fully extended position, the tall- 
est person will not have knee trou- 
ble sitting in the back seat of the 
Rover. This is probably one of the 
strongest sales points of this auto- 
mobile, and should certainly be 
given great stress by all salesmen. 

The rear seat of this car is one 
of the most comfortable it has been 
our pleasure to ride in. It is the 
more surprising since first impres- 
sions are so deceiving. The outward 
appearance of the vehicle gives the 
strong impressions that the rear 
seat would be an uncomfortable ad- 
venture. Just the opposite is the 
truth. It is specious, uncramped 
and very comfortable, 

K of * 


No Water Drip 
S AN indication of the care 
taken in design and building 


[this car, you might point to the 


heavy rubber moulding strip which 
closes off the space between the 
interior door panel and exterior 
door panel when the window is 
open. In the event of rain, there is 
no water drip between panels, caus- 
ing interior rust or corrosion. 

With the Borg-Warner transmis- 
sion, we enjoyed 20.4 miles to the 
gallon during the 1,200 miles we 
drove the vehicle. This included all 
kinds of travel, from heavy stop- 
and-go parkway messes, to city and 
country open expressway travel. 

Driving the Rover, while not ex- 
hilarating, is delightful. The intake 
over exhaust valve system (F-head) 





of this six-cylinder engine gives| 
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very satisfactory results in driv- 
ing. Performance in elapsed time at 
low speeds is not brilliant, but it 
will do nicely for most buyers. 

The valve arrangement permits 
very large valves with plenty of 
room for water cooling passages. 
In the Rover, valve sizes and 
timing sequence have been de- 
signed primarily to give very 
g00d low speed torque. Maximum 
efficiency is reached at only 1,500 
revolutions per minute, which 
means to the owner-driver that . 
in his normal driving range of 
about 30 miles per hour he re- 
ceives his best performance fac- 
tors. 

The riding characteristics derive 
in great measure from the Salter- 
type laminated torsion bar in front, 
and the conventional variable rate 
semi-elliptic springs in the rear, 
with an unusual application of rub- 
ber at each end which improves 
shock insulation, Everything in the 
car that moves, shakes or vibrates 
is rubber insulated. 

The brakes are sure, quick and 
easily activated. A feeling of great 
security follows initial testing of 
the brakes. 

Your most convincing sales argu- 
ments will be made and won in the 
automobile itself, on the road. 

Ease of handling, the sure for- 
ward surges of the engine and 
transmission, plus riding qualities 
will all be in favor of the salesman 
who demonstrates. 

+ * 7 


Power-Steering Needed 

NE problem the salesman is 

certain to run into, particularly 
if women test drive the car, is its 
heavy steer. When moving, this is 
not quite so noticeable, but in the 
instance of coming to a dead stop, 
as in a parking situation, the steer- 
ing wheel requires a good deal of 
tug. : 

The saleability of the vehicle 
would be immeasureably enhanced 
by addition of a power steering 
unit. 

With the exception of the hard 
steer, the customer is bound to be 
enthused about the parking char- 
acteristics of the car. It will sneak 
into restricted parking spaces with 
ease. 

Sharp cornering produces a 
substantial amount of tire howl 
or screech, and the car has a 
tendency to pull a little wide on a 
right angle corner. 

Take a prospect onto a clover- 
leaf turn, behind almost any other 
car. Watch the car in front of you 
take the sharp cloverleaf with a 
good deal of sideward bend. Have 
your prospect note that even at an 
accelerated speed he remains up- 
right in his seat, never bending to 
compensate for car lean. 

The automatic transmission 
works smoothly enough, with only 
a slight lurch noticeable as it moves 
upward. Under a light throttle ac- 
tion, upward changes came at ap- 
proximately eight and 19 miles per 
hour. With the downward, it 
changes at approximately 17 and 
four MPH. A heavy throttle means 
delaying upward gear changes as 
high as 37 and 57 MPH, depending 
upon driver need. 

At speeds below 45 MPH, the 
kickdown principle can be applied 
for extra speed. Flooring the accel- 
erator, drops the transmission into 
second, or intermediate, where it 
will remain until you reach ap- 
proximately 60 MPH. It is a safety 
measure to be explained to cus- 
tomers. 

* + af 

Qacoke gear hold provides for 

special driving conditions where 
constant changes between _ inter- 
mediate and direct drive would be 
disadvantageous, such as climbing 
mountains or in heavy traffic mov- 
ing at low speed. 

It is the independent control 
mentioned earlier, operated by pull- 
ing to its full extent and turning 
to a vertical position. It operates 
at road speeds up to 60 MPH, when 
it automatically changes upward, 

The vehicle has a tendency to 
creap when idling at a light. 
However, light pressure on the 
brake controls this tendency. 

There is definitely a place in to- 
day’s market for the masculinely- 
designed Rover 3 Litre. The market 
is not likely to be a volume one, 
but it will appeal to those people 
in this country who are always 
looking for something unique, yet 
comfortable enough and familiar 
enough not to appear bizare. 

The Rover 3 Litre is such a car. 
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But First-Half Profits Are Down... 





Truck Sales Stay High | '¥ 


RUCK sales for the first six 

months of this year have been 
ahead or equal to the comparable 
period last year, according to most 
truck dealers queried recently. 
Profits are down, however. 

Many dealers who reported 
fewer sales said that if they had 
been able to get good salesmen, 
they probably would have placed 
more commercial jobs in service. 

Most of these dealers felt that 
business in the last six months of 
the year should be fair to good, 
with the larger number anticipat- 
ing good business. However, quite 
a few said the slowdown in the last 
30 days will have to be reversed if 
the last half is to equal the first 
six months. 

Some dealers also felt that es- 
pecially in half-ton units some first- 
half profits may be dissipated in 
the fall cleanup unless the market 
continues fairly strong. 

More dealers reported they were 
behind last year in the sale of the 
light trucks, but registration fig- 
ures up to June 1 do not seem to 
bear this out. Registrations for the 
first five months were ahead of 
last year by 22,748 units, while sales 
of vehicles 10,000 GVW and under 


Production Rises 
To 9-Year High 
In First Half 


By Martin L. Whitmyer 
Staff Writer 
feria Can output in 
the United States rose to its 
highest level in nine years in the 
first six months of this year. 

First-half output totalled 724,- 
229 units—a 10.3 percent increase 
over the 656,793 trucks turned out 
during the similar period a year 
ago. It was the highest first-half 
commercial-car output since 1951, 
when the total was 787,790. 

Six makers increased their per- 
cent-of-industry shares over the 
first six months of last year. Willys 
was up 1.51 percentage points; 
GMC, 1.14; Ford, 0.44; Chevrolet, 
0.29; Studebaker, 0.11, and Divco, 
0.02 


Off from a year were Interna- 
tional, down 1.96 points; Dodge, 
0.81; Diamond T, 0.31; Mack, 0.23, 
and White, 0.20. 

The miscellaneous group, com- 
posed of Corbitt, Marmon-Herring- 
ton, Federal, FWD, etc., remained 
even with a year ago, accounting 
for 0.32 percent of total industry 
output on 2,346 assemblies this 
year, compared with a like percent- 
age on 2,171 assemblies last year. 

a * * 


GSOWwING the biggest gain in 


numerical output was Willys, 
(Continued on Page 28, Col, 1) 


showed a comparable increase. A| percent said sales were off and 13.4 
total of 405,918 units were registered | percent said business was about the 
in the first five months, while 383,-| same. 


170 were sold during the like pe- 
riod of 1959. 


* * * 


Almost Half Note Rise 


Gases more than 46 percent 
of the dealers reported their 


Over half (59 percent), how- 
ever, said profits were down. 
Thirty-eight percent said profits 
were better and 3 percent said 
their net was about the same as 
a@ year ago. 

One Midwest dealer, commenting 


six-month sales were ahead of the|on profits, said his truck business 


comparable 1959 period, while 40.6 


(Continued on Page 36, Col. 1) 





TBEA Hosts German Trucking Officials— 


Under the sponsorship of and at the invitation of the International Cooperation 
Administration, the Truck Body and Equipment Assn. was host to a team of officials 
representing the trucking industry in West Berlin and West Germany. The meeting 
was held in Washington and included discussion of equipment designs, methods of 
distribution of truck equipment, and trends in the trucking industry. Attending the 
meeting were, from left, Margo Lautenschlager, interpretor; Emil Hertling, coowner 
and manager, Gebrueder Hertling oHG, Berlin-Charlottenburg; Harry McGee, TBEA 
associate executive manager; Arthur H. Nevesse, TBEA executive manager; Guenter 
Hueber, manager, Berlin Office Federal Institute for Long Distance Goods Transport; 
Arthur Pukall, chief, Section Federal Ministry for Transport Bonn-Rhine; Gerhard Weiss, 
owner, Gerhard Weiss, Avutotransporte, Berlin-Wilmersdorf; Ina Adams, TTMA secre- 
tary; John B. Hulse, TTMA managing director; Fearson S. Meeks, TBEA secretary-treas- 
urer; Heiner Nienhuysen, owner, Heiner Nienhuysen, Berlin-Grunewald; Adolf Klein, 
owner, Klein & Horlitz Transit-Transporte, Dr. Klein & Dr. Horlitz, Berlin-Wannsee; 
Ernst Erb, manager, Long Distance Truckers’ Assn. and Long Distance Transport Co- 
operative, Berlin; Joachim Rieck, coowner and manager, Ulrich Rieck & Sohne, Berlin 
NW 40, and Ingeborg Wichmann, interpreter. 





Top Trucks 


New-truck registrations for five 
months, plus 11 states for June: 


1960 1959 
Pos. Make Pos. 
1—141,782 Chev. 141,063— 1 
2—125,843 Ford 115,363— 2 
3— 49,638 Internat. 41,153— 3 
4— 34,413 GMC 30,036— 4 
5— 19,061 Dodge 23,391— 5 
6— 12,308 Willys 10,876— 6 
7— 6,803 White 6,486— 7 
8— 5,124 Mack 6,039— 8 
9— 1,850 Stude, 2,701— 9 
10— 1,236 DiamondT 1,089—10 
li— 513 Brockway 454—11 
19,843 Misc, 17,399 
Total All Makes 
418,414 396,050 


Further details on Page 48. 





How Makers Fared in First Half... 


Truck Output—'60 vs. '59 


First Half 
Output, 
960 


INTERNATIONAL 
MACK 


Total Trucks, U. S.......724,229 


Pet. of 
Total 
Output 


First Half 
Output, 
1968 
215,029 

3,398 
1,692 
43,274 
179,176 
47,685 
77,144 
8,701 
7,140 
10,171 
61,212 
2,171 


656,793 


Pet. of 
Total 


Output 
33.03 
0.21 
0.28 
5.78 
27.72 
8.40 
9.79 
1.09 
1.20 
1.35 
10.83 
0.32 


11.75 
1,32 
1.09 
1.55 
9.32 
0.32 


100.00 100.00 


*—-Miscelianeous includes Corbitt, Marmon-Herrington, Federal, FWD, etc. 














by Jack Weed 


A§ I went through the replies 
sent in by truck dealers on our 
latest “state of the industry” sur- 
vey, I was quite surprised to see 
that a number of dealers were hav- 
ing trouble financing heavy-duty 
units. 

In contacts with finance people, 
they stoutly maintain that a dealer 
should have no more trouble in 
getting a heavy-duty truck financed 
than he would a pickup if his deal 
was being made on the proper 
basis. 

While time-payment people rec- 
ognize that their managers in 
many areas are not well acquaint- 
ed with how to handle truck 
paper, they say this should re- 
sult in only a short delay until 
the deal is referred to an office 
that does know what it is all 
about. Providing, of course, that 
the deal is well founded and all 
of the information that a finance 
company would need accompanies 
the application. 

I can readily understand that 
dealers might have difficulty in sell- 
ing heavy-duty truck paper to a 
local bank, unless the buyer and 
his business history are well known 
by that particular banker. I can 
easily understand, and so can the 
dealer, I believe, why a local banker 
who doesn’t know too much about 
the truck business might hesitate 
about lending much money on one 
truck deal as he would on 10 or 
more car deals. 

+ * + 


Dealers at Fault? 
LL that banker could visualize 
would be what could his bank 
do with a piece of equipment such 


uekin’ 








as a gravel haul combination, if the 
buyer failed to make his payments. 
He doesn’t know the market and 
would have no idea of where such 
a used piece of equipment could 
be peddled. 

At the same time, the heads of 
finance houses who deal daily in 
fleet truck sales have no fear of 
that type of paper, even when it 
actually represents a sales-finance 
lease deal instead of an outright 
purchase. 

As heads of such companies 
have often told me, loss on new- 
truck business paper is less than 
one-half of one percent and losses 
on used-truck paper is under one 
percent. That kind of a finance 


history would be pleasing to 
(Continued on Page 31, Col, 1) 


May Sales Break 
12-Year Record 


By Kenneth C, Kelley Jr. 
Staff Writer 
7 truck industry this year had 
its best May in 12 years as reg- 
istrations totalled 93,460, according 
to figures from R. L. Polk & Co. 

The total tops the 86,724 sales in 
May of last year by 7.77 percent 
and is.the highest for any May 
since 100,614 trucks were sold in 
May of 1948. This year’s May total, 
however, is 1.63 percent below the 
95,009 sales in April. 

All producers, with the exceptions 
of Dodge and Mack, shared in the 
sales gain between May of last year 
and the like month of this year. 
The registration totals for each 

(Continued on Page 35, Col, 1) 





Equipment Men Hold Key Jobs 


NE of the functions of the 
larger truck makers of great 
importance to dealers but an activ- 
ity that is not too well recognized 
by many is the special-equipment 
department that coordinates the ac- 
tivities of approximately 2,000 body 
and truck equipment suppliers and 
channels information about their 
products to the field. 

Developed originally in the 
early days of the truck business 
as a promotion division of the 
sales department, this activity 
has grown with the expansion of 
the truck business until today 
this department functions as a 
research department, an impor- 
tant arm of engineering and as 
a guide to the hundreds of small- 
er makers of products to be 
used on or in connection with 
trucks. The department also con- 
tinues its original role as a sales 
promotion and product informa- 
tion center. 

In fact, in many factory opera- 
tions, the special-equipment divi- 
sion is becoming more closely iden- 
tified with sales engineering than 
with its original sales promotional 
function. 

In this transition, the special- 
equipment division has become an 
indispensable source of research 
and design information for the en- 
gineering departments. 

+ - * 
HE special-equipment division is 
the focal point of contact be- 
tween the makers of bodies and 
equipment, the factory engineering 
department and the dealers. 
In the early days, its prime duty 


was to find out who were the man- 
ufacturers of bodies and allied 
equipment, how these products 
were used and how the manufac- 
turers of these products sold them 
to the ultimate user. 

In today’s highly complicated 
truck industry, one of its major 
functions is to make certain that 
any design changes that are made 
in new trucks is passed on to the 
makers of bodies and equipment 
as early as possible so that these 
suppliers will know before the 
new models hit the dealers’ show- 
rooms if they are going to have 
any mounting or application 
problems so these can be ironed 
out before the user finds he has 
bought a piece of equipment that 
cannot be applied to the truck 
he wishes to use. 

This function extends: even to 
products that are seldom, if ever, 
sold through the truck dealer like 
snow plows and equipment of this 
nature. 

Snow plows are usually bought 
by city, county and state govern- 
ments direct from the maker or 
the distributor. Thus it could be 
possible that, unless the truck fac- 
tories informed the plow makers of 
design changes, the buyers could 
find that the plows they have pur- 
chased cannot be properly mounted 
on the truck chassis they intend to 
use. This actually came near hap- 


TRUCK NEW PRODUCTS 


Page 50 





pening with one truck maker with- 
in the last year. 
* x * 


ODY builders must be kept ad- 

vised on chassis dimensions and 
the location of any part of the 
chassis that might interfere with 
the proper mounting of the body. 

Makers of power-driven equip- 
ment must know what provisions 
are made for power takeoff. 

Thus it becomes more and 
more the function of the equip- 
ment departments of the truck 
factories to locate the various 
suppliers and to keep them in- 
formed on the details of their 
truck design that the supplier 
should know. 

While the factories work closely 
with a large number of such sup- 
pliers, it is surprising, claim the 
men in charge of these special- 
equipment departments, how few of 
the over 2,000 suppliers ever con- 
tact the truck factories for this 
information until they run into 
trouble in the field. 


* * * 


i THE early days of the truck 
business, the special-equipment 
department was looked upon as 
more vital to the growth of the in- 
dustry than it is today. Perhaps 
this is because, as the use of trucks 
grew, a much wider range of prod- 
ucts and applications were offered 
to convert trucks to specialized 
hauling and power uses. 
However, back in the days 
when the transition from horses 
to power vehicles was taking 
place on the farms of the nation, 
(Continued on Page 30, Col, 1) 








BREAKTHROUGHS 
MAKE 
THE BIG 

DIFFERENCE 

IN TRUCKS 

.AND TRUCK SELLING! 










Not only do GMC Dealers get today’s 
biggest truck advances to sell . . . they 
enjoy cost-saving breakthroughs in 
service, too! 50% of all parts of GMC 
V-6 engines are interchangeable and 
they use 25% fewer parts than most 
V-8’s . . . a big reduction in parts 
inventory! What’s more, engine 
accessibility is simplified for faster, 
easier servicing: spark plugs are on top, not 
under a hot manifold; valve adjustment is far 
simpler; dependable, 2-barrel carburetion 

is used. If you are not a GMC Dealer and 
would like to be, a limited number of 
profitable GMC franchises are available to 
qualified businessmen. For complete 
information, write to General Sales Manager, 
GMC Truck & Coach Division, 

General Motors Corporation, Pontiac, Mich. 


BREAKTHROUGHS GIVE GMC DEALERS 
A BIG SELLING EDGE! 


EXCLUSIVE! V-6 engine available only in a GMC! 


EXCLUSIVE! New rigid frames up to 400 Ibs. lighter, 
35% stronger! 


EXCLUSIVE! New long-life cabs . . . complete choice of 
BBC dimensions! j 


New, smart, low-slung EXCLUSIVE! New tilt-cabs that haul up to 1-ton extra 





PLUS! New independent front 
suspension with torsion bars. 


Dealers are backed by power- 
ful advertising and promotion 
support! 


From %-ton to 60-ton... 


Rugged new stakes General Motors leads the way! 


with V-6 engine, independent front suspension. Up to 16,000 Ibs. GVW. 
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Willys in 3rd Place for First Half .. . 
Truck Output Soars to 9-Year High 


(Continued from Page 26) 
which climbed 28.1 percent from 
61,212. assemblies in the first six 
months of 1959 to 78,434 trucks and 
Jeeps this year. 

The boost moved Willys into 
place behind Chevrolet and 
as the biggest truck pro- 

in the U. S. Its output in 
first half was good for 10.83 
mt of total industry assem- 
compared with 9.32 percent 
gained on the 61,212 units turned 
out last year. 

International, which had been 
running in third place as late as 
the first quarter of this year, fell 
a ae Willys at the end of the first 

IH, the biggest loser on a per- 
cent-of-industry basis, with a 1.96- 
point decline from 1959, picked up 
9.79 percent of total industry output 
on 70,869 assemblies during the first 
half of this year. A year ago, IH 
took 11.75 percent on 77,144 assem- 
blies. Its decline in numerical out- 


i 


A 


Fi 


put was 8.1 percent. 
* * * 


a biggest percentage-point 
gainer over a year ago was 
GMC, which scored 8.40 percent of 
total industry output on 60,850 as- 
semblies this year, compared with 
7.26 percent on 47,685 trucks turned 
out during the first six months of 
1959. Its numerical output increased 
27.6 percent over last year. 

Ford truck production for the 
first six months set a postwar 
high of 200,784 units, topping the 
previous January-June record of 


Cummins Distributorship 


Changes Hands in Rockies 


DENVER.—New owners of the 
Cummins diesel distributorship in 
Denver and Casper, Wyo. are 
Robert E. Jones and William M. 
Thompson, 

The firm name has been changed 
to Cummins Colorado, Inc., from 
Cummins Diesel Sales Corp. 





195,045 trucks turned out in 1955. 

The 27.72 percent of total indus- 
try assemblies Ford accounted for 
on its truck production in the first 
half also gave it a 0.44-percentage- 
point boost from the first six 
months of last year, when it cap- 
tured 27.28 percent of total indus- 
try production on 179,176 assem- 
blies. Its boost in numerical output 
Over a year ago was 12.1 percent. 

A late starter this year due to the 
steel strike that curbed supplies, 
Studebaker upped its output 21.2 
percent over the first half of last 
year with 8,651 assemblies this 
year, compared with 7,140 trucks 
turned out a year ago. This year’s 
output was good for 1.20 percent 
of total industry output, compared 
with 1.09 percent last year. 

* * ok 


Cerner again led in total 
assemblies, but was fourth in 
percent-of-industry gains over a 
year ago. 

The General Motors division 





How Makers Fared in First Half... 


Canadian Truck Output—'60 vs. '59 


First Half 
Output, 
1960 





Total Trucks, Canada.... 45,513 


First Half Pet. of Gain 


Output, 
1959 


4,167 
2,164 
2,003 
10,221 
6,987 
3,088 
146 
20,413 
11,861 
8,552 


Pet. of 
Total 
Output 

8.20 
4.43 
3.77 
25.78 
17.85 
7.69 
0.24 
51.50 
30.34 
21.16 


—1.55 
— 0.63 
— 0.92 
+1.88 
+151 
+047 
—0.10 
+3.74 
+2.59 
+1.15 


14.52 7,948 —4.07 


100.00 42,749 


Source: Canadian Automobile Chamber of Commerce. 


turned out 239,198 trucks for 33.03 
percent of total industry output, 
compared with 32.74 percent gain- 
ed on 215,029 assemblies during 
the first six months of 1959. Its 
numerical output increase over a 





FIRESTONE’S DRIVE-WHEEL TIRE GIVES 
TWICE THE CONVENTIONAL MILEAGE! 


Double the original tread mileage you ordinarily expect! Then get 25 percent 
more mileage after regrooving! Get top performance with today’s high- 
torque power plants! These are some of the convincing reasons why cost- 
conscious fleet owners are turning to Firestone’s Super Mileage Transport 
Cross Bar tire. Here’s the drive-wheel tire with an 81% deeper tread .. . 
the tire built with Firestone Rubber-X, longest-wearing rubber ever used 

in Firestone truck tires. . . the tire with exclusive Firestone Shock-Fortified 
nylon cord for your protection against heat blowouts, flex-breaks and im- 
pact damage. Here’s the only truck tire that’s torque-toughened to give you 
double mileage on drive wheels! Get it now, tubed or tubeless, at your nearby 


Firestone Dealer or Store. 


ALWAYS SPECIFY FIRESTONE TIRES ON NEW TRUCKS 


Fireston 


MEMBER OF THE 





Super Mileage Transport® 
Cross Bar 


BETTER RUBBER FROM START TO FINISH 


Copyright 1960, The Firestone Tire & Rubber Company 


ATA FOUNDATION 





year ago was 11.2 percent. 

Chevrolet set an alltime high for 
first-quarter truck output during 
the January-March period of this 
year, but its commercial-car output 
total for the first half was well 
below its alltime six-month output 
mark established in 1950, when 
251,205 trucks were built. 

The other maker showing a per- 
cent-of-industry gain over a year 
ago was Divco, which upped its 
penetration from 0.26 percent on 
1,692 assemblies during the first 
half of last year to 0.28 percent on 
2,011 trucks built in the January- 
June period of this year. Its numer- 
ical output boost was 18.6 percent. 

* cd * 

ECOND to International in the 

loss column on a_ percent-of- 

industry basis was Dodge, which 

declined 0.81 points from a year 
ago. 

Dodge, with a 3.2 percent de- 
cline in numerical output, cap- 
tured 5.78 percent of total indus- 

try output on 41,871 assemblies, 
compared with 6.59 percent gain- 
ed on 43,274 assemblies during the 
similar period of a year ago. 

Showing the biggest numerical 
loss and also a 0.31-point loss in 
percent-of-industry penetration 
was Diamond T, which dropped 
from 0.52 percent on 3,398 assem- 
blies last year to 0.21 percent on 
1,541 trucks turned out during the 
first half of this year. Its decline in 
numerical output was 54.6 percent. 

Mack declined 9.1 percent in 
numerical output and lost 0.23 
points in percent-of-industry pene- 
tration as it picked up 1.09 percent 
of total industry output on 7,907 
assemblies, compared with 1.32 per- 
cent gained on 8,701 assemblies dur- 
ing the similar period of a year 
ago. 

White dropped 0.20 percentage 
points and 4 percent in numerical 
output as it turned out 9,767 trucks 
for 1.35 percent of total industry 
output, compared with 1.55 percent 
gained on 10,171 trucks built 
through the first six months of last 
year. 


Aluminum Body 
Locks Together 
Without Rivets 


GREEN BAY, Wis.—A manufac- 
turer here has built an entire truck 
body out of unique aluminum pan- 
els which snap-lock into each other 
so tightly it is unnecessary to weld 
or rivet the joints. 

“We are using a new concept of 
aluminum extrusions that cuts fab- 
rication time 20 percent and also 
gives us a superior truck body from 
many standpoints,” said Donald 
Fleming, president, Olson Trailer & 
Body Builder Co, 

The extruded truck body weighs 
4,700 pounds—800 pounds less than 
a steel body of the same size, he 
said. Elimination of welding and 
riveting, except around doors and 
to connect the sides together, 
makes it possible to use side panels 
as attractive display boards, said 
Fleming. 

The truck is a refrigerated unit 
for transporting ice cream from 
plant to stores. The body is 23 feet 
6 inches long, 93 inches wide and 
77 inches high. 

Aluminum extrusions used were 
designed by Reynolds Metals Co.’s 
Product Development Division in 
Richmond, Va. The extrusions may 
be used in a series to make almost 
any kind of continuous flat or 
curved surface, Reynolds said. 
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Operate on Land and Water .. . 





GMC, Ford Develop 
New Military Trucks 


WO Detroit-area truck manufacturers have demonstrated 
their versions of new medium military tactical vehicles 
that are designed to move men and supplies across water as 


as well as land. 


The vehicles can operate in water with or without pro- 
pellers. Without the propeller and rudder, which are optional 
equipment, the trucks can operate through water at speeds 
up to three miles per hour and can be steered by the conven- 


tional steering mechanism. 


General Motors Corp. also showed a new version of a mis- 


sile carrier that incorporates 


light metal construction, en- 


abling the complete vehicle and trailer to be air-lifted. 
* * * * * * 


GMC 


MILFORD, Mich, — Development 
of a versatile family of medium- 
duty tactical military trucks that 
can transport troops and cargo 
either on the land or through the 
water has been announced by Cal- 
vin J. Werner, general manager, 
GMC Truck and Coach Division. 


The GMC prototypes, a 6 by 6 
and an 8 by 8, were demonstrated 
here at the General Motors Prov- 
ing Grounds. The vehicles are 
being developed under one of 
three contracts awarded by the 
Detroit Army Ordnance District, 
in cooperation with the Ordnance 
Tank Automotive Command. 


“These new floatable trucks rep- 
resent a major advancement in 
troop and cargo transport,’ Werner 
said, “as they bring together in one 
vehicle family entirely new engi- 
neering and design concepts. 

“Drawing on Many years experi- 
ence in military vehicle design, our 
development team has created a 
group of carriers that add a new 
dimension of performance, versatil- 
ity and durability to the tactical 
vehicle field, 

“Among the innovations are V-6 
diesel powerplants, all aluminum 
cabs and cargo bodies, and heavy- 
duty chassis components with in- 
terchangeability within the family. 

“A principal design objective is 
the elimination of service or repair 
over long operating intervals. For 
example, the need for chassis lubri- 
cation has been eliminated, in 
many cases by the use of Teflon 
bearing material; the air cleaner 
will go many miles without re- 
quiring attention; the brakes are 
sealed and ventilated; the universal 
joints are permanently lubricated, 
and there are no engine belts to re- 
place or maintain.” 


The 6 by 6, capable of hauling 

a 3%-ton payload, has driving 
traction in its four rear and two 
front wheels, The 8 by 8, a five- 
ton load carrier, has four driving 
wheels at the rear and four at 
the front. 

Rubber sealed aluminum cabs 
and cargo bodies permit both ve- 
hicles to float over water as well as 
run on land. When afloat, the ve- 
hicles are propelled by the rotation 
of the wheels and are steered con- 
ventionally by front wheel posi- 
tions. A propeller drive and rudder 
also are available by kit installa- 
tion. 

On land, the units can be placed 
in all-wheel drive or just rear- 


wheel drive by a one-lever control. 

With all wheels under power, the 

carriers can negotiate 60 percent 
(Contant, on snes 36. Col, 5) 





Truck Afloat— 


GMC Truck & Coach Division's new 
medium-duty family of tactical military 


vehicles can transport troops and cargo 
on land or through the water. Afloat, the 
trucks are propelled by the rotation of 
their wheels. A propeller drive and rud- 
der also are available by kit installation. 





Ford 


DEARBORN.—Ford Motor Co. 
demonstrated its new version of a 
medium military tactical truck that 
can move men and supplies across 
water as well as land. 

Ford designed and built the 





versatile truck under a $1,650,000 
contract awarded 12 months ago 
by the Detroit Army Ordnance 
District, under technical supervi- 
sion of the Ordnance Tank Auto- 
motive Command. Two other 
companies received identical con- 
tracts. 

The new cargo vehicle, demon- 
strated for military officers and 
newsmen at Ford’s Michigan Prov- 
ing Ground near Romeo, Mich., is 
an all-new version of a truck pres- 
ently in service that travels on land 
only. 

Gerald J. Lynch, Ford defense 
products group vice-president, pre- 
sented two prototype trucks to Col. 
J. E. Johnston, commanding officer, 
Detroit Ordnance District. They 
were a 3%-ton, six-wheel-drive 
truck and a five-ton, eight-wheel- 
drive unit. 

Ford will deliver two more vehi- 
cles of each size next month. 

When equipped with an optional 
propulsion kit that includes a rud- 
der and a propeller, the Ford-de- 
Signed cargo truck can be guided 
through inland waters at a speed of 
six miles per hour. On land, the 
truck has a top speed of 50 MPH. 

The vehicle is easy to maintain 

since many parts of the 3%- 

and five-ton mo dels—including 





Through Mud and Water— 


Ford Motor Co.'s new version of a 
medium military tactical truck shows off 
its versatility on land. When equipped 
with rudder and propeller, the vehicle can 
be guided through inland waters at a 
speed of six miles an hour. Ford designed 
and built the truck in 34%-ton, six-wheel 
drive and five-ton, eight-wheel drive mod- 
els under a competitive contract. 


the cab, engine, radiator, clutch, 
transmission, brakes, wheels, tires 
and transfer cases—are inter- 
changeable. 





534-cubic-inch diesel truck engine, 
built largely from readily available 
high-production commercial parts. 
The engine is designed so that it 
may be adapted later to use a 
variety of fuels, including gasoline. 

To make the power package eas- 
ier to repair, engineers designed it 
so the whole unit can be removed 
from the truck. 

During tests, Ford engineers im- 
mersed the engine in water. They 
were able to run it, stop it and re- 
start it with no leakage. 

A six-speed, manual-shift trans- 
mission and a single-speed, three- 
gear transfer case take the truck 
through its various speeds, 

An important feature of the 
truck is said to be its ability to 
carry and tow a combined load 
of almost twice its weight. The 
eight-wheeled unit, which weighs 
12,020 pounds, can carry a load of 
10,000 pounds cross country and 
tow an additional 11,000 pounds. 
The cargo box is watertight. 

A shorter turning radius makes 
the vehicle more maneuverable 
than current medium. tactical 
trucks. The Ford-designed five-ton 
unit has a turning radius that is 
less than that of the current model 


The vehicle is powered with a!now used by the Army. 





Convert Your Vans for High-Value Loads 
the Quick, Easy Aeroquip Way 


WITH THE 


This van, a 1952 model operated by an Allied agent, is now used for electronic 
hauls. Aeroquip's Retrofit Track offers the double advantage of (1) Nearly two 
thousand tie-off points with vertical and horizontal tracks and (2) 2x4 socket 
fittings for easy second- and third-decking to make full use of the van cube. 





‘fittings into the track where required. The Strap Assembly tightens with a pull to hold 
cargo securely in place, locks tension automatically and releases with finger touch. 
For multiple decking, socket fittings to hold 2x4 wood beams may be inserted into 
track wherever needed to permit easier loading and bigger payloads. 

Modernize your trailers to carry high-value loads, eliminate cargo damage and 
make the most of trailer space. Install the Aeroquip Series “E” Retrofit Cargo 


AEROQUIP 


a oe 3 


i 


ERTS 3311300} E777 


without special tools or skills. 
Once the wall track is installed, 


System in your trailers. Mail coupon below for full details. 





Track provides almost 
2000 tie-off points 
on a single installation. 








Strap end fittings in- 
stall and remove easily 


with one hand. easy second 


See how easily you can equip your vans to qualify for 
high-value loads by installing Aeroquip Series “E" 
Retrofit Cargo Control System. This practical, low-cost 
system can be installed quickly and easily in any van 





RETROFIT CARGO 





just hook strap end 


Socket fittings for 2x4 
wood beams allow 


decking. 








CONTROL 


Track layout is planned and measured. Exact 
layout will depend on type of cargo handled 
and construction of trailer walls. Tracks may be 
all horizontal, all vertical, or a combination. 





SYSTEM 





Next, the horizontal track is installed by 
fastening screws into trailer walls. 


Te tenn 


Now the vertical sections of track are installed. 
One edge of track should be over a post. Com- 
plete installation requires as little as 6 man-hours. 


SAFE-T-LOADED is an Aeroquip Trademark 














SAFE-T-LOADED 
p~-Another Aeroquip \ cas Cargo Control System-— 
AN-8 | 
j Aeroquip Corporation, General Logistics Division | 
e | 2929 Floyd Street, Burbank, California | 
| Please send me a copy of GLB-110 ! 
quip | = 
EG. TRADEMARK 
Title | 
GENERAL LOGISTICS DIVISION a | 
2929 FLOYD STREET, BURBANK, CALIFORNIA oa oe 
iN CANADA: AEROQUIP (CANADA) LTD., TORONTO 19, ONTARIO j Address ! 
Aeroquip Products are Fully Protected by Patents in U.S.A., Canada and Abroad } City_ Zeno. Midis | 
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At Truck Factories .. . 
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Equipment Experts 


Performs a 


Vital Job 


(Continued from Page 26) 


not only the makers of farm 
equipment but also the truck fac- 
tories themselves had to learn 
how to make the transition. 

Just take the transition from the 
horse-drawn manure spreader to 
the highly specialized fertilizer 
spreaders and limers that do the 
work for the progressive farmer 
today. 

And the transition from the farm 
wagon with its grain box to the 
truck that will take one or two 
hoppers of grain directly from the 
working combine to the elevator 
or storage bins. he 


Check on Potential 
DAY’S special-equipment de- 
partments are a vital factor in 
developing decisions as to the po- 
tential market and sales possibili- 


This new Brown Aluminum Cargo 
Van will outlast three truck chassis 


Outlast three truck chassis? Almost every Brown Cargo Van 
ever produced is still in operation. The very first Brown 
Cargo Van sold to Spokane Public School System has out- 
lasted four truck chassis—impressive evidence of the kind of 
service you can expect from your new Brown Cargo Van. 
SIXTEEN BASIC MODELS, each available in lengths 
from 9-ft. to 22-ft., give you the industry’s widest range of 
models to choose from. CHOOSE FROM FOUR EXTERIOR 
STYLES, shown at right, pick the style to fit your needs. 
MANY OPTIONS AVAILABLE including wide and narrow 
two-panel rear doors, hinged or sliding doors, choice of floor- 
ing, liners, insulation, gates, etc... PROMPT PARTS AND 
REPAIR SERVICE through Brown’s nationwide dealer or- 
ganization means better service for both local and national 
fleet operators. CALL YOUR LOCAL BROWN CARGO VAN 


ties in the many new fields of 
transportation that our modern 
economy is developing practically 
every day. 

Special-equipment departments 
are credited with fostering and de- 
veloping the modern forward-con- 
trol, door-to-door delivery vehicle, 
lower-temperature refrigeration in 
trucks, the need for four-wheel 
drive in the lower tonnage units, 
mobile concrete mixers and many 
other special-use vehicles that are 
taken as normal today: 


The need for their specialized 
engineering and truck application 
knowledge is just as vital today 
in an era that is seeing a rapid 
growth in vehicles to handle 
soft-ice cream dispensing, the 
container development that is 
still in its infancy but holds po- 
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DEALER or write for free folder to 





CLARK EQUIPMENT COMPANY 
wes BROWN TRAILER DIVISION 


Michigan City, Indiana 


tential of considerable growth 
and the uses of power ap- 
plications on truck-mounted 
equipment that are constantly 
being developed to fill industry 


n 
And it is through the work of 
these departments that truck deal- 
ers today can fit most any truck 
to meet the needs of a buyer eco- 
nomically and efficiently. 
+ * * 
pros the special-equipment de- 
partments and through their 
close relationship with engineering 
and the suppliers, truck dealers are 
being constantly supplied with 
sales and operational ammunition 
to meet any hauling problem that 
may be present in the dealer’s area 
or that may come up in the future. 

Some factories relay this infor- 
mation to their dealers through 
sales engineers in the field, others 
through their regional and district 
or zone truck men and all bring 
the most important and universally 
used data to the field through their 
bulletin service to dealers. 

While some truck factories co- 
ordinate all of this host of in- 
formation under the direction of 
one man, others have one man 
who acts for sales and another 
who acts for engineering. In at 





SMOOTH-PANEL 


Be sure to get a quote from your Brown Cargo Van Dealer 














promote the use of his product or 
is looking for information neces- 
sary for wedding of his product 
with that of the truck maker. 


Supplier Advised 


7 man, regardless of title, 
will talk to the supplier and 
from that initial conversation di- 
rect the supplier to engineering or 
other departments which, in the 
decision of the special-equipment 
man, the supplier should contact. 

The special-equipment man is 
also the focal point for dealers who 
wish to obtain any specialized in- 
formation they need in order to 
properly present their truck with 
its proper body or equipment for 
any given application. 

The special-equipment depart- 
ment also, in most factories, 
works with fleet operators to 
work out any special applica- 
tions, bodies, colors and other de- 
tails needed to enable any dealer 
to deliver the proper unit to meet 
the fleet operator’s specifications. 

This service may even extend to 
the specification of over-sized gen- 
erators to meet unusual electrical 
load problems, rear-axle gear ratios 
and other problems that can be 
met within the normal manufactur- 
ing range of the factory. 

* + + 


1 department also works with 
government bodies on projected 
legislation or specifications that 
may be thought necessary from a 
safety or convenience standpoint 
such as the specifications that are 
used as a basis for all school bus 
requirements. 

In most cases, this department 
is also charged with the super- 
vision of any chassis “pools” that 
may be found necessary to meet 
the buying and manufacturing 
schedules of any one division of 
the industry such as the school 
bus field. 

The men currently heading these 
departments in the larger truck 
makers who sell through dealers 
are: International Harvester, Nor- 
man Ginder, sales engineer; Ford 
Division, Louis Siever or Larry 
Snow; Chevrolet, Harry Blanken- 
ship, assistant manager, commer- 
cial and truck department; Dodge, 
Don Hatzenbuhler, manager, spe- 
cial equipment sales department; 
Willys, Edward J. Reighard, spe- 
cial equipment manager; GMC, Ben 
Wilton, manager, product-market 
research department; White, Virgil 
Speece, field sales engineer; Mack, 
John Walker, manager, sales engi- 
neering, and Studebaker, Thomas 

Cunningham, supervisor, special 
equipment department truck sales. 















I-H's New Diesel— 


New D-301 diesel engine is a 110- 
horsepower, naturally aspirated power- 
plant that has been introduced for medi- 
um-duty International trucks. It is designed 
for short haul, light load applications, such 
as city pickup and delivery. Built by Inter- 
national Harvester Co., the D-301 engine 
features direct electric starting, a simpli- 
fied fuel system, aluminum alloy dished- 
top pistons, fully-hardened crankshaft and 
reinforced crankcase. Bore and stroke are 
3.812 by 4.390 inches. 


least one case, a third man rep- 
resents product development. 

In most cases, however, the sup- 
plier contacts but one man in the 
organization if he wishes to either 


Kansas to Gross 
$2.5 Million in ’60 


From Reciprocity 


TOPEKA. — Kansas State High- 
way Director Maurice Martin pre- 
dicted that the state would gross 
about $2.5 million in 1960 from a 
vehicle reciprocity agreement with 
other states. 

Kansas is one of 13 states now 
in agreement for proportional reg- 
istration of interstate truck fleets. 
The agreement provides that fleets 
of trucks based in states in the 
compact pay fees in Kansas in ac- 
cordance to the number of miles 
they travel in that state as com- 
pared with their total mileage. 

Martin is secretary of the Kansas 
State Reciprocity Commission. He 
said he based his estimate for this 
year on fees already collected, pro- 
jected quarterly payments and pos- 
sible future applications. 

Fees under the agreement are 
collected by the State Motor Ve- 
hicle Department and go to the 
state highway construction fund. 

There were 10 states taking part 
in the program last year. Kansas 
received $869,229 in fees for 1959. 

Iowa, Missouri and Nebraska 
joined this year, bringing the total 
to 13. Other members are Wash- 
ington, Oregon, California, Mon- 
tana, Colorado, Nevada, Idaho, Ok- 
lahoma, and Wyoming. 

Martin said North Dakota and 
South Dakota have indicated a de- 
sire to join the compact next year. 


VW Deal for Dahlke 
COLUMBUS, Miss. — Herman 
Dahlke Motor Co, (Volkswagen) 
has opened on Highway 45 North. 


CORRUGATED 
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Truckin’ . 


eo e e By Jack Weed 





(Continued from Page 26) 


many bankers who are dabbling 
in car financing. 

I’m afraid that many times the 
dealer, who is having trouble fi- 
nancing the heavy units, its partly 
to blame if he has trouble. 

Down through the years I have 
talked this problem over with many 
smart truck dealers, and I find that 
in every case where they have no 
trouble getting their finance, they 
are the type of dealers who pro- 
tect their record with their finance 
houses. If they make a mistake, 
and all admit they do once in a 
while, they buy back that paper 
before it has to be foreclosed and 
take care of the deal themselves. 


Sometimes they find that the 
reason the buyer fails to meet a 
payment is that something has hap- 
pened beyond the buyer’s control. 
In that case they are able to work 
out something that will relieve the 
situation. 

* * * 


Saving the Deal 


EALERS like this don’t wash 

their hands of the deal the min- 

ute the paper is sold. 

In fact, dealers of this type say 
that the toughest problem they 
have in financing heavy-duty units 
is to get the information on the 
failure of a buyer to meet his obli- 
gation within a day or so after 
he defaults. 

They say that if they know that 
a buyer has defaulted a payment 
within a matter of a few days after 
the first default, they can save 90 
percent of the sales. It is where 
the finance company fails to notify 
the dealer until the buyer has miss- 
ed the second or third payment that 
makes it practically impossible to 
save the deal. 

This, they claim makes it as 
bad for the dealer as it does for 
the finance house, because by that 
time the buyer is so far behind 
his inclination is to give up the 
job rather than try and make 
up the payments, 

So many bankers and local man- 
agers of finance houses fail to rec- 
ognize, say these dealers, that a 
truck is a tool and without the 
tool the buyer is out of business. 
If the buyer can be talked with 
immediately after he misses his 
first payment, the dealer can usu- 
ally get the buyer back in line 
right then. 

One big dealer I know in the 
south has quite a big list of truck- 
ers who are practically tied to him 
because he helped them out when 
they were first starting in business 
and got into trouble paying for 
their first new truck. They were 
so grateful for the service rendered 
they wouldn’t buy from any one 
else so long as the deals they were 
getting from him were anywhere 
near being competitive. 

+ * + 


Check Buyer’s Record 
EALERS should make certain 
that the buyer, if he is a new 

customer, has a good hauling con- 

tract that will enable him to pay 
out even though he might run into 
some unforeseen breakdowns or 
weather conditions that prevented 
him from earning for a short time. 

He should be as certain that the 
buyer has a good record on other 
time purchases, regardless of 
whether it was trucks, and that 
the unit sold, if there is any ques- 
tion at all about the buyer’s ability 
to make his payments, shall not be 
of such a specialized nature that 
it cannot be turned over quickly if 
the dealer has to take it back. 

Some dealers even go so far in 
protecting themselves that they 
survey their area to determine to 
whom the job might be sold if the 
buyer should default, in case the 
buyer hasn’t enough other reserve 
to be liable. 

The main thing that truck deal- 
ers should keep in mind is that 
they are selling a business tool 
and that it is only good business 
to become a “partner” with the 
finance sOurce as well as the 
buyer, so long as the amount still 
owed on the deal is large enough 
to remain an operating liability. 
Truck buyers, who are well taken 





care of, are normally repeat buyers 
and come back to the dealer who 
has shown an interest in their busi- 
ness welfare and has taken care of 
them during their problem days of 
the first six months or so after 
their first purchase of a new truck. 


Of course, that doesn’t apply so 
directly to those buyers who use 
trucks as an adjunct to the opera- 
tion of another business. Then, of 
course, the credit rating of the 
main business will apply to the 
truck paper. 

~*~ * * 


A®t NEUSSE is already starting 
to beat the drums for the next 
convention of the Truck Body and 





Trailmobile to Offer Extra 


CINCINNATI.—Trailmobile, Inc., 
has announced that starting Aug. 
1, it will offer wheel-oil seals as 
standard components on all trailers. 
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Equipment Assn., Inc. The meeting 
this year will again be held in the 
Sherman Hotel, Chicago, Oct. 24-26, 
and it promises to be even better 
than usual. 

This association, badly needed by 
the manufacturers and distributors 
of truck bodies and equipment, is 
growing steadily, which seems to 
be evidence that it is doing a good 
job in its field. 


Its members, however, face 
some problems in the realm of 
coming up with programs that 
will tend to protect distributor 
profits and to keep their distribu- 
tion in line with good business 
practice. 


Of course, they are not alone in 
this regard, 

Bad merchandising practices 
seem to have infiltrated most lines 
of business during the past few 
years, but in the field of truck 
equipment it is felt that some of 
the influences that have prompted 
distributors to go astray from good 
practice might have been encour- 
aged by a very few ambitious mak- 
ers. But I’m hopeful that much of 
the present controversial points are 
well on their way toward being 
solved. 


NSO BCL te 


TO TAKE IT 


EATING AWAY 
Na i 


Moisture and acids formed by combustion can eat away 








White Honors Branch Managers— 


Robert G. Oakley, third from left, Cleveland branch manager, and Floyd C. Hough, 
third from right, Omaha branch manager, hold the White Motor Co. stock and en- 
graved cups they received in recognition of their selection as the company's branch 
managers of the year in nationwide competition. With them are the executives who 
made the presentations. From left are Harry D. Weller jr., White truck division sales 
vice-president; Robert F. Black, White Motor chairman; Oakley; Hough; J. N. Bauman, 
Whit Motor president, and H. J. Nave, truck division executive vice-president. 








piston rings, much as they eat away mufflers and tailpipes. 


Perfect Circle protects against this corrosive wear with 


extra-thick, solid 
sive applications, 


chrome plating. For abnormally corro- 
special alloys are also used. And, Perfect 


Circle rings are even specially protected from corrosive 


skin acids during production, packing and installation. 


Perfect Circle rings are built to take the toughest engine 


wear. Insist on 


piston rings in all 


Perfect Circles—the most preferred 
the world. 


PERFECT 2..CIRCLE 


PISTON RINGS + PRECISION CASTINGS - POWER SERVICE PRODUCTS * SPEEDOSTAT 


HAGERSTOWN, INDIANA « DON MILLS, ONTARIO, CANADA 
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Ford Industrial Engines have literally dozens of farm applications. Here, a 
rugged “223” Ford engine supplies power for irrigation. 





Ford Trucks, like this husky F-600 stake, combine extra capacity and dura- 
bility with modern short-stroke engine design for greater workaday economy. 


Wome SUPERMARKET OF POWER FOR 
eee «= THE AMERICAN FARMER! : 











Ford Tractors offer latest automatic power features. This is Ford’s 801 Diesel with exclusive Select-O-Speed Transmission; semi-mounted Side Delivery Rake. 


Farmers today realize that successful farm 
management calls for increasing use of all 
types of power equipment. Demand for 
such products is growing — and only one 
manufacturer in the United States pro- 
duces all the major power requirements 
of the typical farmer. That manufacturer 
is Ford Motor Company. 


In addition to a complete line of passenger 
cars and trucks, Ford Motor Company’s 
supermarket of power products includes: 


TRACTORS 
Currently selling up to 50 per cent of the 
market in its power class, Ford’s farm 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 


tractor line offers 2-3 and 3-4 plow trac- 
tors. Gasoline, Diesel and LP-Gas options 
are available along with a wide selection 
of special equipment. 


IMPLEMENTS 

Ford’s growing line includes more than 70 
“pick-up-and-go” implements—plus many 
fully mounted and pull-type implements 
and harvesting machinery, including a self- 
propelled combine. Then, too, there are hun- 
dreds of special options to cover the com- 
plete range of farm and field requirements. 


INDUSTRIAL ENGINES 
America’s only overhead valve engines 


Ford e Falcon e Thunderbird e Comet e Mercury « Lincoln e 
Lincoln Continental « English Ford Line « Taunus e 
Ford Trucks e Farm and Industrial Tractors and Equipment e 


Industrial Engines « Aeronutronic—Products for the Space Age e 
American Road Insurance Company e Ford Motor Credit Company 








with economical short-stroke design, Ford 
industrial engines are used in literally 
hundreds of farm applications. Consisting 
of 9 gas and 3 Diesel models, the line 
offers volume parts and service business 
opportunities to all Ford Motor Company 
dealers. 


Ford Motor Company is understandably 
proud of its position as the country’s fore- 
most manufacturer of farm vehicles and 
equipment. And we are proud, too, of our 
many dealers who, in serving the farm 
market, are contributing significantly to 
the health and welfare of the nation. 


The American Road 
Dearborn, Michigan 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Minneapolis 

Registrations of new cars in Hen- 
nepin County (Minneapolis) in June 
totalled 3,335, compared with 2,773 
in May and 2,713 in June a year 
ago, according to figures published 
by Finance and Commerce, busi- 
ness newspaper. 


ris, 3; Opel, 2; Vauxhall, 2, and 
miscellaneous, 14. 

New trucks delivered in Henne- 
pin County during June _ totalled 
208, compared with 333 in May and 
286 in June, 1959. 

A breakdown by makes follows: 
Chevrolet, 79; Ford, 48; Interna- 
tional, 44; Dodge, 6; Divco, 5; GMC, 


Pontiac, 210; English Ford, 179; 
Rambler, 167; Valiant, 132; 
Dodge, 129; Oldsmobile, 126; 
Buick, 121; Volkswagen, 103; Ca- 
dillac, 79; Plymouth, 75; Comet, 
71; Mercury, 49; Studebaker, 41; 
Chrysler, 34, and Simca, 34. 


Renault, 27; Morris, 23; Austin, 


bler, 165; Pontiac, 120; Dodge, 
102; Oldsmobile, 97; Valiant, 90; 
Buick, 67; Plymouth, 64; Comet, 
57; Mercury, 54; Volkswagen, 32; 
Cadillac, 26, and Studebaker, 20. 
nault Dauphine car to be built Austin-Healey, 13; Chrysler, 10; 
in Argentina rolled off the assem- | Metropolitan, 10; Opel, 8; Renault, 
bly line recently at Industrias |8; MG, 7; Volvo, 7; Checker, 4; 
Kaiser Argentina’s Cordoba plant. | Hillman, 4; English Ford, 3; Fiat, 
IKA, a Willys affiliate is pro- | 3; Lincoln, 3; Mercedes-Benz, 3; 
ducing the Kaiser Carabela and | Saab, 3; Vauxhall, 3; DeSoto, 2; 
the Kaiser Bergantin cars, Pro- | Imperial, 2; Simca, 2; Morris, 2; 
duction of the Dauphine gives | Sunbeam, 2; Triumph, 2; Willys, 1, 
Argentine motorists a choice of | and miscellaneous, 2. 
three cars produced by IKA in New-truck registrations number- 
addition to its six models of | ed 239 in June, compared with 162 
Willys Jeep vehicles. in May. For the first half this year, 
there were 1,343 new trucks regis- 
tered, compared with 1,260 in the 





First Renault Dauphine 


Is Built in Argentina 
WASHINGTON.—The first Re- 





The record for June was set in| .-. 2 ker, 2: Volks- 
1955, when 3,455 new cars were eae : Ee White 2; Willys, 2; 
registered. Mack, 1, and miscellaneous, 3. 

Chevrolet led in registrations with —DoNALD M. Lyons 
a total of 818, followed by Ford . oe 
with 331. Other registrations were: Mi 3 

Pontiac, 247; Falcon, 230; Ram- tami 

Dade County (Miami) new-car 


sales in June totalled 3,383, compar- 
ed with 3,511 a month earlier. 


lac, 74; Studebaker, 64; Imports gained, percentage-wise, 
in June, with 18 percent, but for 


wagen, 50; Mercury, 46; Chrysler, 
Fiat, | the year held only 15 percent of the 
MG, 15; | market. In 1959, imports sold an 
Lincoln, 11; Mercedes-Benz, 6; | even 20 percent, 
6; Triumph, 6; Volvo, 6; June registrations by makes 


22; Fiat, 16; Hillman, 15; Lincoln, 
14; Opel, 13; Peugeot, 13; MG, 11; 
Metropolitan, 9; Mercedes-Benz, 8; aie Cae 
Triumph, 8; Imperial, 6; Sunbeam, oe * 
6; Citroen, 5; Vauxhall, 5; DeSoto, 
4; Jaguar, 4; Borgward, 3; Taunus, 
3; Toyopet, 2; Volvo, 2, and miscel- 
laneous, 6. 

New-truck sales totalled 393 in 
June, compared with 313 in May. 
By makes, registrations were: Ford, 


cellaneous, 1. 


Louisville 


1,775 a month earlier. 


national, 36; Volkswagen, 15; 
White, 9; Willys, 6; Diamond T, 5; 
Dodge, 3; English Ford, 3; Crane 
Carrier, 2; International, 2; Re- 


ponding 1959 period. 


By makes, registrations were: 
Chevrolet, 572; Ford, 491;. Ram- 


June was the best sales month 
of the year in Louisville, with 2,052 
new cars registered, compared with 


For the first half, there were 


147; Chevrolet, 85; GMC, 74; Inter-| 11,248 new cars registered this year, 
compared with 10,251 in the corres- 


nault, 2; FWD, 2; Reo, 1, and mis-| 1959 period. 


By makes, June registrations 


were: Chevrolet, 75; Ford, 67; In- 
ternational, 42; GMC, 15; White, 7; 
Volkswagen, 6; Dodge, 4; Diamond 
T, 1; English Ford, 1, and miscel- 
laneous, 12. 


—A. W. WILLIAMS 
* od * 

Detroit 
New-car registrations in Wayne 


County (Detroit) in June totalled 
13,272, compared with 13,998 in May 
and 15,722 in June a year ago. 


The first six months saw 85,963 


Peugeot, 
DeSoto, 5; English Ford, 5; Mor- 


Aluminum, Steel and Sliding Panel Fruehauf Truck Bodies are available for immediate mounting on your truck chassis! 








Sell To An Established Market! 


Fruehauf Truck Bodies offer you 
BIG EXTRA-PROFIT Advantages! 





were: Chevrolet, 891; Ford, 717; 








Steel CubeDKing 


new cars registered, compared with 
78,675 in the first half last year. 

June registrations by makes 
were: Chevrolet, 3,022; Ford, 
: 2,227; Dodge, 1,229; Falcon, 1,063; 
4 Pontiac, 881; Comet, 694; Mer- 

a bler, 495; Buick, 457; Valiant, 433; 

Plymouth, 423; Cadillac, 293; Cor- 
vair, 247; Chrysler, 134, and 

Volkswagen, 108. 

Lincoln, 62; Studebaker, 51; De- 
Soto, 33; Renault, 32; Metropolitan, 
29; Triumph, 22; English Ford, 20; 
Fiat, 20; Opel, 19; Simca, 18; Im- 
perial, 16; Hillman, 14; Mercedes- 
Benz, 12; Austin-Healey, 9; Peu- 
geot, 9; MG, 7; Volvo, 7; Willys, 7; 
Morris, 4; Sunbeam, 4; DKW, 3; 
Saab, 3; Taunus, 3; Citroen, 2; 
Vauxhall, 2, and miscellaneous, 9. 

New-truck sales totalled 748 in 
June, compared with 738 a month 
earlier and 889 a year earlier. 

Registrations of new trucks in 
June were: Ford, 333; Chevrolet, 
196; GMC, 71; Dodge, 47; Interna- 
tional, 26; Willys, 13; White, 10; 
Divco, 9; Mack, 8; Diamond T, 6; 
Autocar, 5; Studebaker, 1, and mis- 
cellaneous, 23. 

cd * * 
New Orleans 

New-car sales in New Orleans for 
June slumped a bit from the previ- 
ous month as titled cars numbered 
2,057, compared with 2,256 in May. 
The total for June last year was 
2,275. 

Truck registrations for June 
totalled 238, compared with 281 in 
May and 309 for the like period 
of last year. 

New-car registrations by makes 
were: Chevrolet, 605; Ford, 254; 
Falcon, 164; Pontiac, 156; Oldsmo- 
bile, 125; Rambler, 81; Buick, 80; 
Dodge, 65; Corvair, 61; Volkswagen, 
60; Valiant, 59; Plymouth, 55; Mer- 
cury, 35; Cadillac, 27; Studebaker, 
24; Renault, 23; English Ford, 13; 


TRUCK DEALERS who are now selling only truck 
chassis are passing up a lucrative profit opportunity. 
Why not join the hundreds of other successful truck 
dealers who are padding their profit margin by 
selling Fruehauf truck bodies along with their 
regular chassis sales? 


For almost a decade now Fruehauf bodies have 
been “best sellers” with truckers who buy your 
chassis. When you sell Fruehauf truck bodies you 
have the sales asset of built-in customer acceptance. 
Fruehauf for 1960 offers you three complete lines of 
truck bodies—the custom quality, low-priced, all- 
steel ““CubeoKing”’, the handsome, economical alu- 
minum ‘‘CargoxStar’’, and the ‘‘WorkSaver’’, 
standard of the beverage industry. 


Where else but from Fruehauf can you get these 
positive selling advantages: 


© An established name in the trucking industry for over 
46 years. 


FRUEHAUF TRAILER COMPANY TRUCK BODY DIVISION 


10952 Harper Avenue ° Detroit 32, Michigan 
SEND FULL FACTS WITHOUT OBLIGATION ON UNITS CHECKED: 








Cc] CubeDiKing C] CargoxxStar Cc] WorkSaver 
— (Please Print) 
COMPANY 
ADDRESS 
CITY. STATE 





© The most complete line of truck bodies on the market 
© Fast mounting—immediate delivery 

© Custom quality—rugged construction 

® Low initial cost, plus low upkeep 

® Most options in the industry 


In addition, Fruehauf offers these follow-up services 

to your customer at no extra cost to you! 

®@ Painting and lettering 

© Body repair facilities 

© Immediately available replacement assemblies and factory 
parts 

®@ Extensive steel and aluminum welding facilities 


Here is a profit stimulator you won’t want to pass 
up. Whether your chassis customer wants a rugged 
steel or a handsome, economical aluminum truck 
body, you can be sure of his continued good will— 
when you sell Fruehauf. 





TRUCK BODIES 











Chrysler, 7; Austin, 7; Lincoln, 6; 
Vauxhall, 6; Vespa, 6; Imperial, 5; 
Jaguar, 5; Mercedes-Benz, 5; Mor- 
ris, 5; Willys, 4; Peugeot, 4; Simca, 
4; Taunus, 4; MG, 3; Triumph, 3; 


Volvo, 3; DeSoto, 2; Opel, 2, and 


miscellaneous, 4. 


Trucks by makes were: Chevro- 


let 90; Ford, 83; International, 30; 
GMC, 12; Mack, 6; Volkswagen, 6; 
White, 4; Diamond T, 4; 
baker, 2, and Dodge, 1. 


—Gorvon HEBERT 
* * * 


San Antonio 


Motor-vehicle registrations in San 


Antonio and Bexar County continu- 


ed to drop during June, totalling 
1,514, compared with 1,598 the pre- 


vious month, 


The June total was comprised of 


1,327 cars and 187 trucks, compared 


with 1,395 cars and 203 trucks a 


month earlier. 

New-car registrations by makes 
were: Chevrolet, 404; Ford, 304; 
Pontiac, 99; Rambler, 94; Comet, 
68; Oldsmobile, 68; Dodge, 64; 
Buick, 53; Valiant, 41; Plymouth, 
36; Cadillac, 21; Opel, 15; Mer- 
cury, 11; English Ford, 9; Chrys- 
ler, 8; MG, 7; Volvo, 6; Simca, 4; 
Mercedes-Benz, 3; DeSoto, 2; Im- 
perial, 2; Lincoln, 2; Rolls-Royce, 
2, and miscellaneous, 4, 

Truck registrations: Chevrolet, 
85; Ford, 65; International, 14; 
GMC, 13; Dodge, 4; Willys, 3; Mack, 
1; Morris, 1, and White, 1. 

—J. H. Reep 
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7.77 Pet. Ahead of 1959 Pace... cent of the market, a drop of 1.33 
cS percentage points; Mack, 4,992 
units, 1.23 percent, down 0.30 points, | How They Fared... 


Truck Sales Break pereent, down O28 points, Commercial Car Registrations 


* * a 
ALIFORNIA maintained its By Makes 


12-Year May Record (este, eneee: caidas ae a. Ok 


second spot. The top 10 states and 
First 5 First 5 Percent Percent 












































(Continued from Page 26) their registrations for May of this 
year and last were: Make 1960 “isso” Ge Market ‘be haarke 
manufacturer for May of this year; Brockway, 510 units, 0.13 percent, May, a. 
and last were: up 0.01 point, and miscellaneous, 1959 Chevrolet 136,974 33.92 35.75 
May, May, /| 19,223 units, 4.74 percent, up 0.33 9,430 111,217 30.10 29.03 
1960 1959 | points. A 5,510 39,407 10.28 
Chevrolet._................. $1,261 30,946 wien: 4,124 29,272 8.22 7.64 
TERE. snnsiinessboevinsvensoels 28,190 25,414 HITE maintained its market 3,866 22.614 4.57 5.90 
International] .......... 11,013 9,953 share at 1.63 percent by boost- 2,778 : 
rks crack 8,292 6,488 |ing sales to 6,610, 3,475 10,567 2.95 2.76 
; Dodge ececcccececssesereseeees 4,098 4,418 Chevrolet increased sales in 3,799 6,264 1.63 1.63 
cane secccccccccesosesooococs aes ee unit terms but saw its market 3,577 5,851 1.53 
} - eee ciate 7 1117 12 49 penetration slip. However, the di- 2,708 2,623 . 68 
Mac eececerevevececoreesecee ’ vision’s showing has been good ° 158: 2,764 1,040 .29 27 
q Studebaker ............... 689 556 enough to hold on to first place Reflecting the national upswing ’ : 
Diamond T .............. 250 205 | in the sales race. The division’s |i" truck sales, May registrations 452 13 -12 
Brockway ................. 120 106 dealers sold 137,700 units in the topped the year-earlier total in 32 | Miscellaneous** 16,889 4.74 
Miscellaneous. ........ 4,314 3,699 | frst five months, good for 33.92 | States and the District of Columbia. 
percent of the market, 1.83 points Sales declined in 18 states. 383,170 100.00 100.00 
Totals ........... vseiinn 93,460 86,724 | less than obtained a year ago. —————— *—White includes Autocar, Freightliner, Reo and Sterling. 
Buick Deal Formed **—Miscellaneous includes imports, Corbitt, Diveo, FWD, Kenworth, Marmon- 


New-truck registrations in the 
first five months of this year to- 
talled 405,918, a gain of 5.94 percent 
from the 383,170 sales in the like 
period of last year. 


Three lines lost ground both in 
units sold and market share. The) MANCHESTER, N. H. — City- 


three and their totals were: Buick, Inc., has opened at 664 
Dodge; 18,566 units sold, 4.57 per-| Chestnut St. 


Herrington, Peterbilt, etc. —Compiled from R. L. Polk & Co. data. 





SEVEN producers increased their 
unit sales and market penetra- 
tion over their 1959 showings in the 
first five months of this year. The 
seven, their unit sales, percent of 
market and percentage-point gains 
in penetration were: 

Ford, 122,193 units sold, 30.10 
percent of the market, a gain of 
1.07 points; International, 47,353 
units, 11.79 percent, up 151 
points; GMC, 33,373 units, 8.22 
percent, up 0.58 points, 

Willys, 11,984 units, 2.95 percent, 
up 0.19 points; Diamond T, 1,177 
units, 0.29 percent, up 0.02 points; 


Movers Institute 
Meets Aug. 25-27 
' In Washington 


WASHINGTON. — The first an- 
nual meeting of American Movers 
Institute, Inc., newly organized na- 
tional association of household- 
goods movers, will be held Aug. 25- 
27 at the Sheraton Park Hotel. 

The first permanent officers will 
be elected, succeeding interim offi- 
cers and an interim board of trus- 
tees selected at the organizational 
meeting in April. 

The interim president is Alfred 
E. Crowe, Vet Vans of Virginia, 
Arlington, Va.; vice-president, H. C 
Owings jr., Trans-Vans, Inc., Nor- 
folk, Va.; secretary, J. Parker New, 
New-Bell Storage Corp., Norfolk, 
Va., and treasurer, John Bitten- 
bender, American Storage Co,, 
Washington. 

Serving with these four officers 
as an interim board of trustees 
until the election of permanent of- 
ficers are the following: James D. 
Edgett, North American Van Lines, 
Inc.; E. J. Flavin, Allied Van Lines, 
Inc.; L. A, Larimore, United Van 
Lines, Inc.; John Sloan Smith, Aero 
Mayflower Transit Co., Inc.; E. 
Harold Tolbert, Capitol Van Lines, 
Washington; Griswold Holman, 
Rutherford, N. J.; C. B. McDaniel, 
Fredericksburg, Va., and Arthur 
Clarendon Smith jr., Washington. 

Smith is heading the annual 
meeting arrangements committee, 
assisted by Crowe, Bittenbender 
and Tolbert. 


AMP Pushes Bid 
« In Truck Axles 


DETROIT.—American Metal 
Products Co. will spend more than 
$6 million for additional facilities 


In these and other cities: 
ST. PAUL-DULUTH-ROCHESTER — 
WINONA - APPLETON -LA CROSSE 
FOND DU LAC: KENOSHA-BELOIT © 
RACINE - WAUSAU - SHEBOYGAN 


Rootes’ full import line 
can build profits for you! — 


It takes a full line of imports to make full profits. That’s why Rootes—with | 
4 lines and 13 models—has every other import line out-paced! This, plus | 
aggressive sales distribution, factory parts depots, consumer acceptance, | 
and vigorous backing by the Rootes organization has made profits for over 

800 successful dealerships in all 50 states. Look at the profit line! 









HILLMAN SUNBEAM SINGER HUMBER 


5 models. Special Sedan, DeLuxe | 3 models. Hardtop, Convertible, | 3 models. 4-door Sedan, Con- | 2 models.6-passenger Sedan, 
Sedan, 4-door Station Wagon, 2- | Sports Roadster. Retail price | vertible,4-door Station Wagon. | 4-door Station Wagon. Retail 
@ in a bid for a larger share of the door Station Wagon, Convertible. | range: $2499 to $2649 Retail price range: $2095 to | price range: $3995 up 


truck industry axle housing busi- 
ness. R. Jamison Williams, new 
president of AMP, said the money 
will be invested in tooling and other 
equipment, 

“Detroit, because of the many 
skills available and because of its 
central location, is ideally suited 
for this type of production,” he 

j said. “The new equipment will go 
into production in the middle of 
1961.” 

AMP, which for 18 years has 
been a major producer of truck 
axle housings, presently supplies 
Chevrolet, Dodge, Eaton and Inter- 
national Harvester. 


Retail price range: $1679 to $2299 $2425 


(Prices East Coast Ports of Entry) 


Your City Can Become Profit-Town 
For You—With the Rootes Group 
of Fine Cars! Fill out and mail the 
coupon on the right. For information 
on franchises in cities in Wisconsin, 
Illinois, Minnesota and Iowa, address 
coupon reply to Kenosha, Wis. For 
information on franchises in cities 
in Michigan, Ohio and Indiana, ad- 
dress coupon reply to Detroit, Mich. 


Rootes Motors, Inc., 4120 39th Ave., Kenosha, Wis. 
20070 Conner Ave., Detroit 34, Mich. 


Please send me full information about your profit-franchises: 
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Most Dealers in Survey Note Profits Dip ... 


First-Half Truck Sales Stay High 


(Continued from Page 26) 


is the best it’s been in 12 years, 
while another said his profits were 
down but that his sales were up 
because he had taken more fleet 
business this year. 


The outlook for the balance of 
the year looks good to 40.6 percent 
of the dealers, fair to 27 percent, 
poor to 19 percent, spotty for 8 per- 
cent and about the same for 5.4 
percent. 


The demand for a smaller type 
forward-control unit was up, ac- 
cording to 46 percent, while the 
remainder said they had not noticed 
any such demand to any extent. 
Many of the latter are located in 
smaller communities where a de- 
mand for such a job would have 
to be created. 


* * * 


IGHT-TRUCK sales were down 
for 51.5 percent of the respond- 
ents and up for 40.5 percent, while 
8 percent said their business in 


New Parish Catalog Aid 
To Truck Body Builders | 


A new 48-page, quick-reference catalog of Parish © 
structural components for truck bodies is now avail- %e 
able. In addition to the features shown at the right, the =~ 
catalog presents a cross section of Parish facilities for q 
mass producing high quality components at low cost. 
Research and manufacturing facilities are pictured, 
with descriptive captions. Write today for your free 
copy of this colorful Parish structural sections catalog. 





lights was about the same ag last 
year. 

The sale of mediums also was 
off, according to 40.5 percent. But 


Michigan Enacts 
Reciprocity Law 


LANSING.—Gov. G. Mennen Wil- 
liams signed into Michigan law a 
bill giving the State Highway Re- 
ciprocity Board added authority in 
dealing with the problem of truck- 
licensing rates among states. 

Board Secretary P. H. Van Lopik 
said the new act would permit the 
board to exercise greater flexibility 
in dealing with other states on 
rates for trucks in interstate com- 
merce, 

He said the problem of reciproc- 
ity has cropped up often in recent 
years as various states have levied 
different type rates on out-of-state 
motor carriers and imposed varied 
regulations. 


DANA PRODUCTS: Transmissions « Universal Joints « Propeller Shafts « 
Axles « Torque Converters « Gear Boxes « Power Take-offs « Power Take-off 
Joints « Rail Car Drives « Railway Generator Drives « Stampings « Spicer 
and Auburn Clutches « Parish Frames « Forgings 


35 percent said they were up and 
245 percent said this business 
was unchanged. 

Heavy-duty sales were up for 
43.3 percent and down for 40.5 per- 
cent, Little change was reported by 
16.2 percent. 

Dealers who said their business 
was up noted increases of 10 to 
40 percent. One dealer claimed his 
business was 2%4 times better. While 
the average gain was 22 percent, 
several reported increases from 75 
percent to 175 percent. Dealers who 
fell behind their last year’s sales 
lost an average of 18 percent. 

Dealers who said their profits 
were ahead of last year claimed 
boosts of from 3 to 71 percent, with 
an average of 27.4. Profits of those 
who reported decreases ranged 
from 2 to 90 percent, for an aver- 
age of 26.5 percent. 

* * * 


Good Salesmen Needed 


os big need of the retail-truck 
business, according to these 
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isometric Drawings with assembIi 
enabie you to duplicate an exact N 
component you need, quickly and easily. 


part used in the assemblies. 


Lap of Luxury 


Plushier Truck Cabs 


Noted by GMC 


PONTIAC. — The truck driver’s 
“office” is getting plushier year by 
year, according to GMC. 

The truck maker said that 10 
years ago only 10 percent of the 
GMC trucks sold had radios. Today 
one of every four has a Set. 

Special seats having so many ad- 
justments you can almost make 
them into easy chairs are being in- 
stalled at about the same rate. De- 
mand for cigaret lighters is double 
that of 1950 and windshield wash- 
ers are going on about 11 percent 
of the GMC trucks built. 

Driving comforts aren’t) ¢onfined 
to these obvious items, either. GMC 
also offers such accessories as fold- 
ing arm rests, traffic-light viewers, 
air-cooled cushions, even illumi- 
nated compasses. 


dealers, is for more good salesmen 
and better training programs for 
those now on the job. 

Eighty-six percent of the deal- 
ers said they had difficulty get- 
ting good truck salesmen, and 
dealers representing all‘but two 


identification Chart helps you quickly 
the many different Paris 


components. 





A Nomenclature Index lists Parish part names 
in a vertical column, alternate part names in a 
horizontal column, for easy-to-use convenience. 





Part Rrowtngs show typical assemblies and clearly 


dimensions 
rawing of the 


major builders said salesman- 
training programs their factories 
offered were not adequate, 


Sixty-seven percent said their 
factories are not offering an ade- 
quate training program for truck 
salesmen this year. One dealer of 
an old line heavy-truck maker said 
that when he came into the busi- 
ness, his factory had one of the 
best training programs ever put to- 
gether. But recently this program 
~_ been allowed to slip badly, he 
said. 


Most dealers seem to think a 
sound training program not only 
can keep truck sales at a high 
level, but is one of the surest means 
of helping dealers to keep out of the 
price competition now cutting dras- 
tically into profits. 

They feel that competent sales- 
men would bring back more prod- 
uct selling and put less emphasis 
on “deals.” 

And most of the dealers feel that 
adequate salesman training is a 
service the factories should be mak- 
ing available to their dealers, es- 
pecially with the wide variety of 
models now being offered and the 
multitude of equipment and acces- 
sory products available to aid the 
dealer in selling the proper truck 
me the job it is being purchased to 

0. 

They feel that such a course 
should “delve into transportation 
engineering more and not have as 
much emphasis on prospecting and 
how to make telephone calls.” 


GMC Develops 


New Trucks for 


e e 
Military Use 
(Continued from Page 29) 
grades, and have high mobility over 
mud, snow and sand. 

Fourteen men can be seated in 
the 6 by 6 and sixteen in the 8 by 8. 
Seats may be removed, giving an 
unobstructed cargo compartment. 
Cubic capacity to the top of the 
cargo body is approximately 180 
cubic feet in the 6 by 6, and 205 
cubic feet in the 8 by 8. 


Water speed ranges up to three 
miles per hour while highway 
cruising speed can top 50 miles 
per hour. 

GMC also announced a tractor 
and a trailer undercarriage for 
hauling Minuteman ICBM’s to un- 
derground launching pads has been 
flown to Seattle for an Air Force 
equipment evaluation conference. 

The prototype power unit and 
carriage, developed by GMC under 
a subcontract awarded by Boeing 
Airplane Co., Seattle, was airlifted 
in an Air Force cargo plane, prov- 
ing its air transportability. 

Consisting of a four-axle tractor 
and a three-axle missile trailer, the 
transporter features such innova- 
tions as V-12 engine power, air sus- 
pension, a low-silhouette design 
concept and air conditioning. While 
GMC supplies the tractor-trailer 
unit, other subcontractors provide 
the missile container and erecting 
devices. 

Powered by the 275 horsepower 
GMC Twin Six engine, the trans- 
porter transmits driving traction to 
the road through two rear axles. 
Its other components include a 
five-speed main transmission and a 
two-speed auxiliary. 

Thirteen inches off the road, 
the transporter cab ig only six 
feet high, permitting the missile 
container to project over the cab 
roof. This reduces overall vehicle 
length and increases vehicle 
maneuverability. 


The first prototype will be fol- 
lowed by several similar tractor- 
trailer units and additional car- 
riages for hauling the Minuteman’s 
first stage engines separately. 


Half of Army Order Filled 


DENVER. — Quick-Way Truck 
Shovel Co, has completed the first 
half of a $15 million order from 
the Army Corps of Engineers for 
mobile earth-moving equipment, 
according to Gilbert S, Rigdon, ex- 
ecutive vice-president. Work on the 
second phase of the order is ex- 
pected to be completed in January, 
he said. 


Robertson VW Moves 
NEW ORLEANS, — Willard E. 
Robertson Corp. (Volkswagen), has 
moved from 840 St. Charles to new 
and larger quarters at 2537 Tulane. 
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Import-Car News Notes 


Austin 
T HIRT Y-T W 0O-YEAR-OLD 
Englishman has driven a 35- 
year-old Austin auto from Buenos 
Aires to New York. 


John Coleman, a bearded London 
school teacher, left Buenos Aires 
last Nov. 15 in his tiny 1925 Austin 
Seven “Chummy.” 

Coleman told newsmen he made 
the journey “for curiosity’s sake, 
but also to see if the old car could 
still take such a trip.” 

* * +. 


Los Angeles 


AN IMPORT center for foreign 
cars has been established at 
Berth 122 in Long Beach Harbor 
by the Los Angeles Harbor Depart- 
ment. 

The first ship to make use of 
the facilities was the German 
motorship Blumenau, which un- 
loaded 700 cars. Second ship in 
was the Swedish motor freighter 
Amacita, which landed 1,000 cars. 

Berth 122 was completed in 1956 
and from then until July 1 it had 
been used by the Navy. 

Large land areas adjacent to 
Berths 122 and 123 will be used for 


open-air storage of imported cars. 
*~ + * 


Standard-Triumph 


OBERT S. LAW has been 
named Eastern regional man- 
ager of Standard- 
Triumph Motor 
Co., Inc, New 
York. 
Previously, he 
was Eastern fleet 
sales Manager 
for Studebaker- 
Packard Corp. 
Before that, he 
served as a sales 
administrator for 





R. 8S. Law 


Oldsmobile. 
* * * 
Renault 


AGNA MOTORS, INC., and 

Dolphin Motors, Inc., both of 
Long Island City, N. Y., are staging 
special showings of two new Re- 
nault trucks to dealers in their 
market areas, according to Victor 
Elmaleh, president of the two dis- 
tributor firms. 

The Hi-Boy and Petit Panel mod- 
els will be shown in Baltimore, 
Philadelphia, Harrisburg, Pa.; 
Pittsburgh, Syracuse, New York 
City and Plainfield, N. J. The Re- 
nault trucks will be demonstrated 
in competition with a domestic and 
an imported make. 

*” a OK 


Volkswagen 


PPOINTMENT of Arthur R. 
Railton as public relations 
manager of Volkswagen of Amer- 
ica, Inc., was announced by C. H. 
Hahn, general 
manager. 
Railton, who 
will have his of- 
fice in Volkswag- 
en’s national 
headquarters in 
Englewood Cliffs, 
N. J., was for 13 
years an associ- 
ate editor of Pop- 
ular Mechanics 
magazine and, for : 
the past eight Arthur R. Railton 
years, was its automotive editor. 
He succeeds Scott Stewart, who 
resigned as public relations man- 
ager to open his own Volkswagen 
dealership. Stewart will continue to 
act in an advisory capacity for a 


few months, Hahn said. 
* * + 








Fiat 
yas following dealers have been 
appointed to represent Fiat 
Motor Co., Inc.: 

Roy Bridges & Co., Inc., 2222 
Sixth Ave. S., Birmingham, Ala.; 
B & L Motor Co., 1422 Second St., 
North Wilkesboro, N. C., and Craig 
Motors, 282 S. Church St., Hazelton, 
Pa. 

The following Fiat dealers have 
made changes in names and/or 
addresses: 

Martyne Motors, 1900 Federal 
Highway N., Fort Lauderdale, Fla.; 
Old Colony Service Corp., W Tis- 
bury Rd., Edgartown, Mass.; Small 
Cars of Paramus, Inc., E. 66 Route 








4, Paramus, N. J., and Adams Mo- 
tors, Inc., 406 17th St. Virginia 
Beach, Va. 

- * + 

Volvo 
Two personnel additions have 

been announced at Swedish 

Motor Import, Inc., Volvo distribu- 
tor for the Southern states. 


Tom D. Watson has been appoint- 
ed sales representative. He is a vet- 
eran in the auto business, having 
been factory representative for 
both foreign and domestic makes. 
In his new job, he will be respon- 
sible for contact with established 
dealers and the appointment of new 
Volvo dealers. 

Graham Main has been appointed 


Renault-Peugeot Deal Opens 


BOSTON. — Ofgant Jackson Re- 
nault Peugeot has opened at 858 
Providence Highway, Route 1, Nor- 
wood. The firm is headed by George 
F. Hutchins I. 





service representative. He has serv- 
ed as factory service representative 
for an imported sports car and 
has six years’ experience ag service 
manager in both wholesale and re- 
tail imported-car firms. 

* ad * 


Morris 


wo big New Mexico men drove 


a tiny Morris 850 from Santa Fe 
to Juneau, Alaska, to observe the 
Fourth of July in the nation’s 49th 
state. 

The drivers were Ira Rupp, Al- 
buquerque, and Sherman Evans, 
Los Alamos. Each ig a six-foot, 250- 
pounder. Their combined weight 
was almost half as much as that 
of their car. The Morris 850 weighs 
1,050 Ibs. 

Rupp is manager of the Santa Fe 
branch of Motorsport, an imported- 
car dealership headquartered in Al- 
buquerque, and Evans is a security 
officer for the Atomic Energy Com- 
mission. 

They carried greetings to Juneau 
officials from New Mexico Gov. 
John Burroughs and Santa Fe 
Mayor Leo Murphy and a New 
Mexico state flag from Secretary of 
State Betty Fiorina. 





Auto Show at Japan Trade Center— 


Two of Japan's automobile manufacturers, Nissan Motor Co. and Toyota Motor Co., 
Ltd., joined forces to salute New York's Summer Festival with an auto show at the 
Japan Trade Center. The Toyota exhibit featured the six-passenger Crown Custom 
Toyopet and a Toyota Land Cruiser. Nissan's display included the Datsun Fair Lady 
convertible and the Bluebird station wagon. Skitch Henderson, musical director, 
National Broadcasting Co., is shown as he maneuvers the Fair Lady across the side- 
walk and into the center's showroom to kick off the show. 


Childers a with colorful Panorama Trim give your lot 
a commanding look of stability and permanence. Si 
letters can be attached. A carnival-gay day or night 
showcase. Childers Carports also available in other 
trim styles. (See ee below.) 
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Now! Make Your Lot A Profitable 365-Day ieee? 
With Childers Carports That Pay For Themselves 


By slashing expensive clean up costs and light bills, eye-catching 
Childers Carports easily save you their small cost of as little as 5c per car per day! 


For their beauty alone, Childers 
Carports are one of the best invest- 
ments you can make to increase sales 
and profits. 

But Childers Carports do far more 
than turn an ordinary-looking lot into 
an inviting, exciting outdoor showroom. 


Childers Carports actually pay for 
themselves in savings on clean up costs 
and light bills. 


Clean Your Cars Only Once 

Childers Carports shield your cars 
from rain, sleet, snow and dust. As a 
result, you often clean your cars only 
once before they’re sold 

The money you now spend to wash, 
clean and wax your cars over and over 
again can quickly amount to more than 
the small cost of your Childers Carports. 


Cut Light Bills Up To 50% 


At night, when most car buyers are 
looking, Childers Carports concentrate 


NO DOWN PAYMENT! 
NO CARRYING CHARGE! 


Take advantage of Childers special 
payment plan for car dealers. Pay 
for your Childers Carports in four 
equal monthly payments! 





oar lights directly onto your cars. 
ight bills are cut up to 50%. Profits 
go up. 
Attract More Prospects 

Just look at the photo above and 
you can see why more prospects are 
attracted to this outdoor showroom. 
More prospects mean more sales. More 
sales mean more profits. 


Why Dealers Praise Them 


Here are some additional reasons 
why hundreds of dealers in 40 states 
consider Childers Carports one of the 





Choose The Trim That You Prefer: 





Continental Trim on Childers Carports adds 
a distinctive a ance to your lot. Trim 
finished in white enamel or factory 
Bonmderized—ready te paint! 


Thinline Trim on Childers Carports gives a 
strikingly modern look to your lot. Easy 
to install. America’s lowest cost perma- 
nent outdoer ! 


best investments any dealer could 
make: 


Make every day a selling day. 

Let prospects trade in comfort. 
Bring higher prices for cars. 
Increase turnover. 

Lowest cost “showroom expansion.” 
Easy to move and re-assemble. 
Quick, low-cost installation. 


Call Two Dealers, Free! 

Childers will send you a list of 400 
happy dealers who have turned their 
lots into year-round, all-weather show- 
rooms, increased sales and decreased 
costs with Childers Carports. 

After you receive this list, call any 
two dealers. Let them tell you about 
Childers Carports in their own words. 
Send the bill for these calls to Childers. 
You'll be reimbursed promptly. No 
obligation. Mail coupon below, today! 


NEVPOW= 


WE PAY FREIGHT TO ANY 
DEALER IN CONTINENTAL U. S. 


poennn Mall THIS COUPON TODAY =———-= 
Childers Manufacturing Co., 
Dept. AN-10 


3620 West 11th Street 

Houston 8, Texas 

Send me complete information and list 
of “400 dealers who have installed 
Childers Carports. 


Firm.___ 
Name & 
Title 
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What's New... 


LAS VEGAS, Nev.—Sponsors of 
the National Auto Accessory & 
Parts Exhibit scheduled here Sept. 
12-15 released a partial list of ex- 
hibitors reserving space for what 
is billed as “the world’s greatest 
automotive trade show.” 

Among concerns reserving space 
are: 


Ace Rubber Products, Inc.; Affili- 
ated Can Co.; Ansen Automotive 
Engineering, Inc.; Antenna Corp. 
of America; Aris Products Mfg. 
Co.; Arkay Products Mfg.; Associ- 
ated Equipment Corp.; Automotive 
Chain Store; Automotive Retailer; 
Auto Trim News; Barfield & Co., 
Inc.; Albert Bloch & Son; Bonded 
Brake Lining Sales; Buddy Seat 
Covers, Inc.; Calseaco Mfg. Co.; 
Carson Mfg. Co.; Chemsol Corp.; 
Coast Stamping & Mfg.; Del-Krome 
Corp.; Dupli-Color Products; Dura- 
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In Parts and Accessory Distribution 


Chrome, Inc.; Encyclopedia Ameri- 
a, and Encyclopedia Brittanica, 
ne, 

Fab Spray; Fenton Co.; Flash 
Mfg.; G & B Mfg. Co.; G & S Mfg. 
Co.; Globe Rubber Products; Green 
Ball Bearing Co.; Hercules Shock 
Absorber; Hollywood Accessories; 
Hollywood Deep Tone Mfg. Co.; 
Industrex, Inc.; Interstate Enamel 
& Varnish; Jamick Mfg.; Karpak 
Co.; R. O. Kent Mfg. Co.; Kraco 
Products, Inc.; Kravex Mfg. Corp.; 
La Cal Mfg. Co.; Lance Antenna; 
Lang Mfg. Co.; Lectra Sales Corp.; 
Market Forge Co.; Merit Mfg. Co.; 
Mitchell Rubber Co.; Monarch In- 
ternational; Monkey Grip Sales 
Co., and Namsco, Inc. 


New York Coil Co.; Norman In- 
dustries; Nu Color Corp. of Ameri- 
ca; Nutmeg Chemical Co., Inc.; 
Ohio Mfg. Co., Inc.; Omscolite 
Corp.; Osrow Products; Pacific 





Coast Products; Paine & Williams; 


Palmer Mfg. Corp.; Perfect Fit 
Mfg. Co.; Plasti-Kote, Inc.; Prac- 
tical Mfg.; Rainbow Plastics, and 
Rocket Industries. 

Rosenberg Bros.; Shore-Calnevar, 
Inc.; Signa Craft, Inc.; Snyder 
Mfg. Co.; Stanley Spring Works, 
Inc.; Star-Lite Mfg. Co.; Stelber 
Cycle; Superior Industries, Inc.; 
Sutone Corp.; Thorsen Mfg. Co.; 
U. S. Metal Products Co.; Valley 
Tow Rite, Inc.; Videola Erie Corp.; 
Wald, Inc.; World Electrical Spe- 
cialties; Wright Mfg. Co.; Yale En- 
gineering Co.; Yankee Metal Prod- 
ucts, and Howard Zink Corp. 

* * a 


McQuay-Norris Opens 
Branch in Houston 


ST. LOUIS. — McQuay-Norris 
Mfg. Co., has opened a new branch 








warehouse at 2920 Crawford St., 
Houston. 

The new building is a one-story 
brick warehouse. Nearly 10,000 
square feet of floor space are pro- 
vided for warehousing operations 


and offices. 
* ae +. 


Borg-Warner Realigns 
Service Parts Subsidiary 


CHICAGO. — Election of A. C. 
Darling and Robert L. Stacey as 
chairman and president, respective- 
ly, of Borg-Warner Service Parts 





A. C. Darling R. L. Stacey 


Co., has been announced by Robert 
S. Ingersoll, Borg-Warner presi- 
dent. Darling has served as the 





America’s modern way of doing business 





Stabilizing rocket — delivered by AIR EXPRESS — gets high-temperature environmental test at California laboratory 


Space rocket gets a lift from Air Express 


These men aren’t on their way to Mars—yet. But the amazing rocket they’re perfecting brings that 
day closer and closer. Right now, they're putting its components through their paces at the North 
American-Rocketdyne field site in California. The little stabilizing rockets, about to be tested here, 
have already flown successfully—by AIR EXPRESS ... the world’s fastest, most dependable way to 
ship. If speed, kid-glove handling and dependable delivery 


— all at low cost —are vital to your business, always 
call AIR EXPRESS. And make sure your products, parts and 
new models are FIRST TO MARKET...FIRST TO SELL. 


-—- Uw 
AIR EXPRESS 


& CALL AIR EXPRESS DIVISION OF RAILWAY EXPRESS AGENCY ¢ GETS THERE FIRST VIA U. S. SCHEDULED AIRLINES 








firm’s president and general man- 
ager since 1938. 

Stacey comes to Borg-Warner 
Service Parts from the National 
Automotive Parts Assn. which he 
joined in 1949. Since 1955 he has 
served as the organization’s vice- 
president and general manager. 


9 Pct. Gain Noted 
In Wholesalers’ 
Volume in 1959 


NEW YORK. — A 9.2 percent 
growth in business volume of auto- 
motive wholesalers was reported in 
the 19th annual survey of 410 
wholesalers’ financial statements by 
the Motor & Equipment Manufac- 
turers Assn. 

“Annual sales for those custom- 
ers of our members aggregated 
$185,943,296, suggesting an industry 
volume rise to above $3.7 billion,” 
said a spokesman for MEMA. 

He said the 410 wholesalers rep- 
resented a 5 percent cross-section 
of the entire wholesaling industry. 

“Net earnings last year also 
showed some slight improvement 
and it was gratifying to see that 
there were indications of higher 
retention of profits,” he added. 

Although the survey indicates a 
“continued healthy industry,” he 
said, there are signs which call for 
a “guard against a tightening situa- 
tion over the period ahead.” 

He cited a 133 percent increase 
in the number of wholesalers which 
have folded in the first six months 
of this year. Thirty-five firms closed 
during the period, compared with 
15 a year ago and 10 in the like 
period of 1958, 


24 New Members 
Join Automotive 


Warehouse Group 


KANSAS CITY.—Twenty-four 
companies were admitted to mem- 
bership in the Automotive Ware- 
hquse Distributors Assn., Inc., at 
the group’s summer board meeting 
here. 

The board also heard reports on 
work of the Manufacturers’ Advis- 
ory Council, the Manufacturers’ 
Conference Planning Committee 
and the Joint Conference Planning 
Committee. 

New distributor members are 
L. C. Biglow & Co., Inc., New York; 
Eastern Warehouse Service, Inc., 
Long Island City, N. Y.; Engine- 
ware Distributing Co., Inc., Chi- 
cago; Charles W. Krieg Co., Inc., 
Newark, N. J.; Mandell Automotive 
Products, Ltd., Hamilton, Ont.; 
P & M Supply, Inc., Tampa, Fla.; 
Wheels, Inc., Clifton, N. J., and 
Risley-Leete Co., Inc., New Haven, 
Conn. 

New associate distributor mem- 
bers are Auto Parts Warehouse 
Co., Columbia, S. C.; C. B. Sales, 
Chicago, and Saunders & Neefus 
Co., Cleveland. 

New affiliate manufacturer mem- 
bers are: Acme Quality Paints, 
Inc., Detroit; Alondra, Inc., Los An- 
geles; Arrow Armatures Co., Spar- 
tanburg, S. C.; Detroit Aluminum 
& Brass Corp., Detroit; Dole Valve 
Co., Morton Grove, Ill.; Electric 
Autolite Co., Toledo; Flower City 
Specialty Co., Rochester, N. Y.; 
Kimco Auto Products, Inc... Mem- 
phis, and McCord Corp., Detroit. 

Mark Line Co., Chicago; Ray- 
bestos Division, Stratford, Conn.; 
Sterling Aluminum Products, Inc., 
St. Charles, Mo., and Western Auto- 


motive, Chicago. 
* + . 


Purolator Denies 


FTC Charges 


WASHINGTON, — Purolator 
Products, Inc., Rahway, N. J., has 
denied Federal Trade Commission 
charges of discriminating in price 
among competing customers in the 
sale of automotive replacement fil- 
ters. 

Answering the FTC’s complaint 
of March 29, Purolator admitted 
that it sells the filters to customers 
classified as warehouse distributors, 
and that they in turn resell them to 
jobbers, However, the answer de- 
nied that the company controls 
sales to jobbers by warehouse dis- 
tributors to such an extent that the 
jobbers, in all essential respects, are 
customers of Purolator, 
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DONT PUT 
YOURSELF ON THE 





What does your customer really want in car cool- 
ing system protection? He wants the same thing 
he’s always wanted. Peace-of-mind! Sure protection. 
No cooling system troubles. 


So here’s what you can tell him when he asks a 
question about anti-freeze: 


All of the new products—whether called “fluid” 
or “coolant” or “anti-freeze”—are ethylene glycol 
plus rust inhibitors. (All except one, that is, and 
that one is a packaged solution of glycol and in- 
hibitors plus water.) If your customer wants to 
know what ethylene glycol is...just tell him, 
“Ethylene glycol is the best anti-freeze base there 
is, bar none.” 


But what about the inhibitors ... that very im- 
portant part of the product that is not ethylene 
glycol? The answer is simple: the best anti-freeze 
inhibitors, including exclusive Magnetic Film, are 
used in “Prestone” brand Anti-Freeze. That was 
true last year—and it’s true this year. 


P.s. Let’s not forget to mention the fact that every 
Detroit automobile maker states in his car owner’s 
manual that water and anti-rust should be used 
in the summer and a fresh filling of anti-freeze 
should be installed every fall. 


So don’t put yourself (and your profitable repeat 
business) on the spot this year. The most famous 
guarantee in the anti-freeze business backs your 
recommendation of “Prestone” brand Anti-Freeze. 
Just tell your customer what more than likely is a 
fact—“I wouldn’t use anything else in my own car.” 


“Prestone” and “Union Carbide” are registered trade-marks for products of 


UNION CARBIDE CONSUMER PRODUCTS COMPANY :- Division of Union Carbide Corporation - 270 Park Avenue, New York 17, N.Y. 
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ndent George L. Glaser Writes... 





Auto Letter from Europe 


eres Germany.—A new 
and more powerful engine will 
be installed in Volkswagens built 
for export after Aug. 1, An increase 
in the price of the car is viewed as 
probable. 


The engine, which has been 
used for a year in VW buses and 
trucks, is much quieter, delivers 
at least six more horsepower at 
the same displacement, has a 
heavier crankcase housing, heav- 
jer crankshaft, sturdier valve 
train, better exhaust system and 
a wider peak torque range. 


The larger VW model, with a still 
larger engine and modern styling, 
definitely will not be introduced be- 
fore the Frankfort Auto Show in 
September, 1961, informal sources 
say. 

In this connection, the steel 
works in Salzgitter, not far from 
VW’'s home city of Wolfsburg, are 
being expanded to meet VW’s 
larger demand for the metal. It is 
said that the auto firm igs prepared 


to embark upon a three-model pro- 
gram if the need arises, 
cd of * 


Simca, NSU Make Deal 


8 jc an arrangement between 
Simca and NSU, the French- 
built Simca will be distributed in 
West Germany by NSU, while the 
French firm will market the Ger- 


man NSU Prinz in its country. 
* bd * 


Argentine Goliaths Bow 


N BREMAN; Goliath has an- 
nounced that the first cars built 
by the Goliath-Hansa plant in Ar- 
gentina have been shown at the 
auto show in Rosario, Argentina. 
+ cd + 


Citroen Buys Argentine Plant 


| PARIS, Citroen, counting on 
the formation of a common mar- 
ket in South America, has an- 
nounced the purchase of a plant in 
Buenos Aires for production of its 
two-cylinder small Citroen. 


A spokesman said 1,600 units are 


scheduled to be assembled this year, 
with gradual increases slated 
through 1965, when the output goal 
is expected to be 25,000 units. 


Skoda Price Cut in Germany 


1 price of the Czechoslovakian 
Skoda in West Germany has 
been reduced and now begins at 
about $75 below that of the Volks- 
wagen. 

* * * 


French Output Is Up 


Aur production also is up in 
France itself. An industry 
spokesman said 134,234 vehicles 
were assembled in March, compar- 
ed with 110,795 in the like month a 
year ago. 

of Oo * 


BMC Adds 2 Models 


. Motor Corp. is rushing 
production of two larger cars 
of the same design as the new small 
Morris-Mini Minor and Austin 7. 
These cars also will have the front 





Frua'’s Body for Volkswagen— 





Designed for the Volkswagen chassis by Pietro Frua Studio, Turin, Italy, this four- 
seat, two-door body bears a striking resemblance to Chevrolet's Corvair. With VW 
coming out with a larger model, probably in 1961, there is speculation that the new- 


comer may be influenced by the sfyling of this body. 
a 


* * 


* * x 


engine positioned sideways and|in the final stages of planning, It 


feature front-wheel drive. 
* * + 


Lancia Adding Branches 


ees branches are being set 
up by Lancia in the Italian 
cities of Rome, Florence, Verona, 
Cagliari and Vari. The firm also is 
expanding its service operations. 
The firm’s new 1.5 liter medium- 
size car, the Flavia, reportedly is 









...sayS Jim Hopland, 


International Harvester dealer, 


Indio, California 


“GAR WOOD-ST.PAUL “% 
STAYS RIGHT WITH US... 
BEFORE, DURING AND 
AFTER THE SALE!” 
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Jim Hopland (center), Sales Manager of Suski & Sakemi Garage, Indio, California; Dan Carter (in cab), of Massey 
Sand & Rock Co.; and Charles Poss, Salesman for Los Angeles Truck Equipment, Inc., Gar Wood -St. Paul Distributor. 


Indio, Calif., the location of Jim Hopland’s International 
Harvester dealership, is 150 miles from metropolitan 
Los Angeles. Normal sand hauling is tough enough, but 
operating in the desert-like sand of Indio presents unusual 
maintenance problems. Service is a big factor to Jim Hopland. 

“It’s a big factor, and it doesn’t worry us a bit. Our 
Gar Wood -St. Paul Distributor is always well equipped 
with any service or parts we could possibly need. We are 
never forgotten after the sale has been made. 

“We can always count on our Gar Wood-St. Paul 


GAR WOOD INDUSTRIES, INC. 


Plants in Wayne and Ypsilanti, Mich. ¢ 





Wayne, Michigan « 





Gar Wood - St. Poul 
Hi- Lifts 


7 ae 
SNL I 


= 


Gar Wood - St. Paul 
Frate-Getes 


Distributor for up-to-date sales information, too. And 
he’s a great help in specifying the right equipment for 


each customer’s requirement. 


“It has always been a great 
Gar Wood - St. Paul.” 


pleasure to work with 


Jim Hopland gets all the service he needs and more. 
Your Gar Wood - St. Paul Distributor can do the same for 
you. He is headquartered in your area with the most 
advanced line of truck equipment on the market. 


Call him soon. 


Richmond, California 


Sh 


Gor Wood 
Winches 


Gor Wood - St. Paul 
Hoists & Bodies 


Findlay, Ohio © Mattoon, Ill. © Richmond, Calif. © Exeter, Penna. 





will feature front-wheel drive and 
is expected to have a four-cylinder 
flat boxer power plant, which will 
be available with two different 
horsepower ratings. 

* a * 


GM Plant 25 Years Ago 


E General Motors custom as- 
sembly plant in Biel, Switzer- 
land, has observed its 25th anni- 


versary. 
cd * * 


Renault Drops Prices 


| Agents al unexpectedly dropped 
prices in England for the Dau- 
phine to a level about 6 percent 
below Volkswagen. 
Previously, the two cars had sold 
for about the same price. 
* * ok 


MAN Steps In 


ORE part of the BMW problem 
has been settled for good. 
MAN, a Bavarian firm which 
makes trucks, buses, diesel engines, 
bridges and other items, has pur- 
chased a 50-percent share of the 
BMW division which makes air- 
plane power plants. 

MAN has also loaned BMW 
about $4.5 million on easy terms. 
The final fate of the BMW ap- 
parently will be decided at the next 
meeting of stockholders. At pres- 
ent, it looks like BMW may go it 
alone without any of the proposed 


mergers. 
ok * * 


Dividend at Ford 


Frond of Germany has announced 
a 12-percent dividend, Last year 
it was zero. About 99 percent of 
the stock is owned by Ford Motor 
Co. of Dearborn. 

* * * 


Ease Up, Hans 


ERMAN authorities are trying 

out new speed limits on holi- 
days: 60 miles per hour on the 
autobahns and 50 MPH on all other 
routes. 

In spite of the fuming by some 
experienced drivers with fast 
cars, it is assumed that the stead- 
ily increasing rate of accidents 
will be decreased. 

Too many new drivers have ap- 
peared on the roads since motoring 
has taken such a big upswing and 
experience with autos and speed 
has been lacking. 

* * * 


New BMC Plant 


RITISH MOTOR CORP. has 
started building a new factory 
in Bathgate, West Lothian, Scot- 
land. It eventually will produce 
1,000 heavy trucks and 750 farm 
tractors weekly. 
* * * 


New Daimler Diesel 


T THE annual technical trade 

fair in Hannover, Daimler-Benz 
showed a complete new series of 
air-cooled diesel engines for com- 
mercial applications. 

The sizes are made up of inter- 
changeable parts, in a_ so-called 
Baukasten system, Baukasten is 
the name of German toy sets for 
boys, from which various toys can 
be built from standardized parts. 

* * ob 


More DKWs Due 


UTO-UNION has announced 
that the new DKW 750 is such 
a success that steps will be taken 
to increase production from 250 a 
day to 600 a day before the end of 
the year. 
In the larger 1000 series, Auto- 
Union has cut out the two-door 
coupe. 








THE FUTURE 
Re AA 


in the Automotive World 


erence 


Plymouth’s XNR "‘idea car’’ featuring off-center styling 


The Site: Detroit ... The Issue: AUTOMOTIVE NEWS Auto Show Issue... 
The Date: October 10, 1960 


For the first time in many years, The 1961 National 
Automobile Show is returning to the Motor City 
. .. and what a triumphant return it will be. New 
show facilities have been built in Detroit which are 
among the nation’s finest. Unprecedented crowds are 
expected to attend, 

The Show itself will generate the highest interest in 
years. Automotive manufacturers are expected to re- 
veal for the first time—in the form of new cars— 
their impressions on the impact the 1960 “compacts” 
had on the market. Everyone interested in cars will 
be waiting with high anticipation. 

Like the national political conventions, however, the 
real meaning of the Show will be left to the interpre- 
tation of the experts. That is the purpose of the 1961 
AUTOMOTIVE NEWS Automobile Show Issue. 
You can imagine the interest this issue will hold for 
the major buying influences of your products. 


Factory executives, car and truck dealers, styling and 


RESERVE SPACE NOW 


Published: October 10, 1960 


CLOSING DATES: 
3 and 4 color plates: September 27 
2 color, black and white, September 29 


engineering personnel, purchasing and sales man- 
agers, automotive suppliers and jo ieses will all look 
forward to these exciting features: 
@ Photos and data on every American automobile. 
e Additional illustrations showing principal models 
of each make and top selling features. 
e A complete section on trucks showing new models 
and other data. 
Feature stories about industry suppliers, including 
new developments on ’61 models. 
Engineering and styling developments. 
Prices and specifications of all American automo- 
biles. 
e Advertising news on each make including plans 
for 1961. 
The issue will go to over 43,000 regular subscribers 
. PLUS 3,000 copies to factory executives and 
dealers attending the show . . . PLUS 1,000 extra 


The most influential publication in the automotive industry. 


The 


rote 


copies for requests received each year .. . a GRAND 
TOTAL of over 47,000 copies! And if you prefer 
to use full color, you will be extremely pleased at the 
economy. 

Why not contact your local representative today to 
make early reservations for this outstanding issue. 


REPRESENTATIVES 
NEW YORK: Edward Kruspak, Howard E. Bradley, 51 E. 
42nd St., Murray Hill 7-6871 
CHICAGO: J. Goldstein, Bill Gallagher, 360 N. Michigan 
Ave., State 2-6273 
DETROIT: R. L. Webber, William R. Maas, Roy Holihan, 
965 E. Jefferson, Woodward 3-9520 
SAN FRANCISCO: jules E. Thompson, 681 Market St., 
Douglas 2-8547 
LOS ANGELES: Robert E. Clark, 6000 Sunset Blvd., Holly- 
wood 3-4111 
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Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction 
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Prices of '60s added and '52s dropped in December, 1959. Prices of ’59s added and ’51s dropped in December, 1958. 
Figures alongside bars represent dollars. (Copyright, 1960, by Automotive News) 
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4-dr., $975* (ps). 
56 Two-ten (8) station wagon 4-dr., 
$775, $415; Bel Air (6) 2-dr., $500*. 
’55 Bel Air (8) 4-dr., $470; 2-dr., $270*. 


690* (ps); Bel Air (8) 4-dr., $1,460*; 
Biscayne (6) 2-dr., $1,350. 

"58 Impala (8) 2-dr. hardtop, $1,315* 
(ps); Bel Air (8) 4-dr, hardtop, $1,- 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 


*58 (60) Special 4-dr., $2,805* (ps); (62) 
conv., $2,600* (ps). 
"56 (62) Sedan de Ville, $1,350* (ps). 
CHEVROLET—’60 Bel Air (8) 4-dr., $2,- 


drive, and (ps) indicates power 000* (ps); Corvair (6) 4-dr., $1,650. 160* (ps); Biscayne (6) 4-dr., $1,- | CHRYSLER—'’57 Windsor 4-dr., $1,025* 
steering "59 Impala (8) 2-dr, hardtop, $1,940* 020; Delray (6) 2-dr., $1,010. (ps). 
° ‘ ° ° (ps); 4-dr, hardtop, 2 at $1,750*, $1,- "57 Bel Air (8) 2-dr, hardtop, $1,225*;| DeSOTO — ’56 Firesweep 2-dr. hardtop, 
ALBANY 


Tim Anspach Dealer’s Auto Auction. Sale 
every Monday, Prices are for sale of July 
18. Automobiles of all grades sold for 
good prices. As usual the clean, sharp 
grade A cars were selling as high. The 
bums remained unsold. Sold 104 cars from 
129 consignments. 

BUICK—’56 RM 4-dr., $480* (ps); Special 








2-dr., $415*. 
'55 Special 4-dr. Riviera, $500*; 2-dr. 
Riviera, $500*, $345*; 4-dr., $410* 
(ps); Super 4-dr., 2 at $435*° (ps). 
’54 Super 2-dr. Riviera, $360* (ps). 
CADILLAC—’58 (62) 4-dr., $2,625* (ps); 
4-dr. hardtop, $2,575* (ps). 
CHEVROLET—’59 Bel Air (8) 4-dr., $1,- 


375*; Bel Air (6) 4-dr., $1,345; Brook- 


wood (6) 4-dr., $1,350*; Biscayne (6) 
4-dr., $1,350. 

58 Biscayne (8) 4-dr., $1,300*; Bis- 
cayne (6) 4-dr., $1,200, $1,025", $800; 
2-dr., $1,000; Bel Air (8) 4-dr., $1,175* 


(ps). 

’5S7 Bel Air (8) station wagon 4-dr., $1,- 
175*; Two-ten (6) 2-dr., $875; One- 
fifty (6) station wagon 2-dr., $750. 

°56 Two-ten (8) station wagon 4-dr., 
$825*; 2-dr., $700*; 4-dr., $620*, $605; 
Two-ten (6) Delray, $610. 

’55 Bel Air (6) conv., $685*; 4-dr., $485; 
2-dr., $485; Nomad (8) 2-dr., $510*; 
Two-ten (6) 4-dr., $510*; 2-dr., $390; 
One-fifty (8) 2-dr., $500, $490*; 4-dr., 


$460; station wagon, $440*; One-fifty 
(6) 2-dr., $480. 

'54 Bel Air sport coupe, $380*; Two-ten 
Delray, $235 


‘53 One-fifty 2-dr., $190. 
CHRYSLER — '55 Windsor 2-dr. hardtop, 
$365°*. 
DeSOTO — ‘60 Adventurer 4-dr., $2,650* 
(ps). 
DODGE—’57 Suburban (8) 2-dr., $790*. 

’565 Coronet (8) 2-dr. hardtop, $430*; 

Royal (8) 4-dr., $380*. 
FORD—’'60 Falcon (6) 4-dr., $1,050. 

’59 Custom 300 (8) 4-dr., $1,160. 

'58 Fairlane 500 (8) conv., $1,215; Fair- 
lane (8) 2-dr., $870; Custom 300 (8) 
2-dr., $825. 

"57 Country Sedan (8) 4-dr., $975* (ps); 
Fairlane (8) 4-dr. Victoria, $850* (ps); 
Fairlane 500 (8) 2-dr., $835*; Custom 
(8) 2-dr., $700°*. 

’56 Custom (8) 2-dr., $545, $500*; 4-dr., 
$460*, $420*, $300*; Fairlane (8) 2-dr., 
$535, $505*; Country Sedan (8) 4-dr., 


‘55 Fairlane (8) 4-dr., $585*; Ranch 
Wagon (8) 2-dr., $490; Custom (6) 
2-dr., $380, $360°, 

‘54 Custom (8) 2-dr., $430*, $175*; Crest 
(8) 4-dr., $310*; Crest (6) 2-dr. Vic- 
toria, $150. 

"53 Custom (8) 2-dr., $180*; Custom (6) 
4-dr., $135. 

‘52 Custom (8) 2-dr., $170. 

LINCOLN—’56 Premiere 4-dr., $895* (ps). 
MERCURY—'57 Commuter 4-dr., $1,000* 


(ps). 
'66 Montclair 2-dr, hardtop, $600*. 
*54 Monterey 4-dr., $420. 
OLDSMOBILE—’56 (88) Super 2-dr. Holi- 
day, $660° (ps); (88) 2-dr., $450° 


(ps). 
'55 (98) 4-dr. Holiday, $595* (ps); (88) 
4-dr., $500°. 
"54 (88) 4-dr., $235* (ps); (98) 4-dr., 
$220°. 
PLYMOUTH—’58 Savoy (8) 4-dr., $1,000. 
‘ST Plaza (8) 4-dr., $610; Savoy (8) 4- 
dr., $600*. 
"55 Plaza (8) 2-dr., $360. 
PONTIAC—’59 Star Chief 4-dr. Vista, $2,- 
125° (ps). 
‘56 Chieftain Safari 4-dr., $425. 
65 Chieftain 2-dr. Catalina, $440*; Star 
Chief 2-dr, Catalina, $335. 
— — '55 Custom Cross Country, 
WILLYS—’'53 Deluxe station wagon, $220. 
*48 conv., $285, 
MISCELLANEOUS—'57 Willys Jeep, $430. 
'54 Ford %-ton pickup, $280. 
*30 Ford Model A %-ton pickup, $170. 


FLORIDA 


Florida Auto Auction, Sale every Tues- 
day, Prices are for sale of July 19, 
BUICK—’60 LeSabre 4-dr. hardtop, §2,- 

775* (ps); Invicta 4-dr, hardtop, §2,- 


510° (ps). 

'59 Invicta 2-dr. hardtop, $2,100* (ps); 
LeSabre 2-dr, hardtop, $1,865* (ps); 
2-dr., $1,600*. 


‘68 Special conv., $1,510*; 4-dr, Riviera, 
$1,465* (ps); 2-dr, Riviera, $1,195* 


(ps). 
‘S57 RM 4-dr, Riviera, $1,100* (ps); 
NOaM a, $950* (ps); Special 2-dr., $795* 
ps). 
‘BS Special 4-dr., $565* (ps). 
OCADILLAC—’'59 (62) 2-dr, hardtop, §3,- 
750° (ps). 








ALABAMA MICHIGAN 
JOHNSON AUTO aise 
DETROIT'S 


AUCTIONS 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 


NS lenate}. 
wets) 


N-A-D-E 
TT a5) Ue 


NATIONAL AUTO 
DEALERS EXCHANGE 


Oldest, Largest and Very Best 
Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just '/2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


NEW JERSEY 











COLORADO 








Colorado Auto Auction 
4285 So. Santa Fe, Littleton, Colorado 
Phone: SU 1-782/ 


SALE EVERY MONDAY 
11:00 A.M. 


George A. Lamb Norman Early 
Owners & Operators 
MILL NACE, General Manager 
Dealers Only 
Write for FREE Market Reports. 





NEW YORK 
Minutes from New York City TROY—Troy Auto Auction, Inc., Box 


460, RD 4. Insured checks & titles. 
Every Thurs. 12:30. 


LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.) 








CONNECTICUT 








NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Aute Auction 
Albany 5, N. Y. 


NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our I4th year 
of continuous operation. 
Sele every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 





EXCLUSIVELY FOR AUTO DEALERS 


Every Monday — I! O'Ciock 


80 car sale average 
All Titles and Checks Guaranteed 


INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 
Dual Lane Sale—4 Auctioneers 


Insured By 
AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 








NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 

EVERY THURSDAY AT NOONI 

ON ROUTE 46 

CALDWELL TOWNSHIP, N. J. 


CApitol 8-0100 for Reservations 


OHIO 


AKRON—A-1 Auto Auction, U.S. 224, 
PL 3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 


MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- 


tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947, 








PENNSYLVANIA 


MANOR EA: SAAR GRAND OPENING! 
STATE FAIR AUTO AUCTION|| WANN LENE AUTO AUCTIO 


(Rear of 19600 Woodward, Detroit) “ 
TWO SALES WEEKLY ; 
Tuesday and Friday at 12:30 


Phone: TO 9-4660 
C, Simpson, Pres — Sam Goodman, Mgr. 





MICHIGAN 











U. $. Route 30 — EXTON, PA. 
1 MILE EAST OF ROUTE 100 


Thursday — August 18 — 11 A.M. (Dealers Only) 
FREE GIFTS — FREE PRIZES — FREE REFRESHMENTS 
Auction Checks—Guaranteed Titles—Iinside Parking 
For 250 Cars 
“All the usual fine services — PLUS." 









For Fast, Accurate Directions to 
Leading U. S. Auto Auctions, Dealers 
Look in LUCAD. 

LS 








$700* (ps). 
FORD — ’60 Galaxie (8) 4-dr., $2,225° 
(ps); Faleon (6) 2-dr., $1,725*. 


"59 Thunderbird (8) 2-dr, hardtop, $2,- 
815* (ps); Fairlane 500 (8) 4-dr., $1,- 
600* (ps); Custom 300 (8) 4-dr., $1,- 

$910*, $885* 


ae (ps), $1,275* (ps), 
ps). 
"58 Country Sedan (8) 4-dr., $1,275* 


(ps), $1,060*, $785* (ps); Fairlane (8) 
2-dr. Victoria, $1,000; Custom 300 (6) 
2-dr., 2 at $765; Custom 300 (8) 2- 


dr., $690. 

’57 Fairlane 500 (8) conv., $825*; Coun- 
try Sedan (8) 4-dr., $740*%; Custom 
(6) 2-dr., $550; 4-dr., $510. 

’56 Fairlane (8) 4-dr., $505* (ps). 

MERCURY—’55 Custom 2-dr., $415* (ps), 
. 


$200*. 
OLDSMOBILE—’58 (88) Super 4-dr., $1,- 
490* (ps). 
’57 (98) 4-dr. Holiday, $1,240* (ps), $1,- 
200* (ps); 2-dr. Holiday, $675* (ps). 
PACKARD—’56 Super 2-dr., $425* (ps). 
PLYMOUTH—'59 Belvedere (8) conv., $1,- 
450* (ps); Savoy (8) 4-dr., $1,090*. 
’57 Belvedere (8) conv., $750* (ps); 
Savoy (8) 4-dr., $700, $505. 
PONTIAC—’60 Star Chief 4-dr., $2,500* 


(ps). 
RAMBLER—’60 Super (6) 4-dr., $1,290. 
’56 Custom 4-dr., $485*. 
STUDEBAKER—’60 Lark (6) 4-dr., $1,- 
400. 
’59 Lark (6) 2-dr, hardtop, $1,050*. 
MISCELLANEOUS—’57 Ford %-ton pick- 


up, $660, 
FLINT 


Flint Auto Auction. Sale every Wednes- 
day, Prices are for sale of July 20. Sold 
173 cars from 271 consignments. 
BUIOK—’60 LeSabre 4-dr. hardtop, $2,715* 

(ps); 2-dr. hardtop, $2,470* (ps). 
°59 LeSabre 4-dr. hardtop, $2,255* (ps); 
4-dr., $1,935* (ps); 2-dr. hardtop, $2,- 
200* (ps); Electra 4-dr., $2,105* (ps), 

(Continued on Page 44, Col, 1) 








Manheim Auto Auction's 


big IS 


Anniversary Sale 


In appreciation of your patronage, Man- 
heim Aute Auction celebrates its I5TH 
ANNIVERSARY by giving away $15,000 
in prizes and free chicken barbecues! 
Two-day Sale—September 13 and 16! 


I" Prize 


A GLORIOUS 
WEEK END 
FOR TWO 






@ MANY OTHER CASH PRIZES 
@ ALL PRIZES AWARDED BY DRAWINGS 


Cash prizes to» buyers of cars 
with “Lucky 15” serial numbers. 


FREE 
Pennsylvania Dutch country tour 


FREE for wives. 


FREE wien cr or 
on day. 


Manheim Auto 


Auction, Inc. 


On Route 72, Manheim, Pa. 
Mohawk 5-2401 








LUCA D, the Dealers’ Directory 
to Leading Auto Auctions. 
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Families read TV Guide in a mood of relaxed enjoyment 


A difficult area in the advertiser’s appraisal of any 
magazine is the mood in which readers approach 
it . . . the psychological aura that surrounds it. 
Measurements here are few and hard to come by. 


Reader mood is one important facet of TV GUIDE 
probed in the study in depth made by Dr. Burleigh 
B. Gardner and his Social Research, Inc., staff. 
The conclusions are significant. 

Firm purpose stands behind the purchase of 
TV Gumwe by 7,250,000 families each week. 
Most are selective viewers who are determined that 


their TV hours be constructive, worth while and 
enjoyable . . . and who find the articles and fea- 
tures of this magazine, cover-to-cover, indispen- 
sable to that end. 


The active approach to television of selective 
viewers is consistent with their purposeful view 
of all leisure activities. These are the people who 
tour America, read books, man home work- 
shops, listen to hi-fi, delight in gourmet cookery. 
These are partisans of The Good Life, U.S.A. 
The mood in which they read TV GuIDE combines 


this intelligent pursuit of relaxation with the seek- 
ing of authoritative TV facts and reliable TV guid- 
ance, And all of this normally occurs within the 
context of the family group. 


Here is an ideal atmosphere for the advertiser to 
reach out and touch the imaginations of millions 
of prospects .. . to make sales of impulse products 
through print .. . to create the daydreams which 
will wind up as reasoned major purchases, 


Here is advertising opportunity. 


For your copy of “TV Guipe: A Stupy IN Deptu,” which details this important survey’s findings, 
call your local TV GuipE office or write TV Guipe, National Advertising Department, Radnor, Pa. 


Best-selling weekly magazine in America...circulation guarantee 7,250,000 





——— 


$1, 
"57 ‘Bpecial 4-dr. Riviera, $950*; 4-dr., 


57 (62) 2-dr. hardtop, $1,850* (ps). 


conv., $1,855", $1,595; sport 


Biscayne (6) 4-dr., $1,175, $1,030*; 
-dr., $950; Yeoman (6) 2-dr., $1,125. 
Bel Air (8) 2-dr. hardtop, $1,230* 






Used-Car Auction Prices 


(Continued from Page 42) 


$2,085* (ps). (6) 2-dr., $295. 
"58 Special 2-dr., $1,250* (ps); 4-dr., ’54 Bel Air 2-dr. 
Two-ten 2-dr., 


$715*; 2-dr. Riviera, $800*. 


Super 2-dr. Riviera, $365*. 


'56 (62) Sedan de Ville, $1,350* (ps). 500 (8) conv., 
—’60 Impala (8) conv., $2,- (8) 2-dr., 

4-dr, hardtop, $2,430* (ps). Sedan (8) 4-dr. 
Neaed (8) 4-dr., $1,905*; Impala (8) 4-dr., 


$1,620; Impala (8) 4-dr., $1,- 


2-dr., $1,305; Biscayne (8) 2-dr., $1,- 2-dr., $785*; 
435, $1,380, $1,360. Victoria, $635*; 
’58 Impala (8) sport coupe, $1,425*; dr., $7 


conv., $910; Bel Air (6) 4-dr., 


$1,050*; Two-ten (6) 4-dr., $760; 2-dr., 2-dr., $165*; 


'49 Hearse, $170. 
CHRYSLER—’52 Windsor 4-dr., $100*. 
"56 Special 4-dr, $595*; 2-dr. Riviera, | DeSOTO—'57 Fireflite 4-dr., $790* (ps). 
*, $490*, 25*; RM 4-dr., $590* 


"57 Coronet (8) 
$745* 


"55 Coronet (6) 2-dr., $130*. 
FORD—’'60 Country Sedan (8) 4-dr., $2,- 
450* (ps). 250*; Galaxie (8) Starliner, $2,170*. 
"59 Galaxie (8) 2-dr., $1,885*; Fairlane 
$1,805* (ps); Fairlane 
$1,430*, $1,325*; Country 
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, $450*; conv., $300*; 


$310, 


’5S Firedome 4-dr., $415*. 
; DODGE—’60 Dart (6) station wagon 4-dr., 
"5S Special 2-dr., $540*, $350*; 2-dr. $2,025. 
Riviera, $475*; Century 2-dr., $450*; 
4-dr., $400*; 4-dr. Riviera, $335* (ps) ; 
RM 4-dr., $415* (ps). 
OCADILLAC—'58 (62) Coupe de Ville, $2,- 


2-dr. hardtop, $750*, 


$1,710*; Custom 300 
* 


‘58 Fairlane 500 (8) 2-dr., $1,065*. 
’57 Country Squire (8) 4-dr., $1,080* 
; Bel Air (8) 4-dr., $1,625*, $1,- (ps); Country Sedan (8) 4-dr., $920*, 
615* (ps); 2-dr., $1,600*; Bel Air (6) $885* (ps), $860* (ps); Fairlane (8) 
Fairlane 500 (8) 4-dr. 


Ranch Wagon (8) 2- 


*; Custom 300 (8) 2-dr., $550; 
Custom (6) 4-dr., $495. 

"56 Custom (6) 2-dr., $450*; Ranch Wag- 
on (8) 2-dr., 

55 Fairlane (8) 2- dr, Victoria, $515*; 

Custom (8) 4- ar., $350. 


$440. 


54 Custom (6) 4-dr., $375*. 


"56 Two-ten (6) station wagon 4-dr.,| IMPERIAL—’57 Crown 4-dr. hardtop, $1,- 
$775*, $600; 2-dr., $590. 265* (ps). 
"55 Two-ten (6) 2-dr., $465, $375, $235, 
$150; Bel Air (8) 4-dr., $410, $250; $665*; Montclair 4-dr., $600 
375; conv., $200°; One-fifty ’56 Monterey 2-dr., 


MERCURY — ’57 Monterey 2-dr. hardtop, 
. 


$525; 4-dr. hardtop, 





$255*; Montclair 4-dr. hardtop, $520*; 





top, $1,950* (ps). 





4-dr., $365*. , 
"88 Montelair * <ar., $315"; Custom 2-dr., Model Breakdown Walter, getee fend. Cera ee 
$255 onterey = Of tic *. $600*. 
an gre 59 = £ ., $1,555*. Auc n Aver wee ‘gust Royal” “a 2-dr. hardtop, 
7 ) Super r. ‘oliday, $1,600* ’ y, 
(ps); (88) 4-dr., $1,480*. 1960 1960 | FORD—'60 Thunderbird (8) 2-dr. hardtop, 
’57 (88) 4-dr., $1,080* (ps). $2,189 $2,357 $3,300* (ps), $3,100* (ps); Galaxie (8) 
'56 (98) 4-dr. Holiday, $815* (ps); 2- 1,842 1,897 conv., $2, 330* (ps); Starliner, $2,260* 
dr., $530* (ps); (88) 4-dr, Holiday, (ps); 4-dr. Victoria, $2,240* (ps), $2,- 
5 oan _$435°. 1,280 §=—-:1,339 200° (ps); Fairlane’ 500 (8) 4-dr., $1,- 
$ ) r., $ f 904 946 
PLYMOUTH — ’57 Fury (8) 2-dr., $825*; 599 636 *59 Thunderbird (8) conv., $2,950* (ps); 
Belvedere (8) 2-dr., $690*; Suburban 442 461 2-dr. hardtop, $2,680* (ps); Galaxie 
(6) 4-dr., $630; Savoy (8) 4- -dr., $550; (8) Skyliner, $2,200* (ps); 2-dr. Vic- 
Plaza (8) 2-dr., $400*. 287 282 toria, $1,960; 2-dr., $1,815*; 4-dr., 
'56 Belvedere (6) 4-dr., $375; Savoy (6) 203 188 $1,800*; conv., $1,730"; Galaxie (6) 





2-dr., $145. 

PONTIAC—’59 Catalina Safari 4-dr., $2,- 
010* (ps); Safari 4-dr. (9 pass)., $1,- 
950* (ps); 2-dr., $1,700* (ps). 

57 Chieftain 2- dr., $630*. 


56 Chieftain 2-dr. Catalina, $520; 4-dr.,| CHEVROLET — '60 Corvette (8) conv., 
$425* $3,300; Bel Air (6) 2-dr., é 








Average $ 9446 $ 968 $1,013 









conv., $1,610; Custom 300 (8) 2-dr., 
$1,340*, $1,260; Ranch Wagon (8) 2- 
dr., $1,415*. 

‘58 Fairlane 500 (8) 4-dr. Victoria, $1,- 
310* (ps); Custom 300 (6) 2-dr., $1,- 
030. 

57 Thunderbird (8) conv., $1,750* (ps); 


5S Star Chief 2-dr., $400*, $315*, $310*; ’59 Impala (8) conv., $1,990* (ps); sport Fairlane 500 (8) 2-dr. Victoria, $1,- 
4-dr., $320* (ps). sedan, $1,870*%; Bel Air sport 210*, $1,120* (ps), $1,015*; Country 
RAMBLER—'59 Super (6) 4-dr., $1,495; sedan, $1,560*; 2-dr., $1,425; Bel Air Sedan (6) 4-dr., $940; Custom 300 (8) 
Cross Country 4-dr., $1,445*, (6) sport sedan, $1,550; Brookwood 2-dr., $835*, $830, $540; Fairlane (8) 


"58 Super (6) 4-dr., $955*, 


"57 Super (8) 4-dr., $430. $1,310, $1,240, $1,200. 


MISCELLANEOUS—’58 Ford %-ton piek- "58 Bel Air (6) 4-dr., $1,195*; 


Sos $1,015; Chevrolet %-ton pickup, (6) utility sedan, $650 
940, 


%-ton pickup, $680. 
’56 Chevrolet %-ton pickup, $630. 4-dr., $615, $400. 


56 Bel Air (8) sport coupe, $850*; 


dr., $700*, $515*; sport sedan, $595*; 
DETROIT One-fifty (6) 2-dr., $535*. 
Aptco Auto Auction, Sale every Wednes-| CHRYSLER — '56 Windsor 4-dr., 
day. Prices are for sale of July 20, 1960. (ps) 


BUICK—’58 RM conv., $1,625* (ps). 
’57 Century 4-dr. Riviera, $925*. 
’56 Special 4-dr., $600*. 


060* (ps). 


(6) 2-dr., $1,400*; Biscayne (6) 2-dr., 
Delray 
’57 Two-ten (8) station wagon 2-dr., $1,- 


’57 Ford Ranchero %-ton, $725* (ps); 100*; 2-dr., $760*; One-fifty (6) sta- 


tion wagon 2-dr., $810; 2-dr., $670*; 


$525° 
DeSOTO—'59 Firedome 2-dr. hardtop, $2,- 
‘57 Fireflite station wagon 4-dr., $1,310* 











4-dr. hardtop, $810*; Custom (8) 2- 


dr., $485. 

’56 Thunderbird (8) conv., $1,525* (ps); 
Ranch Wagon (8) 2-dr., $685*; Ranch 
Wagon (6) 2-dr., $440; Country Sedan 
(8) 4-dr., $680*%; Fairlane (8) 4-dr., 
$630*, $440*; 2-dr., $550*; Custom (8) 
4-dr., $515*; Main (8) 4-dr., $420; 
2-dr., $350. 

’55 Fairlane (8) 4-dr., $500*; 2-dr. Vic- 
toria, $500*; 2-dr., $225*: Ranch Wag- 
on (8) 2-dr., $240*; Country Sedan 
(8) 4-dr., $220. 

"54 Country Sedan (8) 4-dr., $415*. 

MERCURY—’57 Monterey 4-dr., $890*. 

’56 Montclair sport sedan, $750* (ps). 


2- 


’55 Special 2-dr., $275*. (ps). ’55 Monterey 2-dr. hardtop, $480*. 
CADILLAC—’60 (62) 2-dr, hardtop, $4,- ’56 Fireflite 4-dr., $570*. OLDSMOBILE — ’59 (98) 4-dr. Holiday, 
100* (ps). DODGE—’59 Custom Royal (8) 2-dr. hard- $2,500* (ps); (88) Super 4-dr, Holiday, 
$2,275* (ps). 


EATON 2-SPEED 
TANDEMS 


give you all the advantages of BOTH 


EATON | 
2-SPEED and TANDEM 


AXLES ! 


* Double the conventional number of 


available gear ratios 


x Power when you need it; speed when 


you want it 


x Engine operation within the most efficient, 


economical speed range 


* Low stress and wear on axle, clutch, 


transmission, and drive line 


x Simple, low-cost maintenance 


x Long truck life; thousands of extra 


low-cost miles 















EATON 


DRIVES 


* Short over-all length; maximum strength 
with minimum weight 


* Simplified design; few parts; easy, low-cost 
maintenance 


* Most parts interchangeable with standard 
Eaton 2-Speed Axles 


* No need to match tires; Eaton's inter-axle 
differential eliminates wheel-fight 


* Power equally transmitted to both axles 


* Driver-controlled inter-axle differential 
lock-out for extra traction when needed 


Wide range of capacities. 
Eaton Tandems are also 
available in Single and 
Double Reduction types. 


For hauling operations which require a 
combination of speed and power together 
with, the load-carrying ability of tandem 
equipment, Eaton 2-Speed Tandems make 
big savings in hauling costs. Tell your truck 
customers about the many exclusive profit- 
building features they can get only in 
Eaton 2-Speed Tandems. 


AXLE DIVISION 





MANUFACTURING COMPANY 


CLEVELAND 10, OHIO 


"5S (98) 4-dr. Holiday, $1,775* (ps). 

'57 (88) Super conv., $1,275* (ps); (88) 
2-dr., $975*. 

"56 (88) Super 2-dr. Holiday, $580* (ps); 
(88) 2-dr, Holiday, $575*; $450*; 2- 

r., $535*. 
PACKARD—’56 Clipper 4-dr., $290*. 
PLYMOUTH—’60 Fury (8) 4-dr., $1,945*. 

’58 Suburban (8) Cutsom 4-dr., $1,400*; 
Savoy (6) 2-dr., $565. 

'57 Suburban (8) sport 4-dr., $840*; Cus- 
tom 2-dr., $800*; Belvedere (8) 4-dr., 
$725*. 

’56 Savoy (8) 4-dr., $315. 

PONTIAC—’59 Catalina Safari 4-dr., $2,- 
110* (ps); Star Chief 4-dr., $2,010* 


(ps). 
’58 Chieftain 4-dr., $1,175*. 
’57 Star Chief 2-dr, Catalina, $1,100* 
(ps); Chieftain 2-dr. Catalina, $960*. 
RAMBLER—’60 Super (6) 4-dr., $1,830*. 
59 American (6) Deluxe station wagon 
2-dr., $1,205; 2-dr., $1,200*. 
’58 Deluxe (6) 4-dr., $805. 
STUDEBAKER—’60 Lark (6) conv., $1,- 
950* (ps). 
59 Lark (6) 4-dr., $1,320*. 
55 Champion (6) 4-dr., $260 (ps). 
MISCELLA NEOUS—’57 Chevrolet (8) pick- 
up, $700. 
’56 Chevrolet (8) %4-ton pickup, $600. 


CHICAGO 


Arena Auto Auction. Sale every Tuesday. 
Prices are for sale of July 19. All sharp 
cars were sold for top dollar. Sold 349 
cars from 574 consignments. 

BUICK — ’60 Electra 225 conv., $2,775* 






(ps). 

59 Electra 4-dr., $1,945* (ps); LeSabre 
2-dr. hardtop, $1,850* (ps). 

’58 Limited 4-dr. Riviera, $1,725* (ps); 
conv., $1,550* (ps), $1,490* (ps); 
Special Estate Wagon, $1,570* (ps); 
RM conv., $1,570* (ps); Super 4-dr., 
$1,400* (ps). 

'57 Special 2-dr. Riviera, $755* (ps), 
$740* (ps), $705* (ps). 

"56 Century conv., $740* (ps); Super 
4-dr. Riviera, $730* (ps), 2 at $710* 
(ps), $405*, $340*; 4-dr., $545*; Spe- 
cial 4-dr. viera, $700*, $380* (ps); 
conv., $505* (ps). 

’55 Special 4-dr. Riviera, $490*; Super 
conv., $440* (ps). 

"54 Century 2-dr. Riviera, $500* (ps). 

'53 RM 4-dr., $365*. 

OADILLAC—’60 (62) 2-dr. hardtop, $4,- 
625* (ps), $4,395* (ps), $4,290* (ps); 
de Ville 2-dr. hardtop, $4,390* (ps). 

"59 (62) conv., $3,700* (ps); 4-dr., $3,- 
400* (ps), $3,375* (ps), $3,300* (ps); 
2-dr. hardtop, $3,285* (ps); de Ville 
4-dr. hardtop, $3,350* (ps), $3,290* 
(ps). 

"58 (62) 4-dr., $2,600* (ps); Sedan de 
Ville, $2,485* (ps); 2-dr. hardtop, $2,- 
400* (ps). 

’57 Eldorado Seville, $2,200* (ps); (60) 
Special 4-dr., $1,775* (ps). 

56 Elorado Seville, $1,650* (ps), $1,- 
050* (ps); (62) 2-dr. hardtop, $1,260* 


(ps). 

’55 (62) conv., $1,205* (ps); 4-dr., $790* 
(ps). 

CHEVROLET—'60 Impala (8) sport sedan, 
$2,400; conv., $2,310* (ps); Parkwood 
(8) 4-dr., $2,385*; Corvair (6) 4-dr., 
$1,555". 

’59 Corvette (8) conv., $2,675; Impala 
(8) conv., $2,115* (ps), $1,880*; sport 
sedan, $1,835* (ps), $1,740; Park- 
wood (8) 4-dr., $1,705* (ps), $1,355*; 
Kingswood (8) 4-dr., $1,505*; Bel Air 
(8) 2-dr., $1,400*, $1,300*, $1,255*; 
4-dr., $1,385*, $1,335*, $1,300*, $1,- 
275; Bel Air (6) 4-dr., $1,360* (ps), 
$1,360; Brookwood (8) 4-dr., $1,390*; 
Brookwood (6) 4-dr., $1,270*; Bis- 
cayne (8) 2-dr., 2 at $1,325*, $1,300*. 

*58 Impala (8) conv., $1,660* (ps), $1,- 
570* (ps); sport coupe, $1,580* (ps), 
$1,345; Bel Air (8) sport sedan, $1,- 
385*, $1,340* (ps), $1,300* (ps), $1,- 
200* (ps); 4-dr., $1,000 (ps); Biscayne 
(8) 4-dr., $1,305*, $1,230*, $1,120* 
(ps); 2-dr., $1,200* (ps), $1,150", 
$890; Nomad (6) 4-dr., $1,270; Brook- 
wood (8) 4-dr., $1,205*, $1,105*. 

‘57 Bel Air (8) sport sedan, $1,260* (ps); 
4-dr., $950*, $905*; Two-ten (6) sta- 
tion wagon, $855; 2-dr., $760; Two-ten 
(8) 4-dr., $750*; One-fifty (6) 2-dr., 
$500. 

"56 Bel Air (8) sport sedan, $1,070*, 
$745*; 4-dr., $920*; Bel Air (6) 4-dr., 
$400; Two-ten (8) sport sedan, $730*. 

’55 Bel Air (8) 4-dr., $595*, $415* (ps); 
conv., $590* (ps); Bel Air (6) sport 
coupe, $470*; 4-dr., $390*; 2-dr., 
$365*. 

‘54 Bel Air 2-dr., $255*. 

‘53 Bel Air conv., $485. 

CHRYSLER — ‘56 Windsor 4-dr., $570* 
(ps); 2-dr. hardtop, $560* (ps), $550* 
(ps), 


(Continued on Page 45, Col, 1) 
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55 300 2-dr. hardtop, $795* (ps); Wind- 


sor 2-dr. hardtop, $560* (ps); 4-dr., 
$360* (ps). 

DeSOTO—’58 Firesweep 4-dr. hardtop, $1,- 
085* (ps). 

’57 Firedome conv., $875* (ps); 4-dr., 

$600* (ps); Firesweep 4-dr. hardtop, 


$765* (ps); Fireflite 4-dr., $660* (ps). 
’56 Firedome 4-dr., $580* (ps). 
’55 Fireflite 2-dr. hardtop, $600* (ps). 
DODGE — '60 Pioneer (8) 4-dr. hardtop, 
$2,375* (ps). 

*59 Sierra (8) 4-dr., $1,600* (ps); Cor- 
onet (8) 4-dr, hardtop, $1,365* (ps). 

°58 Custom Royal (8) 4-dr. hardtop, $1,- 
305* (ps); Coronet (8) 4-dr. hardtop, 
$1,090* (ps). 

’57 Royal (8) 4-dr. hardtop, $875*. 

’56 Coronet (6) Suburban 2-dr., $390; 
Coronet (8) Suburban 2-dr., $320*. 
EDSEL—’59 Ranger 4-dr. hardtop, $1,135* 

(ps). 

’58 Ranger 2-dr., $620*. 

FORD—’60 Thunderbird (8) conv., $3,400*; 
Custom 300 (8) 2-dr., $1,575. 

’59 Thunderbird (8) conv., $2,960* (ps), 
$2,570* (ps); Galaxie (8) 4-dr. Vic- 
toria, $1,865* (ps), $1,775* (ps), $1,- 
760* (ps), $1,700*, $1,450*; 2-dr., $1,- 
775*; Fairlane 500 (8) 4-dr, Victoria, 
$1,700* (ps); Country Sedan (8) 4-dr., 
$1,655*; Fairlane (8) 4-dr., $1,350*. 

’58 Thunderbird (8) conv., $2,635* (ps), 
$2,500* (ps); Fairlane 500 (8) conv., 
$1,285* (ps); Country Sedan (8) 4-dr., 
$1,195* (ps); Fairlane (8) 4-dr., $975*; 
Fairlane (6) 4-dr., $800*. 

’57 Thunderbird (8) conv., $2,250* (ps); 
Fairlane 500 (8) Skyliner, $1,250* (ps), 
$1,200* (ps); conv., $1,165* (ps), $1,- 
125* (ps); 4-dr. Victoria, $920* (ps); 
Fairlane (6) 4-dr. Victoria, $910; 
Country Sedan (6) 4-dr., $830*; Cus- 
tom 300 (8) 4-dr., $695*; 2-dr., $635; 
Custom 300 (6) 2-dr., $500, 

’56 Country Sedan (8) 4-dr., $685; Fair- 
lane (8) 2-dr. Victoria, $365*; Custom 
(8) 2-dr., $315*. 

IMPERIAL—’57 Crown 4-dr., $1,285* (ps). 

LINCOLN — ’57 Premiere 4-dr. hardtop, 
$1,520* (ps); conv., $1,200* (ps); 
Capri 4-dr. hardtop, $1,040* (ps). 

'54 Capri 4-dr., $350*. 

MERCURY—’59 Park Lane conv., $2,130* 


(ps). 
'57 Montclair 4-dr., $965*; Monterey 2- 


dr,, $725*. 
’55 Montclair 4-dr., $580; Monterey 4-dr., 
$350*. 
OLDSMOBILE — ’59 (88) 4-dr. Holiday, 
$2,330* (ps). 
"58 (98) 4-dr. Holiday, $1,500* (ps); 


(88) Super 4-dr. Holiday, $1,480* (ps); 
(88) 4-dr., $1,320* (ps). 


’57 (88) Super 4-dr. Holiday, $1,095* 
(ps); (88) 4-dr., $840*; 2-dr, Holiday, 
$745*. 


°56 (88) 4-dr. Holiday, $840* (ps); (98) 
4-dr. Holiday, $830* (ps), $760* (ps). 

’55 (88) 4-dr. Holiday, $410*. 

PLYMOUTH—’59 Fury (8) 4-dr, hardtop, 
$1,700; Suburban (8) Sport 4-dr., $1,- 
565*; Belvedere (8) 4-dr., $1,445*; 2- 
dr., $1,375*; Savoy (8) 4-dr., $1,220*. 

’58 Savoy (8) 4-dr. hardtop, $845*; 4-dr., 
$805? ; Suburban (6) Deluxe 2-dr., 
$660. 

’57 Savoy (6) 4-dr. hardtop, $595*; Bel- 
vedere (6) 4-dr., $435*. 

*56 Suburban (8) sport 4-dr., $655*; Bel- 
vedere (8) 4-dr., $400; Belvedere (6) 
4-dr., $365. 

PONTIAC — ’60 Bonneville conv., $3,215* 
(ps); 4-dr, Vista, $2,550* (ps). 

59 Bonneville conv., $2,415* (ps); Star 
Chief 4-dr. Vista, $2,360* (ps), $2,- 
235* (ps). 

°57 Star Chief 4-dr. Catalina, $945* (ps), 
$940* (ps); Super Chief Safari 4-dr., 
$920*, $870* (ps); Chieftain 4-dr. Cat- 
alina, $780*, $770*. 

°56 Star Chief 4-dr. Catalina, $655* (ps); 
Chieftain 2-dr. Catalina, $420*. 

’55 Chieftain Safari 4-dr., $710*, $590*. 

RAMBLER—’59 Custom (8) Cross Coun- 
try, $1,490*; Deluxe (6) Cross Country, 
$720*. 

STUDEBAKER—’59 Lark (8) 2-dr. hard- 


top, $1,250*. 
’57 Scotsman (6) 4-dr., $320. 
MISCELLANEOUS ’59 Chevrolet pickup, 
$1,200, 
’54 Chevrolet pickup, $340. 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
Auction, Sale every Tuesday, Prices are 
for sale of July 19. 

BUICK—’59 LeSabre Estate Wagon, §$2,- 
440* (ps). 

’57 Century 2-dr. Riviera, $1,115* (ps), 
$975*. 

56 Century 4-dr, Riviera, $650* (ps), 
$500*; Special 2-dr, Riviera, $650*; 
conv., $435*; 4-dr., $400*; RM 4-dr., 
$600* (ps). ; 

’55 Century 4-dr, Riviera, $600* (ps); 


2-dr, Riviera, $590* (ps), $460* (ps); 
Riviera, 





conv., $400*; Special 2-dr. 
$560* (ps), $525*, $480* (ps); 4-dr., 
$485* (ps); 4-dr. Riviera, $475*; RM 


2-dr, Riviera, $530* (ps), $500* (ps). 

54 RM 2-dr. Riviera, $400* (ps), 
CADILLAC—’59 (60) Special 4-dr., $4,- 
300* (ps); de Ville 4-dr. hardtop, $4,- 


200* (ps), $3,900* (ps); 2-dr, hard- 
top, $3,890* (ps), $3,650* (ps); (62) 
conv., $3,900* (ps); 4-dr., $3,865* 
(ps); 2-dr. hardtop, $3,775* (ps), $3,- 
650* (ps). 

’58 (62) Sedan de Ville, $2,960* (ps), 
$2,920* (ps), $2,835* (ps); (60) Spe- 
cial 4-dr. hardtop, $2,885* (ps). 

57 Eldorado conv., $3,550* (ps); (62) 
Sedan de Ville, $2,345* (ps), $2,160* 
(ps); 4-dr., $2,100* (ps); 2-dr, hard- 
top, $1,750* (ps); (60) Special 4-dr. 
hardtop, $2,260* (ps). 

56 (60) Special 4-dr., $1,335* (ps), 
$805* (ps); Eldorado Seville, $1,180* 
(ps). 

55 (62) Coupe de Ville, $1,200* (ps), 
$1,185* (ps); 2-dr. hardtop, $1,185* 
(ps), $1,080* (ps); 4-dr., $1,050* 


(ps); (60) Special 4-dr., $1,175* (ps). 

’54 (62) Coupe de Ville, $935* (ps); 
2-dr, hardtop, $930* (ps), $650* (ps); 
Eldorado conv., $835* (ps). 

"53 (60) Special 4-dr., $500* (ps). 

52 (75) Limousine, $700* (ps); (62) 
2-dr. hardtop, $335*; 4-dr., $200* (ps). 

"49 (62) 4-dr., $185; (61) 4-dr., $125". 

CHEVROLET—’59 Impala (8) sport coupe, 

2,250, $2,185* (ps), $2,175* (ps), $2,- 
115* (ps), $2,105* (ps), $2,050*, $2,- 


‘57 Two-ten (8) 
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000* (ps); conv., $2,175* 
975*; sport sedan, $2,015* (ps), $1,- 
985* (ps); Impala (6) sport coupe, 
$1,800*; Parkwood (8) 4-dr., $2,095* 
(ps); Bel Air (8) sport sedan, $1,800* 
(ps); 4-dr., $1,730*, $1,630* (ps), 
$1,600* (ps), $1,480*; 2-dr., $1,360*; 
Bel Air (6) 2-dr., $1,500; Brookwood 
siemwt” $1,780*; Biscayne (6) 4-dr., 


(ps), $1,- 


*58 Impala (8) sport coupe, $1,700* (ps), 


$1,650* (ps), $1,635, $1,585* (ps), 
$1,585*; conv., $1,550* (ps); Bel Air 
(8) sport coupe, $1,495* (ps), $1,365*; 
sport sedan, $1,430* (ps), $1,275* 
(ps), $1,110* (ps); Biscayne (8) 2-dr., 
$1,230"; 4-dr., $1,045*; Yeoman (8) 
2-dr., $1,125*; Delray (6) 4-dr., $900, 
$885*; 2-dr., $885. 

station wagon 4-dr., 
$1,275* (ps); 2-dr., $975*, $920; sport 
sedan, $950*; Bel Air (8) 4-dr., $1,- 
050*, $1,030*; sport sedan, $1,025. 


’56 Corvette (8) conv., $1,485*; Two-ten 


(8) station wagon 4-dr., $760*, $750*; 
station wagon 2-dr., $755*; 2-dr., 
$720; 4-dr., $470*; Two-ten (6) 4-dr., 
$450; Bel Air (6) 2-dr., $735; sport 
sedan, $715; Bel Air (8) sport sedan, 
$710*, $580* (ps). 


’55 Bel Air (8) sport coupe, $765*, $650*; 


4-dr., $695*, $595*; 2-dr., $645*; Bel 
Air (6) sport coupe, 2 at $550; Two- 
ten (8) station wagon, $595*; 2-dr., 
$590; 4-dr., $550, $335; Two-ten (6) 
4-dr., $450; One-fifty (8) station wag- 


on, $500*; One-fifty (6) 4-dr., $260. 

"54 One-fifty utility sedan, $490, $300; 
station wagon, $375; Bel Air sport 
coupe, $440*; 4-dr., $370*; 2-dr., $355; 
conv., $185; Two-ten 4-dr., $375, 
$235*; 2-dr., $335*, $330. 

"63 Bel Air 2-dr., $260*; conv., $205*, 
$175, $100*; Two-ten ‘2-dr., $185. 

’52 Deluxe conv., $195*; 4-dr., $120*. 

"50 Deluxe 4-dr., $105, $100. 


CHRYSLER—’58 Windsor 4-dr, hardtop, 
$1,260* (ps). 

‘57 NY 4-dr, hardtop, $1,375* (ps); 
conv., $1,360* (ps); 2-dr. hardtop, 
$1,350* (ps); Saratoga 4-dr, hardtop, 
$1,100* (ps). 


"53 NY 4-dr., $130* (ps). 

DeSOTO—’58 Fireflite 4-dr, hardtop, $1,- 
465* (ps). 

’55 Fireflite 2-dr, hardtop, $485* (ps). 

DODGE—’58 Coronet (8) 4-dr., $795*; 
Coronet (6) 4-dr., $690. 

"57 Coronet (8) 2-dr, hardtop, $925*; 
Royal (8) 2-dr. hardtop, $905* (ps). 

’55 Royal (8) 2-dr, hardtop, $555*; 4- 
dr., $460*; Custom Royal (8) 4-dr., 
$475*. 

’53 Meadowbrook Suburban, $220. 

EDSEL—’58 Corsair 4-dr, hardtop, $1,- 
100* (ps). 

FORD—’60 Thunderbird (8) conv., $4,150* 
(ps), $3,550* (ps), $3,500* (ps); Gal- 
axie (8) 4-dr., $§2,050*; Falcon (6) 
2-dr., $2,010*, $1,880". 

’59 Thunderbird (8) conv., $3,145* (ps), 
$2,900* (ps), $2,855* (ps); Galaxie (8) 
2-dr. Victoria, $2,005* (ps), $1,980* 
(ps), $1,975* (ps); 4-dr, Victoria, $1,- 
895* (ps), $1,810* (ps); Ranch Wagon 
(8) 4-dr., $1,865*, $1,780; Country 
Sedan (8) 4-dr., $1,810* (ps); Fair- 
lane (8) 2-dr., $1,445*; Custom 300 
(8) 4-dr., $1,035*. 

’58 Thunderbird (8) conv., $2,585* (ps); 
Fairlane 500 (8) conv., $1,340* (ps); 
Country Sedan (8) 4-dr., 2 at $1,185*; 
Ranch Wagon (8) 4-dr., $1,085*, $1,- 


080°. 

’57 Thunderbird (8) conv., $2,180* (ps); 
Country Squire (8) 4-dr., $1,185* (ps); 
Country Sedan (8) 4-dr., $1,170*, $1,- 
170* (ps), $1,100* (ps), $1,050° (ps), 
$930°; Fairlane 500 (8) conv., $1,090* 
(ps), $1,020* (ps), $1,000* (ps), 
$960*; 2-dr. Victoria, $1,050* (ps), 
$930* (ps); 4-dr., $920* (ps), $880* 
(ps); 2-dr., $785* (ps); Custom 300 
(8) 4-dr., $690, $675*. 

'66 Fairlane (8) 4-dr., $550* (ps); 4-dr. 
Victoria, $410*; Custom (8) 4-dr., 
$535*, $435*, $400; Ranch Wagon (6) 
2-dr., $505; Ranch Wagon (8) 2-dr., 
$480*; Main (6) 2-dr., $355. 

’55 Country Sedan (8) 4-dr. (9 pass.), 
$615*, $400*; (6 pass.), $500*; Fair- 
lane (8) 2-dr, Victoria, $535*; 2-dr., 
$525, $400*; conv., $485* (ps); 4-dr., 
$435, $320*, $305*; Crown Victoria, 
$415*; Custom (8) 2-dr., $355*; 4-dr., 
$350*; Main (6) 4-dr., $275; business 
coupe, $260. 

’54 Country Squire (8) 4-dr., $325, $285*, 
$220; Custom (8) 2-dr., $290, $215*; 
Custom (6) 4-dr., $175; Main (6) busi- 
ness coupe, $275; 2-dr., $185; Main 
(8) 2-dr., $260, $150; Crest (8) 2-dr. 
Victoria, $270. 

’53 Custom (8) 2-dr., $210; Crest (8) 
2-dr. Victoria, $110* (ps). 

*52 Country Sedan (8) 4-dr. (8 pass.), 
$165*; Custom (8) 4-dr., $150; 2-dr., 
$125; Crest (8) conv., $110*. 


IMPERIAL —’'55 Imperial 4-dr., 


(ps). 

LINCOLN—’58 Continental Mark III 2-dr. 
hardtop, $2,535* (ps); Capri 4-dr. 
hardtop, $2,295* (ps), $1,785* (ps); 
2-dr., $2,100* (ps); Premiere 4-dr. 
hardtop, $2,250* (ps). 

‘56 Premiere 2-dr, hardtop, $685* (ps), 
$650* (ps). 
’54 Capri 4-dr., $230* (ps). 
mr (aia Monterey 4-dr., 
ps). 


$640* 


$2,345° 
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’59 Montclair 4-dr. hardtop, $2,230* (ps); 
Park Lane 4-dr. hardtop, $2,165* (ps). 

’57 Monterey 2-dr., $1,010 (ps), $900*; 
Montclair 2-dr, hardtop, $885*. 

‘56 Montclair 2-dr. hardtop, $575*; Cus- 
tom 2-dr. hardtop, $510*; Medalist 2- 
dr., $505*; Monterey 4-dr., $450*, 

eo. 2-dr, hardtop, $575* (ps); 

onterey 2-dr, hardtop, $555*, $535*, 
$425*, $350°. 

"54 Monterey 2-dr. hardtop, $380*, $375*, 
$330* (ps); 4-dr., $220*. 

°53 Monterey 2-dr, hardtop, $265*, $210. 

’52 Monterey 4-dr., $150*, $115*; 2-dr, 
man $125*; Custom 2-dr, hardtop, 


OLDSMOBILE—’59 (88) Super 2-dr. Scen- 


ic, $2,405* (ps); (88) conv., $2,375* 
(ps). 
‘58 (88) 2-dr, Holiday, $1,700* (ps); 


4-dr. Holiday, $1,550* (ps). 

"57 (88) 2-dr. Holiday, $885*. 

’56 (88) Super 4-dr. Holiday, $850* (ps); 
(88) 4-dr., Holiday, $725* (ps); 4-dr., 
$650*; (98) conv., $585* (ps). 

"55 (98) 2-dr. Holiday, $750* (ps), 
$685* (ps); 4-dr, Holiday, $650* (ps); 
(88) Super 2-dr, Holiday, $600*; (88) 
2-dr., $555*, $465*. 

"54 (98) 2-dr. Holiday, $525* (ps), $515* 
(ps); (88) 4-dr., $260*. 

"53 (88) Super 2-dr., $235*; (88) 4-dr., 
$135°. 

PLYMOUTH—’60 Suburban (8) Custom 4- 
dr., $2,485* (ps). 

’58 Suburban (8) Custom 4-dr., $1,185* 
Ht add ; Suburban (6) Custom 2-dr., 


$955. 

‘57 Fury (8) 2-dr, hardtop, $1,090* (ps); 
Belvedere (8) 2-dr. hardtop, 2 at 
$835". 

’56 Suburban (8) Custom 2-dr., $550*, 
$500*; Belvedere (6) 4-dr., $510; Bel- 
vedere (8) 2-dr. hardtop, $465*; Plaza 
(8) 4-dr., $385. 


(Continued on Page 46, Col. 3) 


Bring back new-car safety, new-car performance with DELCO 


MORAINE _/ 








POWER 
BRAKE 
SERVICE 
UNITS 


These kits, parts and com- 
plete assemblies—along 
with special service manuals 
—help you to make quick, 
accurate repairs as recom- 
mended by the original 
manufacturer. And your 
customer gets that just-like- 
it-was-when-I-first-bought- 
it feeling. Service units and 
copies of the Delco Moraine 
power brake service man- 
uals are readily available 
through car dealers and 
U.M.S. outlets. Order now. 


enero 


Service manuals available 


For all models. 


DEPENDABLY MADE 


DELCO 
MORAINE 


Division of General Motors, Dayton, Ohio 
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1 Acts like a big car at what a small car should cost—priced from 
$1895.00, P.O.E., San Francisco. 


3 et “1100” is a small car with small car wheelbase—naturally, 
t’s a lot easier to handle and parks in economy car space. 


3 iamined ‘ecptne transmission and differential—every inch 
is utilized inside a small car for big car comfort and roominess. 


4 Rides like a big car should—LeMans type of wheel suspension 
makes this little car feel like a big car. (Hansa “1100” is a product 
of Borgward). 


Hansa has even more quality and features to talk about, plus a big 
car Dealer Incentive Program that has the whole industry talking: 


Wholesale flooring plan available to qualified dealers. 
Profit-maker above industry average at minimum investment. 


Local Master Parts Supply Depot ($1/4 million stock) for prompt efficient service 
throughout Western U. S. 


Sales-building advertising and promotion at dealer level. 


THE NATION 
OIF (O) 8) 554 


ION FOUNDRIES 


There’s not enough space in one ad to tell the really Big story 
about the Biggest small car—Hansa ‘1100’. Here’s just a begin- 
ning with more to come— 


AUTOMOTIVE NEWS, AUGUST 1, 1960 





"55 Plaza (6) 4-dr., 
4-dr., $310*, $235. 
’54 Savoy 4-dr., $100*. 

*53 Cranbrook 2-dr., $140. 

PONTIAO —'60 Bonneville Safari 4-ar., 
$3,240* (ps); Catalina Safari 4-dr. 
(8 pass.), $3,085* (ps). 

°659 Bonneville conv., $2,385; Catalina 
sport coupe, $2,230* (ps); 4-dr, Vista, 
$2,160* (ps); Star Chief 4-dr, Vista, 
$2,125* (ps). 

’58 Bonneville 2-dr. Catalina, $1,850* 
(ps); Super Chief 2-dr. Catalina, $1,- 
530°; Star Chief 4-dr, Catalina, $1,- 
365* (ps); Chieftain 4-dr, Catalina, 
$1,285°*. 

57 Star Chief conv. » $970* (ps). 

’56 Chieftain 2-dr., $585*; 2-dr. Catalina, 


$335"; Savoy (8) 


$385*; Star Chief >-ar, Catalina, 
$285*. 

’55 Chieftain 2-dr, Catalina, $465*; 4- 
dr., $435*. 


54 Chieftain 4-dr., $275* (ps), $150*; 
Star Chief 2-dr, Catalina, $250*, $235* 
(ps). 

’53 Chieftain 4-dr., $160*. 

’52 Chieftain 4-dr., $100*. 


RAMBLER — ’60 Ambassador (8) Cross 
Country, $2,300*. 

’58 Ambassador (8) Cross Country, $1,- 
335; 4-dr., $1,150; American (6) 2-dr., 
$905. 

’55 Custom Cross Country, $545*; 4-dr., 
$535*; 2-dr. hardtop, $440*; Super Su- 
burban, $375. 


STUDEBAKER—’59 Lark (6) station wag- 


on, $1,375. 

"56 Golden Hawk (8) 2-dr, hardtop, 
$845* (ps). 

’55 Commander (8) 4-dr., $360*. 


ION. ’50 Champion (6) 2-dr., $125. 
’49 Champion (6) 2-dr., $140. 

VALIANT—’60 Valiant (6) 4-dr., $2,150*. 

Te <Sha MISCELLANEOUS—’59 Chevrolet (6) El 
Camino, $1,555, $1,485; Ford (6) 
Ranchero, $1,380; (6) F-100 %-ton 
LWB, $1,100. 

58 Ford (8) F-100 %-ton pickup, $925; 
Chevrolet (6) 1%-ton cab & chassis, 


$885. 

’57 Chevrolet (8) %-ton pickup, $920; 
(6) %-ton pickup, 2 at $900, $835, 
$785; Ford (8) F-100 pickup, $860*, 
$850; Willys Dispatcher, $600, 

"56 Chevrolet (6) %-ton pickup, $600; 
Ford (6) F-100 pickup, $520, $500; (8) 
Courier, $475. 

























Selected Dealer Territories Still Available 


AT1IS OA corp. 


(Subsidiary of the Fenchurch Corporation) 
WESTERN DISTRIBUTORS 
Telephone Diamond 2-6358 
1326 MARSTEN ROAD ¢ BURLINGAME, CALIFORNIA 







Used-Car Auction Prices 





(Continued from Page 45) 


’55 Ford (8) %-ton pickup, $550. 
54 Ford (8) F-350 1-ton stake, $485. 


DETROIT 


Motor City Auto Auction, Sale every 
Monday. Prices are for sale of July 18. 
BUICK—’60 Electra 4-dr., $2,590* (ps); 

2-dr. hardtop, $2,400*. 

"57 Century 2-dr, Riviera, $885* (ps); 
Special 4-dr. Riviera, $840* (ps); 2-dr. 
Riviera, $790*. 

"56 Special 4-dr., $710*; 2-dr. Riviera, 
$585* (ps); 4-dr, Riviera, $550*. 
CADILLAC—’60 (62) 4-dr. hardtop, $5,- 

020* (ps). 

’59 (62) conv., $3,750* (ps). 

*58 (62) 4-dr. hardtop, $2,250* (ps). 

"56 (62) 2-dr. hardtop, $1,100* (ps), 
$1,035* (ps). 

CHEVROLET—’60 Corvette (8) conv., $3,- 
200; Impala (8) sport coupe, $2,170*; 
Bel Air (8) 4-dr., $1,950*, $1,860*; 
Corvair (6) 2-dr., $1,720, $1,710*. 

’59 Impala (8) conv., $2,000* (ps), $1,- 


















905* (ps); Bel Air (8) sport sedan, 
$1,890* (ps), $1,800*, $1,550*; 4-dr., 
$1,540* (ps). 


’58 Biscayne (8) 4-dr., $1,300*; Yeoman 
(8) 4-dr., $1,050*. 

’57 Two-ten (8) station wagon, $1,000*; 
4-dr., $755*, $750; Bel Air (8) 2-dr., 
2 at $790*; One-fifty (6) 4-dr., $610, 
$495. 

"56 Bel Air (8) 4-dr., $700*, $600*; Bel 
Air (6) 4-dr., $510*%; Two-ten (8) 


station wagon, $675, $650; 4-dr., 
$590*; 2-dr., $565*, $530; Two-ten 
(6) 4-dr., $510*; One-fifty (8) 2-dr., 


$470; One-fifty (6) 2-dr., $405. 
55 Bel Air (8) 4-dr., $470*; Two-ten 
(6) station wagon, $450*. 

CHRYSLER—’57 NY 4-dr. hardtop, §$1,- 
325* (ps), $1,150* (ps); Saratoga 4- 
dr., $950* (ps); Windsor 4-dr, hard- 
top, $710* (ps). 

DeSOTO—’57 Firedome conv., $1,050* (ps). 

’55 Firedome 2-dr, hardtop, $450* (ps); 
4-dr., $200*. 

DODGE—’58 Coronet (8) 4-dr. hardtop, 
$1,250* (ps); 2-dr. hardtop, $850*, 
$825*. 

"57 Custom Royal (8) conv., $1,005* 
(ps); 4-dr., $525*, $500*; Coronet (8) 
2-dr, hardtop, $770* (ps), $770*, 


$750*; 2-dr., $770*; Coronet (6) 4-dr., 
$700*. 

*56 Coronet (8) 2-dr, hardtop, $450*, 
$400". 


EDSEL—’58 Citation conv., $850* (ps). 
FORD — ’60 Galaxie (8) 4-dr., $2,280*, 
s. 980; Fairlane 500 (8) 2-dr., $1,- 


625. 

’59 Galaxie (8) conv., $1,800; 2-dr., $1,- 
615*; 4-dr., $1, 520*; Ranch Wagon 
(8) 4-ar., $1,650*; Fairlane (8) 2-dr., 
$1,300, $1,275; Custom 300 (8) 4-dr., 
$1,150*. 

’58 Thunderbird (8) 2-dr. hardtop, $2,- 
265* (ps); Country Sedan (8) 4-dr., 
$1,190*; Fairlane 500 (8) 2-dr, Vic- 
toria, $1,165* (ps); Fairlane (8) 2-dr., 
$935*; Custom 300 (8) 4-dr., $885*. 

’57 Fairlane 500 (8) conv., $1,115*; 4- 
dr, Victoria, $995*; 2-dr. Victoria, 
$840*, $820* (ps); 2-dr., $825* (ps); 
4-dr., 2 at $775*, $735*; Ranch Wag- 
on (8) 2-dr., $800, $765*; Ranch 
Wagon (6) 2-dr., $725*, $675, $500; 
Fairlane (8) 4-dr., $720*; 2-dr., $700*; 
Fairlane (6) 4-dr., $610; Custom 300 
(6) 2-dr., $600, $550. 

56 Country Sedan (6) 4-dr., $600*, 
$550*, $515* (ps); Fairlane (8) 2-dr., 
$500*; Fairlane (6) conv., $475* (ps); 
Main (6) 2-dr., $315*. 

MERCURY—’58 Commuter 4-dr., $1,280*. 

’°56 Monterey 4-dr., $510*; Custom sta- 
tion wagon, $485* (ps). 


55 Montclair 4-dr., $425*; Custom 4- 
@r., $175*. 

OLDSMOBILE — '57 (98) 4-dr. Holiday, 
$1,250* (ps); (88) Super 2-dr., $975*, 
$960*. 

’55 (88) Super 2-dr, Holiday, $465* (ps); 
(88) 2-dr., $460*. 

PLYMOUTH—’59 Savoy (6) 4-dr., $710*, 
$700*. 

’57 Belvedere (8) 4-dr., $750*, $675* 
(ps); 2-dr., $590; Belvedere (6) 4-dr., 
$550* (ps), $515*, $490*; 2-dr., $455*; 


Savoy (8) 2-dr. hardtop, $625*, $610*; 
Savoy (6) 4-dr., $505*; 2-dr., $500* 
(ps), $485* (ps); Suburban (6) Deluxe 
2-dr., $560; Plaza (6) 4-dr., $450*. 

"56 Suburban (8) Deluxe 2-dr., $470. 

55 Savoy (6) 2-dr., $255*; Plaza (6) 
4-dr., $125*; Belvedere (6) 2-dr. hard- 
top, $120*. 

PONTIAC—’58 Bonneville sport coupe, $1,- 

520* (ps). 

’57 Bonneville conv., $1,150* (ps); Star 
Chief 4-dr., $920°. 

’56 Star Chief 4-dr. Catalina, $600*; 
conv., $560*; Chieftain 4-dr., $295* 


(ps). 
'55 Chieftain 2-dr., $370*; 2-dr. Catalina, 
$255*. 
RAMBLER — ’'59 Ambassador (8) 4-dr., 
$1,400; Custom (8) 4-dr., $1,340, 
’57 Super (8) Cross Country, $820*. 


55 Custom 4-dr., $320*; 2-dr, hardtop, 
$295". 
MISCELLANEOUS — ’60 Ford Falcon 


Ranchero, $1,760. 
"57 Ford %-ton pickup, $650. 


CALDWELL, N. J. 


Skyline Auto Auction, Sale every Thurs- 
day. Prices are for sale of July 21. Excel- 
lent response on ‘56, ’57, ’58 and ’59 
models, Clean cars pulling strong prices. 
Clean, older models in tremendous demand 
but in short supply, Sold 215 cars from 
265 consignments. 

BUICK—’59 LeSabre 4-dr., $1,730* (ps). 

‘58 Super 4-dr, Riviera, $1,600* (ps), 

$1,300* (ps); RM 2-dr. Riviera, $1,- 
470* (ps); Special 4-dr., $1,230* (ps); 
2-dr., $1,135*. 

’57 Super conv., $1,045*; RM 2-dr_ Rivi- 

era, $1,025* (ps), $900* (ps); Spe- 
cial 2-dr., $825* (ps); 4-dr., $680* 


(ps). 

‘56 Century Estate Wagon 4-dr., $760* 
(ps); Super 4-dr, Riviera, $440* (ps); 
Special 2-dr., $400*. 

’55 Special 2-dr., $440* (ps), 

'54 Special 4-dr., $195*. 

CADILLAC—’58 Eldorado conv., $3,285* 
(ps); (62) 4-dr. hardtop, $2,450* (ps); 
Sedan de Ville, $2,385* (ps); Coupe de 
Ville, $2,295* (ps). 

’57 (62) Coupe de Ville, $1,990* (ps). 

"56 (62) 2-dr, hardtop, $1,265* (ps). 

*51 (62) conv., $120* (ps). 


~~ Corvair (6) 4-dr., $1,- 


‘5D  Pechwans (8) 4-dr., $1,800*, $1,- 
575*, $1,545, $1,525*; Parkwood (6) 
4-dr., $1,500*, $1,450; Bel Air (6) 4- 
dr., 2 at $1,410*, $1,395*, $1,385*, 
$1,370*, $1,350*, $1,350, $1,300; 2-dr., 
$1,260, $1,235; Bel Air (8) 4-dr., $1,- 
385*, $1,350*; Biscayne (6) 2-dr., $1,- 
300*. 

"58 Impala (8) conv., $1,565*; Impala 
(6) conv., $1,275*; Bel Air (8) 4-dr., 
$1,350*; sport coupe, $1,300*; Brook- 
wood (6) 4-dr., $1,200* (ps); Bis- 
cayne (8) 4-dr., $1,125* (ps), $1,080", 
$1,050*, $1,025*, $1,005*; Biscayne (6) 
2-dr., $985, $965*, $955, $940, $855; 
4-dr., $950. 

’57 Bel Air (8) sport coupe, $1,200* 
(ps); sport sedan, $1,175* (ps); Bel 
Air (6) sport sedan, $1,145* (ps); 
Two-ten (8) 4-dr., $940* (ps); sta- 
tion wagon 4-dr., $625; One-fifty (6) 
2-dr., $735. 

56 Two-ten (8) 4-dr., $640*, $620*; 2- 
dr., $495*. 

°55 Two-ten (8) station wagon 4-dr., 
$450; One-fifty (6) 2-dr., $230; Bel 
Air (8) 4-dr., $230* (ps); Bel Air (6) 
4-dr., $150. 

’54 Bel Air (6) 4-dr., $360; conv., $350*; 
2-dr., $270*. 

’53 Bel Air (6) 2-dr., $205. 

CHRYSLER—’58 NY 4-dr., $1,500* (ps); 
Saratoga 2-dr, hardtop, $1,390* (ps). 

’°57 NY 4-dr, hardtop, $1,075* (ps); 
Windsor 4-dr, hardtop, $1,000* (ps); 
2-dr. hardtop, $860* (ps). 

‘56 NY 4-dr, hardtop, $870* (ps). 

DeSOTO — ’60 Adventurer 4-dr., $2,485* 
(ps). 

’58 Firesweep 4-dr., $1,100*. 

’57 Firedome 2-dr, hardtop, $940*. 

’56 Fireflite 4-dr., $680*. 

DODGE—’60 Dart (8) 4-dr., $1,920* (ps). 

’58 Coronet (8) 4-dr, hardtop, $1,140* 
(ps). 

’57 Custom Royal (8) 4-dr., $910* (ps); 
Coronet (8) 4-dr., $750*, $525* (ps). 

’56 Coronet (8) 4-dr., $515* (ps); 2-dr. 
hardtop, $425* (ps). 

’54 Royal (8) 4-dr., $220. 

’53 Coronet (8) 4-dr., $135. 

FORD — ’59 Fairlane (8) 4-dr., $1,480* 
(ps), $1,265* (ps), $1,250* (ps), $1,- 
235°. 


’58 Fairlane 500 (8) 4-dr. Victoria, 


$1,185* (ps); Fairlane (8) 4-dr., $1,- 
035* (ps); 2-dr., $980*, $645; Ranch 
Wagon 4-dr., $850; Custom 300 (8) 
2-dr., $680. 


’57 Country Squire (8) 4-dr., $1,170* 
(ps); Fairlane 500 (8) 2-dr. Victoria, 
$1,025*; Custom 300 (6) 4-dr., $300*. 

°56 Custom (8) 2-dr, Victoria, $600*; 
2-dr., $530*; Fairlane (8) 2-dr., $540; 
4-dr., $480*; 4-dr. Victoria, $455* 
(ps); Main (8) 4-dr., $280. 

LINCOLN—’58 Capri 4-dr, hardtop, $1,745* 
(ps). 

’57 Capri 4-dr., $1,075* (ps). 

’56 Premiere 2-dr, hardtop, $760* (ps); 
4-dr., $745* (ps). 

MEROCURY—’59 Montclair 4-dr., $1,745* 
(ps). 

’58 Monterey 2-dr, hardtop, $1,190*. 

’57 Monterey 4-dr., $850* (ps). 

’55 Montclair 2-dr. hardtop, $455* (ps), 
$415*; 4-dr., $410. 

’54 Monterey conv., $270. 


’53 Monterey 4-dr., $180*; conv., $175* 
(ps); 2-dr., $135*. 
OLDSMOBILE — ’59 (88) 4-dr., $1,800* 
(ps). 


"58 (88) 2-dr. Holiday, $1,585* (ps); 
4-dr., $1,400* (ps); (88) Super 4-dr., 
$1,440* (ps). 

’57 (98) 2-dr. 
4-dr, Holiday, $950* (ps); 
Holiday, $700* (ps). 

"56 (88) 4-dr,. Holiday, $700* (ps); 4- 
r., $500* (ps); (98) 4-dr., $355* (ps). 

PLYMOUTH—’60 Suburban (8) 4-dr., $2,- 
360* (ps); Fury (8) 4-dr, hardtop, 
$1,885* (ps); 4-dr., $1,875* (ps). 

"59 Savoy (8) 4-dr., $1,240* (ps); 2-dr., 
$695*; Belvedere (8) 4-dr., $1,110*. 
’568 Savoy (8) 4-dr., $865*, $820, $805 
(ps), $700*, $605; Belvedere (8) 4-dr., 
$725*; Suburban (8) Custom 4-dr., 


Holiday, $1,140* (ps); 
(88) 2-dr. 


$485 (ps). 

"57 Belvedere (8) 2-dr., $715; 4-dr., 
$500, $475*. 

’56 Savoy (6) 4-dr., $425; Savoy (8) 
4-dr., $335*, $250*; Belvedere (8) 2- 
dr. hardtop, $425*, $410*; Plaza (8) 


4-dr., $400*; 2-dr., $180. 
’55 Belvedere (8) 2-dr. hardtop, $350*. 
’54 Belvedere (6) 4-dr., $135. 
PONTIAC—’59 Star Chief 4-dr., $1,900*. 
’58 Bonneville conv., $1,640* (ps); Chief- 
tain 2-dr, Catalina, $1,200*. 
’57 Star Chief conv., $1,040* (ps). 
’56 Star Chief 4-dr, Catalina, $495* (ps). 
’55 Chieftain 2-dr., $325*; 4-dr., $310*; 
Star Chief 2-dr, Catalina, $250*. 
’54 Star Chief conv., $315*, $180* (ps). 
’53 Chieftain (8) 2-dr, Catalina, $115*. 
RAMBLER—’59 Deluxe (6) Cross Country 
4-dr., $1,410*. 
’58 Deluxe (6) 4-dr., $845*. 
’57 Custom (8) 4-dr, hardtop, $905*. 
STUDEBAKER—’59 Lark (6) 2-dr., $1,- 
130*. 
’55 Champion (6) 2-dr., $335. 
MISCELLANEOUS — '57 Chevrolet 1-ton 
pickup, $690. 


COLUMBUS, O. 


Capital Auto Auction, Inc, Sale every 
Thursday, Prices are for sale of July 21. 
Weather: Sunny and warm, Market sstill 
high on clean sharp ’56 and ’57 Fords and 
Chevrolets. Sold 209 cars from 360 con- 
signments. 

BUICK—’59 Electra 4-dr., $2,200* (ps); 
LeSabre 4-dr., $1,830* (ps). 

’58 RM 4-dr. Riviera, $1,725* (ps). 

’57 RM conv., $1,200* (ps); Special 4- 
dr. Riviera, $1,150* (ps), $840*, $805*; 
4-dr., $850*%; Century 4-dr, Riviera, 
$900* (ps). 

’56 Special Estate Wagon 4-dr., $785*; 
4-dr, Riviera, $685* (ps), $600*; 4- 
dr., $585*; RM 4-dr, Riviera, $765* 
(ps). 

’55 Super 2-dr, Riviera, $470*; 
4-dr, Riviera, $275*. 

CADILLAC—’59 Eldorado conv., $3,875* 
(ps); (60) Special 4-dr, hardtop, $3,- 
810* (ps). 

’5S (62) 4-dr, hardtop, $2,630* (ps). 

’56 (62) Sedan de Ville, $1,125* (ps). 
CHEVROLET—’60 Impala (8) conv., $2,- 
410*; Parkwood (6) 4-dr., $2,200*. 
"59 Impala (8) conv., $2,005*; 4-dr. 

hardtop, $1,950*, $1,850*, $1,825, $1,- 


Century 


790* (ps); Bel Air (6) 4-dr, hardtop, 
$1,525*; 2-dr., $1,390*; Biscayne (6) 
2-dr., $1,290. 


’5S Impala (8) conv., $1,545*; Bel Air 


(8) 4-dr., $1,275* (ps); 4-dr, hardtop, 
$1,265*; Biscayne (8) 4-dr., $1,125*; 
Biscayne (6) 2-dr., $980*; Delray (8) 


2-dr., $1,035*. 
‘57 Bel Air (8) Nomad 2-dr., $1,405*; 


(Continued on Page 47, Col, 1) 
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4-dr. hardtop, $1,200* (ps), $950*; 
conv., $1,140* (ps); 2-dr., $1,130*; 
Bel Air (6) 2-dr., $870*; Two-ten (8) 


4-dr., $1,100; Two-ten (6) 4-dr., $905; 


2-dr., $825*. 
°56 Bel Air (6) station wagon 4-dr., (9 
pass.), $800; 2-dr., $775*, $630*; Bel 


Air (8) 2-dr., $625; Two-ten (8) 2-dr., 


$710; station wagon 4-dr., $705*; sta- 
tion wagon 4-dr, (9 pass.), $675*; 
Two-ten (6) 4-dr., $605; 2-dr., $570, 


$430; One-fifty (8) station wagon, 
$515. 

55 Bel Air (8) station wagon 2-dr., 
$685*; 2-dr. hardtop, $685* (ps), $550*, 
$410*, $370* (ps); 2-dr., $600*; conv., 
$625*, $600*; Two-ten (8) 2-dr., $575, 
$525*; Two-ten (6) 2-dr., $450, $450*; 
Delray, $470. 

’54 Two-ten 2-dr., $320*. 

’53 Bel Air 2-dr., $135* (ps). 


CHRYSLER —’55 Windsor 4-dr., $355* 
(ps) 
DeSOTO — '57 Firesweep 4-dr,. hardtop, 
$710* (ps). 
DODGE—’59 Coronet (8) 2-dr. hardtop, 
$1,500* (ps). 
’57 Sierra (8) 4-dr., (9 pass.), $1,050* 


(ps); Coronet (8) 2-dr. hardtop, $850*. 

FORD—’60 Thunderbird (8) 2-dr. hardtop, 
$3,260* (ps); Fairlane 500 (8) conv., 
$2,410* (ps); 4-dr., $1,230* (ps); 
Galaxie (8) Starliner, $2,350*, $2,- 
110* (ps); Country Sedan (8) 4-dr., 
$2,130. 

59 Country Sedan (8) 4-dr., $1,850*; 
Galaxie (8) 2-dr, Victoria, $1,850* 
(ps); Custom 300 (6) 4-dr., $1,250*. 

’58 Country Sedan (8) 4-dr. (9 pass.), 
$1,270*; Fairlane 500 (8) conv., $1,- 
265*; 4-dr. Victoria, $1,210* (ps), $1,- 
155*, $1,005* (ps); 4-dr., $1,100* 
(ps); Fairlane (8) 4-dr., $1,030* (ps); 
Custom 300 (6) 2-dr., $820, $780; 4- 
r., $775, $775*. 

’57 Fairlane 500 (8) conv., $1,210* (ps), 
$1,090*, $1,055*, $1,000*, $725*; 4-dr. 
Victoria, $1,100*, $1,035*, $1,020* 
$995* (ps), $985*; Fairlane (8) 2-dr. 
Victoria, $905*; 2-dr., $825*%, $750* 
(ps); 4-dr, Victoria, $720*; Country 
Sedan (8) 4-dr., $950* (ps), $940*, 
$615*; (9 pass.), $800*%; Ranch Wag- 
on (8) 2-dr., $825*, $810*; Custom 
300 (8) 4-dr., $795*, $755; Custom 
300 (6) 4-dr., $515; Custom (6) 4-dr., 
$660; 2-dr., $520. 

’56 Fairlane (8) 4-dr, Victoria, $760*; 
4-dr., $700*, $575, $500*; Custom (8) 
4-dr., $700*, $630*, $380; 2-dr., $650*, 
$425. 

’55 Country Sedan (8) 4-dr., $430* (ps); 


Custom (8) 4-dr., $425, $410*; Custom 
(6) 2-dr., $400; Fairlane (8) 2-dr., 
$415*, $315*, $230; 4-dr., $335, $325. 


LINCOLN—’58 Continental Mark III 2-dr. 
hardtop, $2,460* (ps). 

’57 Premiere 4-dr. hardtop, $1,300* (ps). 

MERCURY—’58 Montclair 4-dr. hardtop, 
$1,610*; conv., $1,340* (ps), 

’57 Turnpike Cruiser 4-dr. hardtop, $1,- 
105* (ps); Monterey 4-dr., $970* (ps); 
Montclair 4-dr., $735*. 

’56 Montclair conv., $700* (ps); Mon- 
terey 4-dr. hardtop, $635*, $600*; 
Medalist 2-dr., $575*; Custom 2-dr., 
$570*. 

"55 Monterey 4-dr. hardtop, $375* (ps); 
Montclair 2-dr. hardtop, $325. 

*53 Custom 2-dr., $110. 

OLDSMOBILE — '59 (98) conv., $2,550* 


(ps). 

’58 (88) Super 4-dr., $1,675* (ps), $1,- 
665* (ps); 4-dr. Holiday, $1,425* (ps). 

’57 (88) Super 4-dr. Holiday, $1,375* 
(ps); (88) 4-dr., $1,325* (ps). 

"56 (88) Super 4-dr. Holiday, $975* 
(ps); 4-dr., $665* (ps); (88) 4-dr. 
Holiday, $675*. 

’55 (88) Super 4-dr. Holiday, $575* (ps), 
$475* (ps); (88) 4-dr. Holiday, $570* 


(ps). 
PACKARD—’56 Clipper 4-dr., $375* (ps). 

*6563 Clipper 4-dr., $220*. 

’51 Clipper 4-dr., $110°. 

PLYMOUTH—’59 Savoy (6) 2-dr., $1,090. 

’58 Savoy (8) 4-dr., $810*. 

’57 Belvedere (8) 2-dr. hardtop, $810*, 
$700* (ps), $625*; Savoy (8) 4-dr. 
hardtop, $525. 

’56 Savoy (6) 2-dr., $320. 

’55 Plaza (6) 4-dr., $240. 

’54 Plaza 2-dr., $275. 

’53 Savoy 2-dr., $155. 

PONTIAC—’59 Bonneville 4-dr. Vista, $2,- 
250* (ps). 

"57 Super Chief 4-dr., $1,040* (ps). 

’56 Chieftain 4-dr., $700*, $630* (ps); 
Star Chief 4-dr., $640* (ps). 

’55 Star Chief 4-dr., $400* (ps). 

’54 Chieftain 4-dr., $185*. 

STUDEBAKER—’59 Lark (6) 4-dr., 

’57 Scotsman (6) 2-dr., $425. 

ISCELLANEOUS—’'60 Dodge (6) %-ton 
pickup, $1,135. 

’54 Chevrolet (6) %-ton pickup, $315. 


WEST PALM BEACH, FLA. 


West Palm Beach Auto Auction. Sale 
every Thursday. Prices are for sale of July 
21. Retail reported slow—but action at this 
week’s sale was good. Heavy late models 
declining in price. Demand good for ’58 
and ’59 light model cars. 

BUICK—’57 Special 2-dr. Riviera, $910* 
(ps); conv., $890* (ps), $770* (ps); 
4-dr., $850*; 2-dr., $785*. 

’56 Super 2-dr. Riviera, $480* (ps). 

"55 Century 4-dr. Riviera, $435* (ps), 
$435*, $390* (ps); conv., $200* (ps). 

’54 Special 2-dr. Riviera, $300*. 

"53 Super 2-dr. Riviera, $220*, $150*; 
RM 4-dr., $190* (ps), 2 at $140* 
(ps); Special 2-dr., $160*. 

’47 RM 4-dr., $100. 

CADILLAC—’59 (62) conv., $3,700* (ps). 

"57 (62) Sedan de Ville, $1,725* (ps). 

’56 Eldorado conv., $1,250* (ps). 


$845. 


’54 (60) Special 4-dr., $750* (ps); (62) 
2-dr. hardtop, $505*. 

"53 (60) Special 4-dr., $450*, $365* 
(ps). 

"51 (62) 4-dr., $150*. 


CHEVROLET— 60 Impala (8) sport sedan, 
$2,200* (ps). 

59 Impala (8) sport sedan, $2,105*, $1,- 
725* (ps); Parkwood (8) 4-dr., $1,- 
575; Bel Air (8) 4-dr., $1,430*. 

"58 Bel Air (8) sport sedan, $1,285* 
(ps), $1,250* (ps), $1,175* (ps); 4-dr., 
$1,125* (ps), $1,065; Bel Air (6) sport 
coupe, $1,040*; Biscayne (8) 2-dr., $1,- 
010; Yeoman (6) 2-dr., $800. 

"57 Two-ten (8) sport coupe, $885*; 
Two-ten (6) station wagon, $685; 2-dr., 
$650; Bel Air (8) station wagon, $880*; 
4-dr., $840*; sport coupe, $825. 























































Hillman—’56 station wagon, $160, 
MG—'’57 MGA roadster, $950, 


’56 Bel Air (8) conv., $735, $565*; 2-dr., 
$595*; Bel Air (6) sport coupe, $525*; 
Two-ten (8) station wagon, $655*, 
$550*; Two-ten (6) 2-dr., $525*, $460. 

’55 Bel Air (8) station wagon, $695*, 
$550, $375*; conv., $510*; 4-dr., $470; 
2-dr., $390*; sport coupe, $300*; Two- 
ten (6) 4-dr., $500; 2-dr., $245; Two- 
ten (8) 2-dr., $425*, $255; One-fifty 
(6) 4-dr., $205. 

’54 Two-ten 2-dr., $375; 4-dr., $340*; 
station wagon, $175* (ps); Bel Air 4- 
dr., $275* (ps). 

4-dr., $150*, 


"52 Deluxe Bel Air, $155*; 


ALBANY, N. Y. 


Prinz—’60 2-dr., $610. 
Renault—’60 Dauphine 4-dr., 
Simea—’58 Aronde, $580. 


BORDENTOWN, N. J. 


Austin-Healey—’60 conv., $1,415. 
Lloyd—’60 2-dr., $700, $600. 
MG—’'59 MGA, $1,525. 
Metropolitan—’60 2-dr. 
Simea—’59°4-dr., $750. 
Volkswagen—’60 station wagon, $2,350; 2- 
r., $1,510. 
’59 2-dr., $1,500, $1,235. 
Volvo—’59 station wagon 2-dr., $1,080. 


CALDWELL, N. J. 


Fiat—’60 Multipla station wagon, $590. 
Simca—’59 2-dr. hardtop, $895. 


CHICAGO 


MG—’60 MGA roadster, $1,885. 
Simca—’59 Aronde station wagon, $500. 
Triumph—’59 TR-10, $710. 
Volkswagen—’60 2-dr., $1,450. 

’58 Microbus, $1,280, 
Volvo—’60 2-dr., $1,810. 


COLUMBUS, O. 


Ford (English)—’59 Consul 4-dr., 
Volkswagen—’60 2-dr., $1,600. 


DAYTONA BEACH, FLA. 
Alfa Romeo—’59 conv., $2,000. 
Austin-Healey—'59 Sprite conv., $1,040. 
Ford (English)—’59 Anglia 2-dr., $750, 


$665. 
’58 Anglia 2-dr., $430; Prefect 4-dr., 
28 


$1,250. 


hardtop, $1,050. 


$900. 


$285. 
Goliath—’58 station wagon 2-dr., $410. 
Hillman—’58 Minx station wagon, $700*; 
4-dr., $600. 
Opel—’58, $575. 
Porsche—’56 2-dr., $1,125. 
Renault—’59 .Dauphine 4-dr., $625. 
Vauxhall—’58 4-dr., $650. 
Volkswagen—’59 2- ‘dr. 5 $1, 275. 
’57 2-dr., $850. 
"56 2-dr., $700. 


DETROIT 


Metropolitan—’57 2-dr. hardtop, $560. 

Renault—’60, $950. 

Simca—’ 59, ‘$750. 

Volkswagen—’58 sunroof 2-dr., $930. 
"57, $650, $600, $550. 


FLINT 


Hiliman—’57 Minx 4-dr., $500. 
Renault—’60 Dauphine 4-dr., $1,035, 
Volkswagen—’'59 2-dr., $1,330. 

'57 2-dr., $900. 


FONTANA, WIS. 


Ford (English)—'60 4-dr., $1,155. 
MG—’51 2-dr, hardtop, $555. 


LOS ANGELES 


Austin-Healey—'59 Sprite roadster, $1,335. 
MG—’59 MGA roadster, $1,500. 

58 MGA 2-dr., $1,380; roadster, $1,200. 

Mercedes-Benz—’58 300D 4-dr. hardtop, 
$4,760". 

Metropolitan—’58 2-dr., $830, $730. 

Peugeot—’59 4-dr., $1,025. 

Renault—’60 4CV 4-dr., $845. 

59 Dauphine 4-dr., $850, $830, $750. 
Triumph—’59 TR-3 roadster, $1,485. 
Volkswagen—’58 Karmann-Ghia 2-dr., $1,- 

410. 

’56 2-dr., $730. 

’55 sunroof 2-dr., $550. 
Volvo—’56 2-dr., $540. 


MANHEIM, PA, 


Alfa Romeo—’60, $2,810. 
Austin-Healey—’'60 roadster, 
BMW—’59, $480. 

Fiat—’60 conv., $1,510. 

59, $690. 

"58 1100 4-dr., $665. 
Hillman—’59 station wagon 2-dr., $750. 
Jaguar—’'57 4-dr., $1,350, $460. 
Lancia—’60 Flaminia 4-dr., $2,200. 
Lloyd—’59 2-dr., $475. 

Mercedes-Benz—’60 220 4-dr., $4,110, $3,- 
350. 
Metropolitan—’'59 conv., $1,010. 

’58 2-dr. hardtop, $650. 

MG—’58 4-dr., $700. 
Morris—’58 Minor 2-dr., $610. 
Opel—’60 4-dr., $350. 
Prinz—’60 NSU 2-dr., 
Renault—'60, $1,825. 
Saab—’58 2-dr., $585. 
Simea—’58 4-dr., $490. 
Taunus—'55 station wagon 2-dr., $212. 
Volkswagen—’60 Karmann-Ghia conv., $2,- 
292; 2-dr., $1,900; 2-dr., $1,800, $1,- 
585, $1,570; Microbus, $1,575. 
59 sunroof, $1,350; 2-dr., $1,340, $1,- 
120. 

‘58 Microbus, $1,055; 2-dr., $1,480. 

'57 2-dr., $675. 

’55 sunroof 2-dr., $612, 
Volvo—’59 2-dr., $900. 


SALT LAKE CITY 
Hiliman—’57 station wagon 2-dr., $480. 


WAREHOUSE POINT, CONN. 


Ford (English)—’58 Consul station wagon 
2-dr., $555. 


$2,200. 


Used Imported Cars 














CHRYSLER—’56 NY 4-dr., $635*. 
DeSOTO—’57 Firedome 4-dr. hardtop, 
$890* (ps). 
’56 Firedome station wagon, $495* (ps). 
’55 Fireflite 4-dr., $600* (ps), $460* 


(ps). 
DODGE—’60 Seneca (8) 4-dr., $1,650. 
’57 Custom Royal (8). 2-dr. hardtop, 
$865* (ps). 
"53 Coronet (8) 4-dr., $150*; 
(6) 4-dr., $130*, 
FORD—’60 Galaxie (8) conv., 
(ps); Fairlane (6) 4-dr., $1,6 
*59 Country Sedan (8) 4-dr., 





Coronet 
$2,050* 
$1,625° 


(ps); Fairlane 500 (6) 4-dr. Victoria, 
$1,300* (ps); Fairlane (8) 4-dr., $1,- 
225°. 


’58 Country Sedan (8) 4-dr., $975 (ps); 


Fairlane (8) 4-dr., $900, $500*; Ranch 
Wagon (8) 2-dr., $825. 

’57 Country Sedan (8) 4-dr., $1,025* 
(ps); Fairlane (8) 2-dr. Victoria,, 
$900* (ps), $900; Custom 300 (8) 4- 
dr., $695*; Ranch Wagon (6) 2-dr., 


(Continued on Page 48, Col. 2) 


Taunus—’60 4-dr., $1,250*, 
Volkswagen—’59 sunroof 2-dr., $1,050. 


WEST PALM BEACH, FLA. 
Ford (English)—’60 Prefect 4-dr., $1,025. 
’59 Anglia 2-dr., $730, $725, $675; Es- 


— station wagon 2-dr., $685, $645, 
5. 
’58 Escort station wagon 2-dr., $625, 


$465; Prefect 4-dr., $600, 

’57 Anglia 2-dr., $350. 

’55 Anglia 2-dr., $180. 
Fiat—’59 4-dr., $750. 
Hillman—’58 Minx 4-dr., $640. 

’53 Minx conv., $180. 
Liloyd—’60 2-dr., $975. 
Morris—’57 Minor 2-dr., $390. 
Metropolitan—’59 2-dr., $910. 

’56 2-dr. hardtop, $510, 
Porsche—’56 conv., $785. 
Triumph—’59 TR-10 4-dr., $650. 
Vauxhall—’59 Super 4-dr., $775, 

’55 Crest 4-dr., $225. 
Volvo—’59 2-dr., $1,025. 


*Lock-o-matic only. 


err SERVICE! 


**Willys dealers only. 
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WARN is the‘word” for 
“SELECTIVE DRIVE” 


There are so many more Warn Hubs sold 
and in use than all other makes combined 
there is no basis for comparison. That’s 
popularity! One reason is that 99.99815% 
of all Warn Hubs sold stay in use for the 
life of the vehicle — or longer. That’s 
dependability! Finally, when it comes to 
national advertising, Warn is the hay- 
stack, not the needle. That’s real selling 
for you! When you sell Warn Hubs, 
everybody is happier! Write today for 
dealer catalog. 


WARN MFG. CO. 
Riverton Box 6064-AN Seattle 88, Wash. 











ATTENTION 








MOTOR TRUCK 
AND 


TRUCK-TRAILER 


DEALERS 


DEALERS 


Highway transportation is professed by all economists to be on the verge of its greatest 


growth in history. 
To meet this challenge we are expanding our sales 


efforts in many different areas, 


Because your company is established in a related business, you are eligible to represent 
us as a Franchised Dealer. Here is what our Dealership will do for you... 


a 


Add to your sales potential, build for 
your future: and watch your profits 
grow through your connection with 
the Number One name in the trailer 
industry. 

If you are interested, 

write C. C. Kempster, 

Fruehauf Trailer Company 

P. O. Box 238, Detroit 32, Michigan 


e Afford you profits with no capital investment and no liabilities. 
e We furnish you, at no cost, an adequate New Trailer Inventory. 
e We finance your customer’s paper without recourse. 

We accept your customer trade-ins with no liability. 


We furnish you expert sales assistance at no expense. : 


We offer you the most complete line of Truck Bodies and Motor Truck Accessories. 





+—— oom ‘ a 
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White Salutes Black— 


Chairman Robert F. Black, left, and 
President J. N. Bauman of White Motor 
Co., Cleveland, inspect the signboard and 
truck decorations of the huge cake with 
which directors and officers of the com- 
pany saluted Black's 25 years of leader- 
ship and service to the firm. Bauman also 
presented Black with a self portrait, in 
behalf of company executives, to commem- 
orate Black's 25th anniversary with White 
Motor. Black joined White as its president 
in 1935, became chairman in 1956. 

a eS 


Black Celebrates 
25th Anniversary 
With White Motor 


LEVELAND.—One of the deans 
of the motor truck industry— 
Robert F. Black, board chairman 
of White Motor Co.—is celebrating 
his 25th year with the truck manu- 
facturing firm and his 50th year in 
the industry. 

Black joined White Motor in 
1935 as president and was elected 
chairman in 1956, at which time 
J. N. Bauman became president. 
But Black’s actual entry into the 
truck industry dates back to 1910, 
when he became a truck sales- 
man in lis. 

“I’m sure the entire trucking in- 
dustry joins the directors, officers, 
and employes of White Motor Co. 
in saluting Black for his 25 years 
of inspiring leadership with White, 
and for his many contributions to 
the growth of trucking in the past 
50 years,” Bauman said. 

“There’s no question that his is 
one of the greatest careers in motor 
truck industry history.” 

OK * +, 


N BEHALF of the other directors 
—Oliver P. Bolton; J. P. Dragin, 
executive vice-president — finance 
and administration; George Gund; 
Z. C. R. Hansen, executive vice- 
president—Diamond T Division; 
H. P. Ladds; W. A. McAfee; H. J. 
Nave, executive vice-president 
—White Truck Division; E. M. 
Newlin, and John H. Watson jr.— 
and the other White officers, Bau- 
man presented Black with a large 
self portrait and a huge cake dec- 
orated with appropriate signboards 
and miniature White trucks. 

This also is a major anniver- 
sary year for White Motor—the 
company’s 60th year—and under 
guidance of Black and Bauman 
the firm has become a top pro- 
ducer of heavy-duty trucks, to- 
talling sales of more than $330 
million in 1959. 

In the past 10 years, White has 
grown at a faster pace than the 
truck industry as a whole, more 
than tripling its sales and earnings 
during a period when intercity 
truck ton-mileage was doubling, 
Bauman said. 


Rental Firms Fight 
Mo. Sales Levy 


JEFFERSON CITY, Mo. — Four 
auto rental firms have filed suit in 
Circuit Court here against Milton 
Carpenter, director of revenue, and 
Albert Arenson, state collector of 
revenue, to prohibit the state from 
collecting sales taxes on rental 
units. 

The firms are Federhofer, Inc., 
Hertz Corp., Ryder System, Inc., 
and Leased Vehicles. The rental 
firms maintain they are exempt 
from payment of sales tax since 
they retain titles to the vehicles 
and there is no intent of sale, ac- 
cording to the petition filed in 
court, They also state that use tax 
is paid on the vehicles. 

The petition stated that the Mis- 
souri department of Revenue has 
insisted that sales tax be paid and 
informed the companies that it 
would be collected, 
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Custom (8) 2-dr. 
toria, $530*; 4-dr., $495, $330*; 
tom (6) 2-dr., $350*; 
(6) 2-dr., $480, $440; 


$245. 

55 Thunderbird (8) conv., $1,280*; 
tom (8) 4-dr., 
(8) 4-dr., $365* (ps). 

"54 Crest (8) conv., $405*; 
on (8), $350; Main (6) 2-dr., $140. 

'53 Custom (8) 4-dr., $265*. 


4-dr., $600°*; 


$2,125* (ps). 
MERCURY—’57 Montclair 2-dr. hardtop, 
$950* (ps), $840. 
’56 Monterey station wagon, $650* (ps); 


4-dr., $390*; Montclair 2-dr. hardtop, 
$520* (ps); Medalist 2-dr., $380*, 
$375*. 


’55 Monterey 2-dr. hardtop, $460* (ps); 


conv., $460* (ps); Montclair conv., 
$430*, $360°, . 
'54 Monterey conv., $425*; 4-dr., $360* 
. 


(ps), $235; station wagon, $200 
’53 Custom 2-dr. hardtop, $160*; 
$155*; Monterey conv., $140*. 
OLDSMOBILE — '57 (98) 4-dr. Holiday, 
$1,120* (ps); (88) 4-dr., $930* (ps), 
$890". 
’56 (98) 4-dr. Holiday, $780* (ps); (88) 
2-dr. Holiday, $660* (ps); 4-dr., $495*. 
'54 (88) 2-dr. Holiday, $395*, $245*; 4- 
r., $275* (ps). 
’53 (88) 4-dr., $140*, 
’52 (88) 4-dr., $150. 
PLYMOUTH—’59 Fury (8) 2-dr, hardtop, 


“4-dr., 


$1,725* (ps), $1,700* (ps); Belvedere 
(8) 2-dr. hardtop, $1,350*; 2-dr., $1,- 
090°. 


‘58 Belvedere (8) 2-dr. hardtop, $980*; 
Savoy (8) 4-dr., $800*. 

'5T Savoy (6) 4-dr. hardtop, $755*; 
Savoy (8) 2-dr., $625*; Belvedere (8) 
2-dr. hardtop, $660*; 4-dr., $620*; Sub- 
urban (6) 2-dr., $520*. 

’56 Suburban (8) 2-dr., $575*, $485* 

, $435* (ps); Belvedere (8) 4-dr., 


BS Savoy (8) 4-dr., $350. 
'54 Savoy 4-dr., $175*; Plaza Suburban, 
$150. 
’53 Cranbrook 4-dr., $120*. 
PONTIAC—’59 Catalina conv., $2,100* 
(ps). 
’56 Chieftain 2-dr. Catalina, $520*. 
’55 Chieftain 2-dr. Catalina, $395* (ps). 
'54 Chieftain 4-dr., $260* (ps). 
RAMBLER—’57 Deluxe (6) 4-dr., $570. 
STUDEBAKER—’56 Champion (6) 4-dr., 
$415. 
WILLYS—’'53 4-dr., $130. 
MISCELLANEOUS—’ 57 International trav- 
el all, $275. 
’55 Chevrolet 1-ton truck, $375. 
'54 GMC tractor, $395*. 


SALT LAKE CITY. 


Salt Lake Auto Auction, Sale every 
Thursday. Prices are for sale of July 21. 
BUICK—'58 Super 2-dr. Riviera, $1,530* 

(ps). 

'57 Century Estate Wagon, $1,200* (ps); 
RM 4-dr. Riviera, $1,000* (ps); Spe- 
cial 4-dr., $555*. 

’55 Super 2-dr. Riviera, $550* (ps). 


"54 Century 4-dr., $405* (ps), $325* 
(ps). 
‘53 Special 4-dr., $100*. 
CADILLAC—'60 de Ville 4-dr. hardtop, 


$4,950* (ps). 
’59 (60) Special 4-dr., $3,630* (ps). 
‘56 (62) 2-dr, hardtop, $1,445* (ps). 
CHEVROLET—’'60 Kingswood (8) 4-dr., 
$2,395". 

‘59 Impala (8) sport coupe, 2 at §2,- 
100* (ps), $2,005* (ps), $1,905; sport 
sedan, $2,000* (ps); Bel Air (8) 2-dr., 
$1,625; 4-dr., $1,525; Parkwood (8) 4- 
dr., $1,600*; Biscayne (8) 4-dr., $1,- 
525, $1,390, $1,360, $1,340*, 

’58 Impala (8) sport coupe, $1,590, 
$1,480; Bel Air (8) 4-dr., $1,250; Bis- 
cayne (8) 2-dr., $1,250, $1,225, $1,- 
000; Biscayne (6) 4-dr., $725; Brook- 
wood (8) 4-dr., $1,100*, 

’57 One-fifty (6) 4-dr., $670. 

"55 Two-ten (8) 4-dr., $420; One-fifty 
(8) 4-dr., $385. 


Used-Car Auction Prices 


(Continued from Page 47) 


$585*, $505. 

56 Fairlane (8) conv., $605*; 2-dr. Vic- 
toria, $600* (ps); Country Sedan Te, 
ic- 

Cus- 
Ranch Wagon 

Main. (6) 2-dr., 










Cus- 
$375; Country Squire 


Ranch Wag- 


LINCOLN — ’58 Premiere 4-dr. hardtop, 
"56 Premiere 2-dr. hardtop, $675* (ps). 





MISCELLANEOUS—’60 Chevrolet %-ton 

Pickup, $1,977, $1,885, $1,775. 

’59 Chevrolet El oa $1,300. 

’58 GMC pickup, $1,030. 

’57 Chevrolet 1-ton panel, $700; Ford 
%-ton pickup, $610. 

"56 Chevrolet 1-ton panel, $500. 

’55 Chevrolet %-ton panel, $435, $425. 

'54 Chevrolet pickup, $430; Ford pickup, 


$425. 
"oe Chevrolet %-ton, $545; Willys %-ton, 
425. 






"54 Bel Air 2-dr., $385; 4-dr., $350. 


53 Bel Air sport coupe, $450*, $400;| °'51 Ford %-ton stake, $200. 
One-fifty 2-dr., $105. ’48 Ford %-ton pickup, $150. 
CHRYSLER—’59 NY 4-dr. hardtop, $2,- 
405* (ps). 
'57 NY 4-dr., $1,290* (ps); Saratoga FARGO, N. D. 
4-dr. hardtop, $1,160* (ps). Tri-State Auction Co., Inc., Sale every 
’54 NY 4-dr., $400* (ps). Thursday, Prices are for sale of July 21. 


Very poor market on average cars, Sharp 

ears selling. Sold 70 cars from 112 con- 

signments. 

BUICK—’56 Special 2-dr. Riviera, $695*. 
’55 Special 4-dr. Riviera, $605* (ps). 


DeSOTO— 52 Firedome 4-dr., $235. 


DODGE—’60 Seneca (6) 2-dr., $1,600. 
’55 Custom Royal (8) 4-dr., $455. 


FORD—’60 Thunderbird (8) conv., $3,350* 


every Wednesday (July 20). 
as consignments showed slight decrease. 
Buyers were out in force anxious to buy 


rolet 2-ton, $930; GMC 2-ton, $895, 

’55 Chevrolet 2-ton, $1,095; GMC 2-ton, 
$625; International 2-ton, $550. 

’54 Chevrolet 2-ton, $670. 

'53 Ford 2-ton, $535, $525; 1%-ton, 
$420; GMC 2%-ton, $505. 

’52 Dodge 2-ton, $185. 

"61 GMC 2%- -ton, $710; 1%-ton, $350, 
$280; Ford 2-ton, $555; Chevrolet 2- 
ton, "$390; Dodge 2-ton, $210. 

’50 Dodge 2-ton, $225. 

’49 Chevrolet 1%-ton, $330, $240; Inter- 
national 1%-ton, $210. 

’48 Ford 2-ton, $200, $110. 

’47 Chevrolet 2-ton, $200. 

* * * 


— Auctions in Brief — 


BORDENTOWN, N. J. 
National Auto Dealers Exchange, 
Prices soared 


(ps). , good clean cars, Prices were particularly 
a me ig Ne A he — mee eae | FB NE Ba 
-dr., , ’ , ; : model cars remained very firm. 
Custom 300 (8) 4-dr., $1,260*, $1,230*. | CHEVROLET—’59 Bel Air (8) 4-dr., $1,-| percent of 421 consignments, 
58 Country Squire (8) 4-dr., $1,370* 540*, $1,455*; 2-dr., $1,290*; Bis- . & % 
(ps), $1,360* (ps); Fairlane 500 (8) cayne (8) 4-dr., $1,395*. 
conv., $1,350* (ps), $1,300* (ps);| ‘58 Delray (8) 4-dr., $980*. CHICAGO 
airlane (8) 4-dr. Victoria, $1,050*| CHRYSLER—’57 Windsor 4-dr., $905*. Greater Chicagu Auto Auction, Sale 
oe Ranch Wagon (8) 2-dr., $945*! +55 Windsor 2-dr, hardtop, lelee* ¢ (ps). = Bg a. 21), Sold 371 cars 
‘57 Country Sedan (8) 4-dr, (9 pass.),|FORD—59 Fairlane (8) 4-dr., $1,420*| ‘T°™ — =e ‘ 
$1,055; Fairlane 500 (8) 4-dr., $925* (ps), $1,300°, $1,560; Custom (8) 4- 
(ps); Custom 300 (8) 4-dr., $610, $600.| ,, OT-._ $1,275*. ‘ DETROIT 
’56 Fairlane (8) 2-dr. Victoria, $900*; — a ae (8) 4-dr., $1,040°, $990 State Fair Auto Auction. Sale every 
Country Sedan (8) 4-dr., $660*; Cus- ps); 2-dr., $790*. Friday (July 22). Prices are still strong on 


’57 Custom (8) 4-dr., $865; Fairlane (8) 
4-dr., $830; 2-dr., $730. 
"56 Fairlane (8) * dr., $620* (ps); 
(6) 2-dr., $510*. 
’55 Custom (8) 4-dr., $420, 
’54 Custom (8) 4-dr., $390. 
"53 Custom (8) 2-dr., $190. 
OLDSMOBILE—’55 (88) 4-dt. Holiday, 
$650* (ps). 
"53 (88) 4-dr., $100*. 
’52 (98) 4-dr., $105*. 
PLYMOUTH—’57 Belvedere (8) 2-dr. hard- 
top, $780*; Savoy (8) 4-dr., $590*, 


tom (8). 4-dr., $450. 
‘65 Fairlane (8) conv., $505* (ps), $430; 
2-dr., $490*, 
’54 Ranch Wagon (8) 2-dr., $290. 
'53 Custom (8) 2-dr., $225; Crest (8) 2- 
dr. Victoria, $125, 
MERCURY—’58 Monterey 4-dr., $990*. 
‘55 Monterey 2-dr. hardtop, $345*. 
OLDSMOBILE— '59 (88) 4-dr., $1,795*, 
’58 (88) Super 2-dr. Holiday, $1, 260°, 
’57 (88) 2-dr Holiday, $930* (ps). 
’56 (88) Super conv., $675*, 


Main 


clean pieces. 
signments. 


(July 22). 
definitely a shortage of good clean used 
cars. Sold 72 percent of 189 consignments. 


Sold 87 cars from 183 con- 


* * * 


DYER, IND. 
Dyer Auto Auction, Sale every Friday 
Consignment was low, There is 


FONTANA, WIS. 


Fontana Auto Auction. Sale every Thurs- 


55 (88) 4-dr., $485°*, a 
’53 Cranbrook 4-dr., $120*, ay (July 21). A little more activity on 
PLYMOUTH—’59 Fury (8) 2-dr. hardtop, rere Star * fae" 4-dr., $630* ’58 through ’60 models. °57 and older 
$1,930. models strong. Sold 67 percent of 289 con- 
PONTIAC—’55 Star Chief 2-dr. Catalina, STUDEBAKER—'53 Commander (6) 2-dr., | Signments. 
$505* (ps). $135*. * * * 


’54 Chieftain 4-dr., $180*, MISCELLANEOUS—’58: Chevrolet 2-t o n, 


’53 Chieftain 2-dr. Catalina, $250*, $1,550, $1,480; %-ton, $1,125*; Ford 
RAMBLER—’55 Custom Cross Country, 2-ton, $1,500. 
$600. '57 Chevrolet 2-ton, $1,190, $1,100; 1%- 
STUDEBAKER—’58 President (8) 4-dr., ton, $900. 
$800. '56 Ford 2-ton, $1,060, $950, $555; Chev- 


Friday (July 22). 
lection of good clean cars and buyers ga- 
lore, Sold 83 percent of 704 consignments. 


MANHEIM, PA, 


Manheim Auto Auction, Inc, Sale every 
We had an excellent se- 





New Commercial-Car Registrations, 
11 States for June, 1960-1959 


Truck Eye by states are 



















































































a Stude- 

baker | White | Willys | Misc. 
Alaska *60 | 55 2 5 36 34 20 | ‘| "| ‘| 26 191 
‘59 24 4 29 16 23 4 4 6 14 124 
District of Columbia "60, 102) 1| 6 63) 24 23 6 ‘| 4 36 271 
‘59 2 58 2 19 59 22 35 7 | 5 25 236 
Hlinois ‘60 1072 29 149 956 274| sel rr 47 67 81) 196 3479 
‘59 1193 18 171 1049 214} 606 46 24 78 84 173 3656 
Nebraska ‘60 452) 3 40) 330) 91 169 5 4 19 26 35 1177 
'59| 362 6] 4t|_— 360} ~—50}_—Ssd19 ‘ 2} iia] sta] S| 1048 
New Hampshire *60 I 116) 2) 17 101 32 él 16 3 2! 24 39 414 
59 1 | we en a 4 24| 36) ~—-280 
North Carolina *60) | 545) 9 43) 54! 95) 135 15 3 22 37 72 1527 
"59 605 4). 69 1054 87 125 52 8 38 47 48 2137 
North Dakota ‘60 | 155 3 19) 131 39 112 ;| | 3 a 468 
‘59! 157 3 49) 129) 3% 93 | 2 4 14 488 
South Carolina *60| 310) 43 288 79 it 9 5 18 10 32 905 
‘59 389} 108) 337} 52 73) 8 6 I 30; ~—‘*1021 
Utah *60) 244) 3 39| «194! 77 45 3 | il} 18 20 657 
‘59 187 I 64 165 52 89 5 6 12 17 10 608 
Virginia ‘60 2 538 4 72 518) 159 241 21 4 33 48 82 1732 
dice a eae | 552 3 137) 422| 13] 18} 27 7 22 49 70 1583 
Wisconsin ‘60 493 3 62 492 136 312 5 13} 14; 67 78 1675 
'59| | _ 487 12 103 492 104) 29f 23 13 5! 48 75 1699 
11 States Reported ‘60 3! 4082 59) 495| 3650 1040 1785 | 132 113) 193 324 620; 12496 
To Date for June 59) 2} 4089} 49|_—77|__ 4146) ~—7e4|_—*1746|_—«s188| = 78|_—222|—«309|~—«S10| ‘12880 
Year "60 513| 141782 1236| 19061! 125843| 34413| 49638! 5124 1850) 6803| 12308/ 19843| 418414 
_To Date ‘59| 454| 141063 1089} 23391| 115363! 30036) 41153 6039! 2701; 6486) 10876) 17399| 396050 




















~~ Compiled from official state records. Data property of 2, 2. Polk & Co. May not be copied, sold or reprinted without Polk permission. 


Corvair included in Chevrolet totals, Falcon in Ford and Valiant in Plymouth. 








New Passenger-Car Registrations, 15 States for June, 1960-1959 
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piled by R, L. 
Polk & Co. 

Alaska *60) 54 it 5 | 20 94 168 2 9) 18) 197) 8) 9) 148) 210) 110 722 
59| 32/ 6 2 3 4| 60 7 113 2 | 0) ark ee a 6} 4} is| | 155} 94| 508 
Delaware "60 70) 10) | 8| 83 94 183 2 28 30; —-243| 39) 42|.—~=Ss«471 55 | 76| 683) i 157| 1363 
59 | 38) 12| 3 iS] aa| ___ 268 1 Soe ze} | 305] S43] ~—s 34] 328 78) 74| _557| 30; 185! ~=—«1321 
Dist. of Col. 60; 209) 4% 10/ 12 155| 276 539 il 43/ 59| 652) oO 74) 791; (126) +179) 1230 27; —«:309| +~=«2928 
59/136! 43] i} 13 61} 185 313) 559 19 14 38 630) 74, 558) 160! 195} 1043 43| 296] 2461 
Idaho "60|—*175) 25 6 4 7 140; +292 +~«:329 4) 45) 59| 437) = 4, 4111 84, «145 768 32 123| 1827 
‘59 172| 19) 4) 14] 66 140) 243 457 19 5 63) 544| 90! 4\ 479; 133) «145 888 62 169; 2078 
Maryland 0| 77; 63 23 rT 814) 1059) 2100 21a] 21 181, 304) 2654) 369 192) 3288, 425, 561| 4835 142; 863) 11365 
59] 638} ~—sN2 14 80} 259] 967) 1432! 2376 36 28 173) 2613} 296) I71| 2694; 529] 558) 4248] 214) 1128) 10273 
New Hampshire 60) 275) 24) 6) x 170 150, 355) + +549 6) 70) 79) 704) 97) 26| 759) 93; 102) +1077 3 379| 2883 
er ‘59; 196] 2! 9) 14 9 204 339/519 19 6 5I | 595] 63) 43 594| %| 113) 907 79| 325) + 2443 
North Carolina 60) 411) 108 7 32). 434) +641) +~=«1222)~=—«2251 | 14 169, 231| + 2665| +375 151| -2857/ 397/559) 4339 125; 659) 9421 
'59/ —-333| «106 14 63} 214 —«B17|_—«dtN4| 268 66| 2% 200 2973| _359| _~—s«152| ~—-2497/ ~~ 492| = 519] 4019 150/ 977] 9466 
North Dakota 60) 12 30 3 2 127 146 314) «422 3 58] 59) 542) 51 | 22; 605). ~—=«SA'7 80 875 31 46; ‘1920 
59} ‘123 24) 4| 18 64) «197 307; 493|_—20 2 70| | 585} _—s8| 24 543/110) 90| 825 35 67} 1942 

Rhode Island 60; 299) ~StSs«4B | é 10 175, 279, ~=S«s515| 69 | 9 45 | 53; -798| 68| 64! —-700/'—~=S «104 ~S=s«*'20|'~=St«i'086 47\ 283 
59; 244] 31 6 5 67 a ae aS | ee | es a 50| 47 510; st 5} 95| 817 42} 303) 2395 
South Carolina 60) 288 4l 4 | i ae 630/161! | 7 80/132 «1380 ~—~«*152| 6i| 1359/1165) 232! 1969 40; -351| 4658 
eGat ea 's9|__—-239|_~—S 50 ¥ 23| 137) 461] 679) 1605] 8} St} | | 765) 215] 90} —«*1364| 242) 286] 2197) ~—st10| S| 5651 
Tennessee 60 —SII 60) 10 34 —«382|=S««464|~—Ss«9SO| SC 718 il 147 197, 2073, -341| ~—=«105|—=«2599| + +««382| +~=—«504) ~—«3931 103; 454| 8022 
ene _'59| 409) 65| 15 61} __-226| ~—«475| ~—— 842] _—«*1:969 67 17] 139] |_2192! 294) ~_—*119|_~—«2097)—— 466] ~—«5 26] ~—«3502 118} 568] 763! 
Utah "60/207 25| 5} 20; 146] st93] 389] 03 3) 98; 680,90, 42, 4B] 116) 168) 984) 15210] (2465 
Ni 59} 216] 5 4|—-27|_67|_—siS6} 269] 549 13 AAS Rt Od aa Sa 42 547} (139 ~—s«'162|_—=—«979} 31] 230] += 2355 
Virginia 60) 626) —=«*'3 21 60 67i| «1001! ~—«*1866) «2598 26 266) 347| «3237; ~=S=440|~S=«d'82| ~=«3509| 492) + +680) 5303 208; *1384| 12626 
59} 506} —_—‘139/ 28| 98} 318/922} ~—«*1505| —-2869/ 57 34 285 _| 3245} 370|_—st67|_—2731| 512} ~— 679] 4459) ~~ 223] —«1419| «11357 
Wisconsin ‘60; 1818 147] 17] 44) «1137)—«746)~—=«2091| 2914 47| 385|  «-347| «-3693 = 695! = -236| +3925) 901) 960) 6717| 253) 614) 15166 
‘59 _ 1529 153/ 32/108 477|_~—«953|_—«*1723| ~—«3374 71 35} 313 | 3793) 586] —213|_~— 3304) — B64} ~—st041| +4008 236| 642) 13931 
Wyoming 40) an 9) 5| 7 éi 9 isi; 218 | i 4 30) 290; SO} SSt=«~<S):CSt*té«D é1/ 67!—s819 24 58| 1267 
'- 112 au. 9 19| 71} 118} 280) 10 2 39 331| 65) 359) 70! 86 606 24 79| 1270 
15 States 60) 5921 057; «128 295| 4705) 5745! (11730! 16392 | (67) 1643 aia] 20245| 2924! «1274, «-22382/ +=«3533) —-4463| +«34576| +1175) 6002) 79649 
For June '59| 4923/08 16! 547| __2117|5732| —9365| 18736] 441] ~—st97|~—=*t. B45 | 21019} 2642|_—*11249| 18719) —_-4021| ~—-4581| 31212] 1420/7143) 75082 
Year "60| 183995| 35019/  7189/ 13006/ 159840| 201033/ 416087) 624402) | 10568| 70327! 39676| 744973| 116265| 65796) 748769| 153427| 177086|1261343| 50580) 237976| 2894954 
To Date 59] 145314] 26307| 7747! _‘19271| 59381! 160975| 273481| 613414) 20907| 13229| 65297 | 712847! 116250! 65314! 629760! 164328] 168048/1143700! 57816) 243602! 2576960 








Compiled from official state records. Data property of R. L. Polk & Co. May not be copied, sold or reprinted without Polk permission. Corvair included in Chevrolet totals, Falcon in 


Ford and Valiant in Plymouth. 
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z Chevrolet Co.) of exemption from 
Lawsuits Affecting Dealers ... liability and that it remained so lia- 
ble at the time of the accident on 


March 6, the vehicle not having 


Court Decisions finer eee” 


* 
give notice of the sale to the Must Make Repairs 


Motor Vehicle Department before T IS now established law that one 
the end of the following day, as who leases a motor vehicle from 
required by a usual state law. its owner is lawfully obligated to 
In fact the company delayed regularly inspect it and repair 
until Feb. 14, a week later, to send| 4@"gerous defects. 
the documents to the Motor Vehicle For instance, in Bone v. Gen- 
Department, On March 6 Maines| eral, 322 S. W. (2d) 916, the testi- 
had an accident with the automo-| Mony showed that one General 
bile and seriously injured a woman| leased a motor truck from its 
named Stoddart, who sued Nance| owner, One day a railroad cross- 
Chevrolet, Co. for heavy damages. | ing guard was seriously injured 
In view of the fact that Nance} When the truck’s door flew open 
Chevrolet Co. had violated the state| #nd struck him. 
law by failing to send notice to the| Although General contended that 
Motor Vehicle Department before| it was not his responsibility to keep 
the end of the day after the auto-|the rented truck in good and safe 
mobile was sold to Maines, the| condition, the higher court held 
higher court held that technically} General liable in $20,000 damages 
Nance Chevrolet Co. was the legal|to the guard; saying: 
owner of the automobile and, there-| “There was no evidence of any| Valiant Dealers Form Ad Association— 
fore, liable to Stoddart for several| inspection, repair or maintenance! Directors and officers of the newly formed Los Angeles Region Valiant Advertising 
thousand dollars in damages. This|of this truck by anyone. It would| Assn. recently met for their first conference. Officials include, from left, Carl Ruff, Ven- 
court said: seem hypertechnical to say that de-| tura; H. E. Baher, Alhambra, treasurer; Stan Walker, Los Angeles, vice-president; Art 
‘The document was received by|fendant, because it was a lessee,| Frost, Culver City, president, and Lew Jabro, secretary-manager. Standing: Martin 
the Motor, Vehicle Department on/| could not have installed a fastener | DuBow, San Diego; Bill Luke, Phoenix; John Hondas, Santa Ana; Jack Livingston, Van 
Feb. 14. We have concluded that|or locking device of some type OM | Nuys; Bob Wickett, San Bernardino, and Glenn Roberts, legal counsel. The association 
this deprived the vendor (Nance; these doors, had it desired.” includes Valiant dealers in Southern California, Arizona and a portion of Nevada. 


"Way out front in steering ease... 





By Leo T. Parker 
Attorney at Law 

HIGHER court has rendered 

an unusually important deci- 
sion to the effect that if an auto- 
mobile dealer charges the pur- 
chaser of an 
automobile usur- 
ious interest, the 
purchaser can 
keep the automo- 
bile without pay- 
ing any of the 
balance due ei- 
ther the dealer or 
the finance com- 
pany. 

For example, in 
Clem Motor Co. 

L, T. Parker v. Nelson, 322 S. 
W. (2d) 448, it was disclosed that 
one Nelson purchased an automo- 
bile from Clem Motor Co. on a con- 
ditional sale contract. Nelson traded 
in his old car and through error 
Clem Motor Co. charged Nelson 
usurious interest on the balance 
due on the contract. A finance com- 
pany financed the deal. 

Later Nelson filed suit against 
both Clem Motor Co. and the 
finance company. The lawyer for 
the finance company argued that 
the latter could not be liable be- 
cause it did not sign the purchase 
contract, and it made no usurious 
charge. 

The higher court held that this 
was immaterial, and did not bar 
Nelson’s right to relief against both 
the dealer and the finance company 
to whom the contract was assigned. 
This court also held that Nelson 
could keep the automobile without 
paying any of the balance due on 
the purchase contract. 

* * ca 


A Costly Error 


— a higher court held 
that an automobile dealer re- 
mains the lawful owner of an auto- 
mobile and is liable in damages for 
injuries caused by a purchaser if 
such dealer fails to strictly comply 
with a state law requiring registra- 
tion or due notice of sale. 

For illustration, in Stoddart v. 
Nance Chevrolet Co., 337 Pac. (2d) 
855, the testimony showed facts, as 
follows: A 1952 Chevrolet sedan 
was involved in the accident. Its 
owner traded that car to Nance 
Chevrolet Co. as part payment upon 
a new Chevrolet. 

On Feb. 7, Nance Chevrolet Co. 
sold the automobile to one Maines 
upon a conditional sale contract 
and delivered possession to him. 
Nance Chevrolet Co. failed to 


es 
Turnings 
(Continued from Page 10) 
because aluminum trim waste will 
amount to 10 to 15 percent, com- 
pared with about 30 percent for 
steel waste. 

Asked about stone-abrasion re- 
sistance of aluminum bumpers, 
Shircliff said that it is a problem 
in some areas but that the other 
advantages of aluminum will off- 
set the difference. One of the ad- 
vantages of aluminum is that 
stains can be polished out. 

O’Brien said, “We don’t know 
how severe the problem of the 
sand-blasting the bumpers will re- 
ceive in the Southwest will be. We 
are working on it by increasing 
thicknesses of anodic film and ad- 
ditives. Chrome plate, of course, 
will not abrade as easily as alumi- 
num. Our anodic film, although 
hard, is thin—about .0002 to .0003. 

Reynolds has done considerable 
development work with an inex- 
pensive additive that would be 
coated over the annodizing to fur- 
ther protect the surface. 

In conclusion, O’Brien said the 
Reynolds hot-extrusion required no 
“exotic” aluminum alloy—merely a 
normal magnesium-based extrusion 
alloy. He added that the process 
could also be used to make dash 
boards, window frames and wheels. 












































‘CENTER POINT" 


Rockwell-Standard® Center-Point steer for heavy-duty vehicles 
gives you 3 advantages « Easy steering with less weight and cost 
than power assist * Safer, better vehicle control with less driver 
fatigue * Reduced maintenance costs and less downtime be- 
cause tires and steering parts last longer. 





























EXTRA! THESE TIME-PROVED 
ROCKWELL-STANDARD 
FEATURES 


Delrin Knuckle Pin Bushings— 
cannot rust or corrode. 


Forged Steering and Tie Rod Arms 
—extra strength and rigidity. 


Balanced “I” Beam Center— 
equalized “I" design gives greater 
resistance to both lateral and | 
vertical stress. 


Air or Hydraulic Brakes—whatever 
is best for your operation. 


True Sphere Ball Studs—induction 
hardened for longer wear. 


THE ORDINARY WAY THE CENTER POINT WAY Simplified Maintenance — simpli- 
fied design cuts maintenance 


cost, speeds lubrication. 


Forged Knuckles and Spindles — 
enclosed, to keep lubrication in, 
dirt out. 





Inclined kingpin design necessi- 
tates lifting the front axle load 
when wheels are turned. Because 
linkage is a greater distance from 
center-line of tire, and is not per- 
pendicular to ground—it is subject 
to many forces not present in the 
Center Point design. 





Doenges Outvoted 


BARTLESVILLE, Okla. — Auto 
Dealer Bill Doenges was defeated 
by Rep. Ed Edmondson in the Dem- 
ocratic congressional primary in 
the second district. Rep. Edmond- 
son is a brother of Oklahoma Gov. 
J, H. Edmondson. 
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STEEL TRANSPO RT—Master Tank &|. 


Welding, Dallas, Tex., has announced the 
T-1 steel transport, a 30,000-galion water 
blimp. The transport has been sand blast- 
ed, stress relieved and X-rayed, it is claim- 
ed. Over the rustproof primer coat the 
tank is finished in hot process enamel. All 
gauges are recessed in the side of the 
tonk. For weather protection, the rear end 
is enclosed, it is said. Among the features 
are vaporproof lights, nail guards, a re- 
tractable landing gear, manway cover, fire 


extinguisher niche, and a removable lad- | | 


der and tire rack. 
* 





wrenches for removal, servicing 
and installation of front spindle 
nuts on four-wheel drive trucks. 
The sockets are 3 inches deep with 
standard %-inch drive and cad- 


mium plated. 
* * + 
, - 






ALIGNMENT GAUGE—The No. 27 uni- | 
versal alignment gauge announced by 
Bear Mfg. Co., 2016 Fifth Ave., Rock Is- 
land, Ill, is said to fit any foreign or 
domestic car as well as all trucks and 
buses. It features both magnetic and clamp 
attachments which permit use on either | 
wheel hub or lug nuts. The gauge has) 
three spirit levels which permit instant 


readings of camber, caster and king-pin 





BRAKE BLOCKS—Exceptional wear and 
braking stability characteristics are claim- 
ed for a line of dry mix, heavy-duty brake 
blocks developed by Molded Materials Di- 
vision, Carlisle Corp., Ridgway, Pa. The 
blocks are identified as the ‘Chief’ line, 
mixes MMD-16 and MMD-39. 

es 





MIRROR KiT—The Dietz No. 1545 dou- 
ble-extension trailer mirror kit features 
lightweight, rustproof construction. Built of 
anodized aluminum, the assembly incor- 
porates a double swivel ball and socket 
joint, permitting adjustments to any angle, 
it is said. Included 
mounting bracket for vibration-free sup- 
port and a nonglare five-inch mirror head. 
Extended length of the Dietz No. 1545 
is 24Y_ inches, closed length is 
inches. R. E. Dietz Co., 225 Wilkinson St., 


Syracuse 1, N. Y. | 


* * 


is an extendable | 


13% | 


TRUCK NEW PRODUCTS 


55% 


and some synthetic rubbers to 
themselves and to metals, has been 
announced by Schwartz Chemical 
Co., Inc., 50-01 Second St., Long 
Island City 1, New York. 





AIR CLEANERS—tLatest addition to the 
Badger line of cleaners is a pack of three 


dry-filter air cleaners, named the “3 
Deuces.’’ Designed for the customized en- 
gine with triple carburetors, the cleaners 
feature durable chrome finish, aluminum 
mesh filters, height of 2% inches and a 
top diameter of 5% inches, it is said. 
| Center line distance between each is 6 
inches. Two models of the Badger kit are 
available. Group A to fit 2GC Rochester 
carburetors with 25-inch throat openings, 
and Group E to fit an assembly of 2GC 


* | Rochesters—center carburetor 25% inches, 


| and carburetors 3-1/16 inches. Badger 
Mfg. Corp., Dept. ANM, 1501 W. Bolk St., 
Chicago 7, Ill. 

ok 





| BRAKE TOOL — A tool to adjust all 


inclination at a single turn of the wheel, 
it is claimed. The basic gauge unit firmly 
attaches to the hub with a multi-pole mag- | 
net, while a special clamp is provided to | 


ENGINE COVER—An aluminum front 
cover for all 1955-1960 Pontiac engines 
has been announced by Cragar Equip- 


| Bendix brakes that eliminates the need 
| for numerous, specialized tools, has been 
| announced by Herbrand Division, Bing- 
| ham-Herbrand Corp., Fremont, O. The No. 
| 300 tool, with both a standard and modi- 


ment Co., 3633 E. Gage Ave., Bell 
Calif. It is said to provide ample clear- 
ance for “on top" blower kits by elimi- 
nating the water pump, saving 17 pounds 
of weight. Accessory drives are also 
adaptable with a minimum of machine 
work it is said. 





FENDER SECTIONS—The lower rear and 
center section of the rear fender for all 
1953-54 Plymouth models has been added 
to the Sco-Pan body replacement line. 
Produced by Schofield Mfg. Co., 1140-7 
E. 222nd St., Cleveland 17, O., the Sco- 
Pan fender section above is available in 
either right or left hand styles. According 
to the manufacturer, Sco-Pans are also 
popular for used car reconditioning. A 
catalog listing over 600 Sco-Pan autobody 
replacement panels for cars from 1960 


back to 1943 is available from Schofield. 
* * * 


Deep Socket Wrenches 
Dualmatic Products Co., P. O. 


Box 419, Longmont, Colo., has an- . 4 
nounced a line of deep socket — at its 


* * * 





OFFICE, SALES BUILDING—A prebuilt 


15, | 


Hemphill . 


attach the gauge to a lug nut where it 
is more practical because of hub design. 
cee ee 











GENERATOR OVERDRIVE—An improved 
model of the Gen-O-Drive generator over- 
drive, a device which increases the output 
level of automotive generators, has been 
announced by Consolidated General Prod- 
ucts, Inc., 2401 Nichelson, Houston, Tex. 
The function of the unit is said to be 
entirely mechanical: The rotation speed 
of the generator armature is ‘overdriven” 
when the engine is idling or operating 
at speeds under approximately 750 rev- 
olutions per minute. The overdrive ratio 
of the unit is 4.3:1. At a normal engine 
idling speed of 480 RPM, the generator 
turns at 2,064 RPM, assuring high output 
at all times, it is said. As engine speed 
increases, the overdrive mechanism is 
“locked out" and the generator is again 
normal ratio of approximately 


- ~~ 


office and sales building for automobile 


firms has been developed by Midway Sales Corp., Grapevine, Tex. The building is 
finished in aluminum siding, fully insulated, and finished on the interior in hardwood 
paneling. The building is available in various sizes, floor plans, and interior arrange- 
ment of rooms, the smallest building being 8 by 24 feet with one or two offices divided 
by walls, and the largest being 12 by 60 feet, and containing as many as five or 
six offices. 





HEATER—A deluxe heater for cars and 


trucks has been announced for distribu- 
tion in the after-market by Heater Divi- 
sion, Eaton Mfg. Co., Cleveland 4, O. 
The heater is available in both 6 and 12 
volts, with defroster kits for full car and 
truck coverage. It is a compact unit de- 
signed to nest behind the glove compart- 
ment. Besides its compactness, the heater 
is said to feature a higher-than-conven- 
tional heating and defrosting capacity; a 
silent squirrel-cage blower; custom styled 
front; ample heating output for sub-zero 
climates; a heavy-duty two-speed motor, 
and a rating of 20,000 British Thermal 
Units per hour. 








SPEED NUT ; 


SPEED NUT—A speed nut, designed to 
retain sun visors to truck cabs has been 
announced by Tinnerman Products, Inc., 
P. ©. Box 6688, Cleveland 1, O. The 
spring steel fastener, which provides ad- 
justable compression on the visor's pivot 
pin, is attached to the cab panel through 
two elongated mounting holes which per- 
mit a sliding lateral movement of the 
mounting feet during adjustment. A 5/16- 
inch diameter pivot rod is then inserted 
into the barrel of the fastener and the 
adjustment screw is tightened to the de- 
sired degree. A decorative cap covers the 
assembly. Two permanent locks—the in- 
ward thread lock of the Speed Nut im- 
pression and the compression spring lock 
on the pivot rod—set up forces that secure 
the adjustment screw in set position and 
prevent vibration loosening, it is claimed. 

Oe 


All-Purpose Adhesive 


A general purpose adhesive, said 
to be oil-resistant and formulated 
especially for bonding of wood, felt, 
cork, insulation, fabrics, leather 


PIVOT 
— PIN 


\4A ADJUSTMENT 
<——_SCREW 


fied end, it specifically engineered to 
make it a universal Bendix tool, The modi- 
fied end is designed to clear the lower 
control arm of the ball-joint suspension 
on the 1960 Buicks, Chevrolets, and Cor- 
vairs. 








MOBILE HOME — Holiday Industries, 
77th and Burlington, Ralston, Neb., has 
announced its 1960 Porta-Camper. A 
minor change in exterior design has en- 
abled the manufacturer to install a double- 
bed instead of a single, making bunk 
space for five people instead of four. 
Other features include a three-burner gas 
stove, 50-pound ice box, sink, and 12- 
gallon water tank, plus 85 cubic feet 
of storage space. Optional equipment is 
the Porta-Porch, which comes equipped 
with sides, zippered front wall and front 
screen for snug camping. The entire camp- 


ing trailer weighs only 850 pounds. 
i. een ee 


HEADREST—tThe K-L Headrest is said to 
feature a cushion that is curved to prevent 
the head from rolling. Made by Key- 
Leather Co., Ltd., 5 Urswick Rd., London, 
England, the unit is made of foam rubber 
supported by a steel plate. It is covered 
by a washable plastic. Once in position, 
the headrest cannot slip or sag, it is said. 

G28 ie 





SUPERCHARGER DRIVE KiT—Weiand 
Power & Racing Equipment, 2733 San Fer- 
nando Rd., Los Angeles, Calif., has an- 
nounced supercharger drive kits for 6:71 
blowers. Now available for: Chrysler, '51- 
‘58; Chrysler “B" series, '59-'60; Buick, all 
V-8s; Oldsmobile, all V-8s; Chevrolet, all 
265-283; Pontiac, all V-8s, and Ford prod- 


ucts, 283-410-430 engines. 
* * * 





COIL-CONDENSER TES TER—Simpson 
Electric Co., 5200 W. Kinzie St., Chicago 
44, Ill., has announced a combination coil 
and condenser. Called the model CCM, 
the unit can be used on types of battery 
and magneto ignition systems, it is said. 

2 ae 








TRAILER—Troyler Corp., Glen and Meylert Ave., Scranton 9, Pa., has designed a 
trailer that is said to handle five medium cars or a combination for three medium and 
two compact cars. Called model 60-T-106, the trailer is 37% feet long; overall loaded 
length is 50 feet, and loaded height is 13 feet to 13 feet 6 inches. 
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Want to make on 
EXTRA 100 


On you next 
Truck Sale? 





Sell It Complete 


WITH A 


WATSON 


"Wy? 
WEIGHTLIFTER 


... battery-powered hydraulic 
tailgates for pickups, stake 
and van trucks to 2/2 tons. 


WHY LET GOOD PROFITS GET AWAY 
when it’s so easy to sell a power gate 
the WATSON way? 

ONLY WATSON offers a complete line 
of powered gates for light trucks. The 
1000 series for pickups (with standard 
or utility bodies), the 1100 series for 
1-ton stakes, the 1200 (Hide-A-Gate) 
and 1300 series for stakes and vans 
from 1% tons up. 

Your pickup and light truck buyers get 
exactly what they need, without pay- 
ing for excess capacity and weight ! 





They’re easy to install in your own 
shop. And they’re backed up by years 
of reliable, satisfactory performance 
in the trucking field. 
Write today for literature, prices 
and your liberal dealer discount — 
please address Dept. 08 

21 





H. s. 
WATSON 
COMPANY 





__ WATSON 





1316 67th Street * EMERYVILLE, CALIFORNIA 
1606 Laskey Road * TOLEDO 12, OHIO 


ROCOL 


MOLYSPEED 


Lubricants Put 
“NEW LIFE’ 





Into Every Automobile 
Used - Proved - Accepted 
, “i ‘ROUND THE WORLD 
eo RETAIL 
we price... $1.95 
Normal Trade Discounts 
Dealer Inquiries invited 
ROCOL CORP. OF AMERICA 
Bloomfield Ave., Clifton, N. J. 
ETT RR KR RR HO SiS an IN 


moror | 
MASTER 


DEFIANCE: OHIO l®@ 





Swiss Watches For Premiums 
Mens | J sport watch ..... $2.95 each. 






Mens | J water resistant . . . . $4.25 each. 
Mens | J rhinestone dial .. . $4.75 each. 
Ladies | J sport watch..... $3.80 each. 





Ladies | J water resistant .. . $5.00 each. 
Min. | dozen, leather straps . . . 25c each. 
| Expansion bracelets, 60c ea. Free catalog. 


TRANSWORLD, 565 5th Ave., N. Y. C. 17) 
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Across the Nation... 








Auto Dealer Changes 


TAMPA, Fla—Howell Motors, 
Inc., Volkswagen and Porsche dis- 
tributors, has moved to a new build- 
ing at 3900 Grand Central Ave. 
Robert F. Howell is president. 


* * * 


Wolfe Adds Branch 


TAMPA, Fla—A _ second show- 
room for Tom Wolfe’s Auto Imports 
has been opened at 9550 N. Florida 
Ave. It will handle MG, Fiat, Au- 
stin, Morris and Austin-Healey. 

a * * 


St. Clair P-D-V Moves 


AMARILLO, Tex.—Ernest St. 
Clair, Plymouth-DeSoto-V aliant- 
Simca dealer, has moved to his new 
location at Ninth and Hanover. 

Bo * * 


Britt Oldsmobile Opens 


CHARLESTON, W. Va.—Britt 
Oldsmobile, Inc., has succeeded 
Camp Burdette Oldsmobile at W. 
Virginia St. and Pennsylvania Ave. 
James E. Britt, who heads the firm, 
formerly was business manager and 


part owner of Camp Burdette. 
* * + 


Kemp-Ville Opens 


EL PASO, Tex.—Kemp Motor Co. 
(Ford) has opened Kemp-Ville at 
6901 Alameda. 

* 


* * 


Williams Adds Tex. Deal 


BILLINGS, Mont.—J. Norton 
Gainan has been named manager 
of a Chevrolet dealership formerly 
known as Gulf Chevrolet, Corpus 
Christi, Tex., acquired by Lew Wil- 
liams. With the Texas acquisition 
Williams firm now has Chevrolet 
dealerships in Corpus Christi, Eu- 


gene, Ore.; Los Angeles, Sacra- 
mento, Calif., and here. 
a * * 


Gainesville L-M-C 


GAINESVILLE, Ga. — A new 
company, Gainesville Lincoln-Mer- 
cury, Inc. (also Comet), has been 
formed to take over the Jewell Mo- 
tors. The company is headed by 
B. L. Hawkins, president; Clayton 
Smith, vice-president and general 
manager, and W. T. Crane, service 
manager. 

* * * 


Jaguar Adds 7 Dealers 
NEW YORK.—Jaguar has added 
three dealers in the United States 
and four in Canada. They are: 
Wynn Ross Motors, Inc., 2920 N. 
Ninth St., St. Petersburg, Fla.; 


World Wide Motors, 304 Locust St., 
Champaign, Ill.; Marion Burnside 
& Sons, 2015 Gervais St., Columbia, 
S. C.; All Mark Motors, Ltd., First 





Proper Timing 
Called Vital to 


Firm’s Success 


MINNEAPOLIS. — There will be 
increased discrimination in the 
timing of the demands for the 
available supply of goods and serv- 
ices, Robert J. Eggert, marketing 
research manager of Ford Motor 
Co., told the national conference of 
the American Marketing Assn. 
here. 

In the automobile business, he 
said, a company that helps and en- 
courages its dealers to make 
prompt deliveries, to remain open 
at convenient times for family 
shopping and to repair cars while 
they are not being used by the cus- 
tomer will be adapting to this in- 
creased discrimination. 

The shopping centers of the 
future will be in more timely reach 
of the suburban customer, he con- 
tinued, and the “drive it yourself” 
automobile will continue to be wait- 
ing at the airport for the rapid use 
of those to whom time is important. 

There also will be increased dis- 
crimination 
for dependability, Eggert told the 
conference. The customer of the} 
future will want even more than 
before the ability to depend on the 
things he buys. 

If the product doesn’t deliver the 
service expected, he warned, cus- 
tomers become unhappy. 

Dealers who offer service that 
can be “depended upon” will find 


Ave. at 25th St., Saskatoon, Sask.; 
Budd & Dyer (Ontario), Ltd., 225 
Albert St., Ottawa; Transport 
Equipment Co., Ltd., 1269 Albert 
St., Regina, Sask., and Evergreen 
Motors, Ltd., Yorktown, Sask. 


* * * 


Denver Shop Moves 


DENVER. — Thomas-Hyer Motor 
Co. (Dodge-Simca) has expanded 


facilities with the transfer of the| ~ 


service department to new quar- 
ters at E. 20th and Ogden St., said 
John W. Hyer jr., president. 


* * * 


Superb Start for Superba 
CLEVELAND. — Universal Su- 
perba Motors, 4600 Euclid Ave., de- 
livered 27 of Checker Motors Corp.’s 
new Superba cars in its first 11 days 
and took deposits for 21 more, ac- 
cording to Irv Rubin. 
og ae * 
Cortese Olds Opens 
RICHMOND, Calif.—Cortese Olds 
has been awarded an Oldsmobile 
franchise and, in addition to Rich- 
mond, will serve El Cerrito, San 
Pablo, Rodeo, Pinole, Hercules and 
Crockett. 
* + * 


Jalovec Drops Simca 


CLEVELAND.—John J. Jalovec, 
who handles Dodge at 2223 Superior 
Ave., has dropped Simca. It was 
“simply because we have too many 
lines,” he explained. 

* ok ” 


Russell, Sweeney Add Imports 

CINCINNATI. — Russell Motors, 

Inc. (Studebaker), 2715 Woodburn 

Ave., has added the BMW line, and 

Jake Sweeney, Inc., 7520 Vine St., 

has taken on the Triumph Herald. 
oo * * 


Smyly Buick Adds BMC 


MALDEN, Mass.—Smyly Buick 
has been awarded a franchise for 
British Motor Corp. lines—<Austin, 
Austin-Healey, MG and Morris. 

cd * + 


Duffield Buys L-M Deal 

LONG BEACH, Calif.—Marshall 

Duffield, former football star at the 

University of Southern California, 

| has purchased Harbor Motors (Lin- 

coln-Mercury-English Ford-Comet), 
1633 Long Beach Blvd. 
co * * 


Denil Cadillac Is Building 


GREEN BAY, Wis.—A _ $160,000 
building is being erected at 400 S. 
Adams St. by Denil Cadillac. Joseph 
Denil, president, said the building, 
with 12,800 square feet of floor 
space, will be completed by July 1. 

* * * 





Cortese Olds Opens 
RICHMOND, Calif. — Cortese 
Oldsmobile has opened. Tony Cor- 
tese is president and general man- 
ager, and his brother, Sam, is sec- 
retary-treasurer and used-car man- 
ager. 
ok * eS 
New Field for Massey 
DURHAM, N. C.—Norman W. 
Massey, a former auto dealer, has 
entered the real estate business. He 
was president of Monarch Motors, 
Ine. (Chrysler-Plymouth), 616 W. 
Chapel Hill St., which has gone into 
receivership. 
* * * 


Triumph Adds 2 in West 


GARDENA, Calif.— Two dealers 
have been appointed by Cal Sales, 
Western distributor for Triumph. 
They are Crest Triumph, Tujunga, 
Calif., and Bill Lepper Motors, Re- 
seda, Calif. 


+ * *” 


Striffler Moves Deal 
CARO, Mich. — Del. Striffler has 
moved his Buick-Pontiac dealership 
from 121 N. State to 847 S. State. 


% + ” 


in customer demands| Tholen Takes Pontiac-Buick 


MARSHALL, Minn.—Tholen 
Auto Sales here, owned by Frank 
Tholen, has been named a new 
Pontiac and Buick dealership. 


Bo * * 


Pontiac in the Fold 


WADENA, Minn.—Goetz-Everson 
Motors (Oldsmobile-Cadillac) here 
has added Pontiac to its lines. Part- 





more customers beating a path to 
their doors, he emphasized. | 


ners in the firm are James R. Geetz 
and Ronald Everson. 


ADVERTISEMENT 





UNE Mee. és 


BRILLIANT NIGHT DISPLAYS like this at S. Liccardi. Motors, Elizabeth, 
N. J., are easy and inexpensive with Childers Carports. Childers Carports 


are specially designed for easy-to-install lighting. Cut lighting costs too, 
because they channel lights directly onto your cars. See how easily you can 
have a carnival-gay night showcase with Childers Carports on Page 37. 


























RESERVE SPACE NOW! 


Automotive News 
NATIONAL 


AUTO SHOW ISSUE 
OCTOBER 10, 1960 


(regular issue date) 


Photos and data on every 1961 American Automobile 

Prices and specifications of all '61 models 

Complete data on new Truck models 

Feature stories about industry suppliers, including new develop- 
ments on ‘61 models 

Styling and Engineering developments 

Advertising news on each make, including plans for ‘61 


Circulation for this issue... over 47,000! 





CLOSING DATES: 


Three and four color ads—September 27. 
Two color and B & W ads—September 29. 


Regular rates apply. 


Automotiue News 


965 E. JEFFERSON DETROIT 7, MICH. 
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GENERAL 

any Wh frank MANAGER 

“We figure that in the near future, 50% of all the 
cars on the road will be either leased or rented, so we joined CARS Rental 
System,” says this winning team. “Their powerful direct mail program is one 
of CARS outstanding advantages, and resulted in 140 inquiries from our 
very first mailing. This indicates the strength of consumer interest in a well 
organized leasing plan,” Francis and Shanks continue. Francis Chevrolet 
Company is the leading Chevrolet deafer in St. Louis, and after recently 
joining CARS, is determined to become the leading leasing and rental outlet 
in both St. Louis and the Midwest. 

Why not let CARS Rental System show you the way to new profits through 
the only leasing group in the nation made up of new car dealers? ‘‘Seminars 
in the Sun” are conducted weekly in Ft. Lauderdale under the joint sponsor- 
ship of CARS and the University of Miami. Small, selective classes on 
Tuesday, Wednesday and Thursday permit attention to your individual 
problems. 

Write or Phone TODAY 

For Your Reservation 


CARS RENTAL SYSTEM 
DEPT. AN, DRAWER 7126, SUNRISE STATION 
FT. LAUDERDALE, FLORIDA 

Please send me full information concern- 
ing CARS “Seminars in the Sun”. 





NAME shied 
COMPANY .......... 
CARS RENTAL 
SYSTEM STREET 
LOgan 6-4321 


938 SUNRISE LANE RO aii iecibindeis 


FT. LAUDERDALE, FLORIDA 
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Dodge Dealers Name Ad Agency— 


South Jersey Dodge Dealers Retail Selling Assn. has elected Batten, Barton, Durs- 
tine & Osborn to handle local advertising for the 1961 model year. BBDO, which han- 
dies national Dodge advertising, was named at a recent meeting in Atlantic City. 
From left are Dan Lawrie, Dodge district manager; Robert Geisel, Pleasantville; Leon 
Compton, Egg Harbor City, association chairman; Joseph Almo, Atlantic City, and 
Scott Frampton, BBDO representative. 





BURROUGHS ACCOUNTING 







Ford Commercial Cited .. . 


Auto Advertising 


been appointed to handle the 
Toyota Motor account. 








By Martin L, Whitmyer 
Staff Writer 

The Ford Dealers Advertising 
Assn. of Southern California has 
been awarded first prize for the 
best animated television commer- 
cial at the International Advertis- 
ing Film Festival at Venice, Italy. 
It marked the third time the as- 
sociation has been cited. 

Prepared by Playhouse Pictures, 
together with FDA’s advertising 
agency, J. Walter Thompson, Los 
Angeles, this year’s winner was 
first launched last April. It carries 
the title, “Just the Commercial.” 
Previous award winners were “The 
Doctor” and “The Shaggy Dog.” 
All three were originated in Los 
Angeles for this association. 

+ * * 


Compton will direct all activities 
on the account supported by 
the additional marketing facili- 


New York, Chicago and San 
Francisco. Alvin Kabaker, gen- 
eral manager, said that a total 
marketing plan will be developed 
before any specific advertising 
recommendations are made. 

* * * 


Tyrex Alters Setup 


ministration. 

The operational side, involving 
the planning and execution 
of the association’s promotional 
ty moon a. Tyrex tire cord, will 

superv by Steven B. Man- 
Toyota Selects Compton ning, director of operations. 


Compton Advertising, Inc., has | 





MACHINES COMPLETE 


FINANCIAL REPORT BY SECOND DAY OF THE MONTH 


The scene: Luby Chevrolet, Miami, Florida. The jobs: all journalizing, accounts 


receivable and general ledger posting, 


“Thanks to the 





equipment insu 
prevents end-of- 





Comptroller Albert Sherman, 
President Sam Luby, Jr. 


Luby Chevrolet is another dealership helped to 
new accounting efficiency by Burroughs office 
automation equipment. For details, see our film 
“The Open Road.” Call our nearby branch or 
write Burroughs Corporation, Detroit 32, Michigan. 


computation and printing of monthly 


financial reports, and payroll. The equipment: one 
Burroughs F-1500 Alphanumeric Accounting Machine 
and one Burroughs F-500 Numeric Accounting Machine. 
The results, in the words of Comptroller Albert Sherman: 


high-speed efficiency of this equipment 


our monthly financial report is always ready by the 2nd 
of the month. The automatic auditing capability of this 


res us of error-free journalizing which 


run calculation and error search.”’ 
Burroughs—TM 


&. Burroughs 
BY Corporation 


“NEW DIMENSIONS | in electronics and data processing systems” 






















The Los Angeles office of 


ties of Compton’s other offices in 


William Dalton, president, has 
announced that Tyrex, Inc., will 
divide its overall activities into two 
main functions—operations and ad- 


Philip E. Robinson, thé associa- 





tion’s secretary and director of 
communications, will head up the 
organization’s administration du- 
ties. Robinson also will continue 
to counsel and advise on general 
Tyrex public relations policies. 

* * a 


Houdaille History Told 


“The Three Dimensions of Hou- 
daille,” an illustrated booklet on the 
history of Houdaille Industries, 
Inc., Buffalo, has been published by 
the company. 

* * * 


Hagen in Honolulu 


Ralph M. Hagen has announced 
the establishment of a new firm, 
bearing his name, to engage in 
advertising, marketing and opinion 
research, and consulting at 1071 
Bishop St., Honolulu. 

Hagen for 12 years was vice- 
president and director of Gallup & 
Robinson, Inc., Princeton, N. J., of 
which he was co-founder with Drs. 
George Gallup and Claude Robin- 


son. 
+ + * 


Carlson Adds Client 


Columbus Parts Corp., a new sub- 
sidiary of AP Parts Corp., Toledo, 
has appointed Carlson & Co., Inc., 
Indianapolis, as advertising and 
marketing counsel for replacement 


sales of Columbus shock absorbers. 
+ * * 


Roper Receives Ph.D. 


Howard W. Roper, executive 
vice-president, copy chief and 
secretary of L. E. McGivena Ad- 
vertising Agency, New York, has 
received the degree of doctor of 
philosophy in economics and ab- 
normal psychology from the New 
York School of Social Research. 


Purolator on Monitor 


Purolator Products, Inc., Rahway, 
N. J., is promoting its oil and air 
filters over the Monitor radio pro- 
gram on NBC. 


Thirteen Purolator messages will 
be delivered on sports segments of 
the weekend program. They are 


scheduled for 16 weekends. 
* * * 


Car Life Cites Dart 


The 1960 Dodge Dart has been se- 
lected by Car Life magazine to re- 
ceive its “Best U. S. Buy” award 
in the low price field. 

Tabbing the Dart the “rookie of 
the year” in the automotive indus- 
try, the August issue of Car Life 
said the award is based on tests of 
two Dart models: A six-cylinder 
with manual transmission, and a 


V-8 with automatic transmission. 
om * + 


Dodge Dealers Pick BBD&O 


Dodge dealer retail selling as- 
sociations of Detroit and Toledo 
have selected Batten, Barton, 
Durstine & Osborne, Inc., Detroit, 
to handle their advertising, effec- 
tive Aug. 15. 

oe * * 


Special Section Plugs Show 


The Pasadena Independent-Star 
News published an 18-page special 
section in commemoration of the 
combination station wagon, sports 
and outdoor show at the Hastings 
Ranch Shopping Center. 

The show was promoted by the 
Pasadena New Car Dealers Assn. 
and the newspaper. Approximately 
60,000 persons attended the three- 
day show. 

* * o 


OAI Presentation on Road 


Outdoor Advertising, Inc., cur- 
rently is presenting findings of a 
four-year research study of auto- 
motive traffic. The data was pre- 
sented recently at a luncheon in 
Detroit. 

The study of travel patterns of 
more than two million automo- 
biles was conducted by Wilbur 
Smith & Associates in behalf of 
the Outdoor Advertising Assn. of 
America. 


+ * * 


BMC-Brylcreem Tieup 


British Motor Corp. of Canada 
and the manufacturers of Bryl- 
creem, are sponsoring a second 
Brylcreem MG Sports Car Contest, 

Entrants must complete a 
15-word sentence about Brylcreem. 
Winners get a red MG. A total of 
15 MGs make up prizes. 

BMC’s 175 Morris dealers in 
Canada, tied in with showroom dis- 
plays, and were supported by na- 
tional television and newspaper ad- 
vertising in the first contest. All 
claimed MG sales rose. 
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NADA Asked to Work with Newspapers cae 


ATAM Presses Clean-Ad Drive 


(Continued from Page 1) 


inequities were written into the bill, 
dealers would have to live with 
them, since this is a pandora’s box 
which Congress will fear to look 
into again for many years. 

a of * 


NDUSTRY leaders were on hand 
to bring the managers up to 





Otte Henneberger 


Amos Crowl 


date on current industry situa- 
tions, including legislation, conven- 
tion and show plans, smog, safety 
and sales training. 

New officers of ATAM are 
Amos T, Crowl, Northern Califor- 
nia, president; Otto Henneberger, 
New Jersey, vice-president, and 
W. W. Egelhoff, Kansas City, 
secretary. 

Marjorie Baker, Buffalo, was 
elected to Egelhoff’s unexpired term 
of one year as director, Those elect- 
ed to two-year terms are Ralph 
L. Fowler, Houston; Theodore C. 
Larson, Milwaukee, and Herman 
Schaefer, Indiana. 


a * * 
Baws advertising and the 
lack of it in some metropoli- 
tan areas was the most heatedly 
discussed subject at the seminar 
and brought forth the only resolu- 
tion. 

Since there is so much dispute 
over what constitutes a deceptive 
ad, the drafters of the resolution, 
headed by Miss Baker, sought to 
simplify the approach through the 
language “elimi- 
nation of new-car 
advertising in 
classified sections 





and= unrealistic 
price and term 
advertising on 
both new and 
used cars.” 
Appointed 
to represent 
ATAM in discus- 
sions with the “= 
Bureau of Adver- B. M. Tope 
tising were Boyce Tope, Detroit, 
ATAM’s representative on the 








W. Plunkett 


NADA advertising ethics commit- 
tee; William Plunkett, Massachu- 
setts, and Schaefer of Indiana. 

E. John Lehman, of Akron, was a 
persuasive proponent of action 
on the advertis- 
ing front, After a 
panel session on 
advertising, Leh- 
man charged that 
“the real enemy” 
in the battle to 
clean up auto 
advertising is the 
Classified depart- 
ment of local 
newspapers. 

Lehman assert- 
E. John Lehman ed that advertis- 
ing solicitors in an effort to stir up 
business promote unrealistic copy 
which tends to pit dealer against 
dealer rather than sell cars. 

“Dealers are not specialists on 
copy,” he said, “so they often are 





Hankinson Heads Deal 


VANCOUVER, B. C.—George 
Hankinson is president of the newly 
incorporated Victoria Dodge e- 


prey to the newspaper advertising 4 





Soto, Ltd., here, 


copy writers seeking to stir up 
rivalry.” 

While advertising rivalry may 
occur mainly in metropolitan news- 
papers, Al Kahl, 
Iowa, noted that 
its effects may be 
widespread. Take 
the case of a 
dealer adver- 
tising in the Des 
Moines .,, Register 
and Tribune. The 
Tribune  circula- 
tion is largely 
concentrated in 
Des Moines, but 
the rate setup is 
such that the dealer can have his 
ad in the Register, too, for very 
little more. 


So if he is using a “leader” or 
deceptive price, Tribune readers 
can quickly find out whether they 
can get the car for that or not. 
But the Register circulates 
throughout the state, and dealers 
hundreds of miles away may be 
hurt by the ad. Readers in their 
town may say: “Look at how 
cheap they’re selling cars for in 


Des Moines.” 
- * + 





ir REGARD to advertising, War- 


ren King, advertising merchan- 
dising manager for Life magazine, 
said that Life was considering of- 
fering for dealer conventions a pro- 
gram which would give dealers the 
ABC’s of advertising. 

Noting that the majority of deal- 
ers handle fewer than 100 cars a 
year, he suggested that such a 
program might be helpful. The 
program, illustrated by slides, 
would offer 30 minutes on the gen- 
eral problem and 15 on local con- 
ditions. 

James W. Gavagan, vehicle mar- 
keting manager for the Saturday 
Evening Post, asserted that the 
Post would continue with its Ben 
Franklin Awards to dealers. W. O. 
Bankston, Dallas Oldsmobile deal- 
er and first winner of this dealer- 
of-the-year award, was on hand 
to address the managers. 

Gavagan emphasized the need to 


4 promote dealer goodwill by stating 


that many dealers spend a lifetime 
building up goodwill in their com- 
munities and yet, unlike most busi- 
nesses, “goodwill” has no place in 
the dealer financial statement or as 
an asset when it comes to selling 
the business. 

Bankston cited the value of serv- 
ice selling and asserted: 


“The quicker we can get rid 
of the stimulator-type dealers the 
factories have put in, the quicker 
we will get back to quality ad- 
vertising.” 

During the advertising panel, 
which was moderated by Boyce 
Tope, John J. 
Schneider, of 
Newell & Newell, 
New York, con- 
tended: 

“People are al- 
ways happy to 
recommend 
an honest auto 


dealer.” 
Such recom- 
mendations are 





the backbone of : 
the dealer busi- J. 3. Schneider 
ness. Salesmen represent the face 
of the dealer to every prospect, he 
said, just as do all dealer employes 
who meet the public. 

Dealer advertising, Schneider 
said, should carry the theme that 
here is where you can get the won- 
derful new cars featured in nation- 
al advertising and here is where 
you will find a reliable and efficient 
service home. 

J. Rodger Brown, Detroit man- 
ager of the Post, cited the value of 
building an im- 
age of confidence 
with the public. 
The first goal of 
the editorial de- 
partment of the 
Post, he said, is 
the confidence of 
the reader, and 
the advertising 
section has a de- 
partment devoted 
to screening ads 
for faulty claims, 





J. R. Brown 
obscenity and anything that would 


tend to destroy the confidence of 
readers. 

In relation to this thinking, 
Brown asserted, dealer ads that 
tend to destroy confidence of the 
public in the dealer hurt him more 
than they help him. 

Louis M. Rich, national automo- 
tive vice-president of the Bureau 
of Advertising of 
ANPA, said that 
advertising is still 
more of an art 
than a science. 
The image of the 
dealer is affected 
by his advertis- 
ing, the appear- 
ance of his show- 
room, the appear- 
ance of his serv- 
ice shop, his 
make-ready serv- L. M. Rich 
ice, warranty service and customer 
service. 

* * * 

IRKETT WILLIAMS, NADA 

president, and Thomas F. Abbott 





T. F. Abbott dr. 


B. L. Williams 


jr., Fort Worth, head of NADA’s 
National Affairs Committee, told 
the managers: 


Dealers face an acute problem 
on the minimum wage bill, since an 
unintentional error in the House 
bill makes it impossible for the 
Senate to accept the House version. 
For some dealers, the NADA lead- 
ers warned, it would mean ruin to 
come under the overtime provisions 
of the bill with respect to sales- 
men and mechanics. 

“Who can figure the hours of a 
salesman?” Williams asked. 

Managers were asked to advise 
dealers of the urgent need to let 


Armco Earmarks 
$20 Million for 
Plant Expansion 


MIDDLETOWN, O. — Clyde G. 
Davies, general manager of Armco 
Steel Corp., announced the company 
plans a $20 million investment in 
the Middletown works alone “in the 
immediate future.” 

Davies announced the company’s 
plans at a time when, he admitted, 
Armco is at “an extremely low op- 
erating level in all our nine divi- 
sion locations.” 

Among the expansion and im- 
provement projects Davies listed: 

A new third unit for continuous 
galvanizing, to cost $9 million; a 
new process for making one-coat, 
one-fire procelain enameling steel, 
to cost $2.5 million, and expansion 
of the city’s No. 2 fabricating plant 
for $2.5 million. 

Davies conceded that so far 1960 
has been a year of disappointment 
for the steel industry, but he said 
the industry looks for a pickup in 
September, He said: 

“It is apparent that inventory 
cutting has run its course and that 
steel production and steel use 
should very shortly reach a bal- 
ance.” 


Longest Austin 
No Longer Austin 


BIRMINGHAM, England. — The 
Austin Princess, prestige limousine 
of British Motor Corp., is now 
known as the Vanden Plas Princess 
and Austin has been dropped from 
its name. 

The Princess has heretofore been 
built for Austin by a subsidiary 
firm, Vanden Plas (England), 1923, 
Ltd., and the latter firm has just 
been officially registered as a car 
manufacturer, 





the lawmakers know of the dan- 
gers small businesses face unless 
the present dealer exemption is 
continued. 

Abbott told the managers that 
Senator A. S. Mike Monroney of 
Oklahoma has promised to bring 
the bonus territory security bill to 
the floor of the Senate in the Au- 
gust session. 

* + + 
ARL RICHARDS, field service 
manager of the Automobile 
Manufacturers Assn., updated man- 
agers on these : ‘ . 
points: 

1, SMOG — Los 
Angeles is waging 
an effective cam- 
paign to alarm 
other areas over 
smog, even though 
they do not have 
the photo-chemi- 
cal problems that 
Los Angeles does. 
The city, he said, 
is reluctant to ad- 
mit that it has a malady peculiar 
to itself. As a result, other cities 
are calling for blowby devices, 
which, as far as the evidence now 
stands, is helpful only in a photo- 
chemical situation. The makers, 
Said Richards, are reluctant to ask 
car buyers to pay for something 
that has no value to them. 

2. SAFETY GLASS—Both lami- 
nated and tempered safety glass are 
acceptable to auto makers, but the 
“laminated glass people apparently 
have a lot of money to spend and 
want to make trouble for the tem- 
pered glass people.” 

3. AUTO SHOW—As the time ap- 
proaches for the national show in 
Detroit (Oct. 15), more and more 
auto people are becoming excited 
with the possibilities of demonstrat- 
ing what the auto has meant to 
America. 

(In this regard, some cities 
which have previously had shows 
in the late fall may switch to 
January. Managers say their 
dealers feel that the national 
show will pretty well saturate the 
country in the fall and the mar- 
ket needs stimulation in January 
to get rolling again.) 

A membership panel was led by 
Crowl, Al Kahl, Iowa, and Bill 
Hamilton, NADA. 

a 





Karl Richards 


* * 


OHN WILLIAMSON, Pontiac 
and Buick dealer from Birming- 

ham, Ala., and head of a manage- 
ment and sales training organiza- 
tion, asserted that there is a great 
need for improvement among deal- 
ers in these areas: 

1. Attracting enough of the right 
kind of people to their staffs. 

2. Training the people they have 
in the dealer’s six businesses: New 
cars, used cars, parts, service, fi- 
nancing and insurance. 

3, Supervising effectively and 
managing efficiently. 

Williamson revealed that at 
least one maker has recognized 
that the way to improve retail 
selling is to improve wholesale 
selling, He said that his organ- 
ization is cooperating with Buick 
in an 18-month course designed 
to turn out well-grounded district 
men. 

M. R. Darlington jr., 
director of the 
Auto Industries 
Highway Safety 
Committee, warn- 
ed that a lacka- 
daisical attitude 
toward safety is 
bringing near- 
er the threat of 


ma. 
OE as 


naging 


escapee 








restrictive legis- 
lation. 
“We are in 


trouble on driver 
education,” he 
said. “School districts in some areas 
are balking at the expenses.” 

He said there would be a meet- 
ing Aug. 4 in Washington of all 
those interested in continuing 
driver education. 

William C, Hamilton, NADA di- 
rector of membership activities, 
said there is a growing tendency 
among governmental employes to 
think in terms of controlling the 
terms, prices and profits of busi- 
ness. This tendency, he said, makes 
association membership vital for 
small businessmen. 

Walter Kiplinger, NADA’s direc- 
tor of conventions, said that Arthur 
(Red) Motley, publisher of Parade, 
would give the closing speech at 
the convention, and Arthur Up- 
gren, economist, the opening talk. 
Bob Hope and Lawrence Welk also 
will appear on the program, 


M. R. Darlington 








53 


Calif. Resumes 
Time-Sales Quiz 


New Hearing Friday 
At San Francisco 


By Steve Still 
Staff Correspondent 


SAN FRANCISCO.—Possible re- 
vision of the state law governing 
auto conditional sales contracts will 
be considered here Friday (Aug. 5) 
by the Assembly Interim Commit- 
tee on Finance and Insurance. 

Thomas M. Rees, chairman of 
the committee, said there are indi- 
cations that the current law ig in 
need of revision. 

He said the following four fac- 
ets of installment sales will be 
considered during the one-day 
meeting: 

The schedule of maximum inter- 
est rates imposable under the law; 
the redress available to purchasers 
when it is established the seller 
willfully sold an auto in violation 
of State Civil Code provisions; con- 
tract language and phraseology, 
and the extent and manner in 
which auto insurance is sold by the 
dealer. 

Enlarging on the four topics, 
Rees said it has been suggested 
that maximum interest rates are 
out of line with rates affecting 
other types of consumer financing. 

He said testimony at an earlier 
hearing on May 17 contended pur- 
chasers had so little to gain by 
bringing suit that unethical dealers 
can ignore the Civil Code’s provi- 
sions with impunity. 

Contracts should be worded so 
the buyer has a precise idea of 
what he is obligated to pay and 
so he is acquainted with penalties 
and losses he may incur in event 
of default, Rees said. 

On the subject of insurance, Rees 
said some buyers have complained 
that insurance coverage sold by 
some dealers is either misrepresent- 
ed or made a condition of sale. 

Anyone wishing to testify should 
notify the committee’s secretary, 
Nathalene Lewis, at the State Capi- 
tol, Rees said. The Civil Code sec- 
tions under discussion are 2981 and 
2982. 

The hearing will start at 10 a.m. 
in the board of supervisors cham- 
bers in City Hall, 


Dealer’s Widow 
Takes Over with 
Neighbor’s Help 


LISBON, N. H.—Ford dealers 
throughout Northern New England 
consider Ruth Dexter, Lisbon, a 
serious threat. 

This spry lady of 63 not only 
pocketed a $750 second prize in a 
recent Ford sales contest, she is 
a contender for first prize in Ford’s 
current sales contest. 

“I think women can do anything 








.| just as well as men, once they set 


their minds to it,” Mrs. Dexter says. 

Setting her mind to it was a 
necessity for Mrs. Dexter, brought 
on by the death of her husband. 
She resolved to continue selling 
Fords just as the Dexters had been 
doing: for the past 24 years. 

However, her decision to keep 
Dexter’s Garage in business ex- 
posed a serious personal sales prob- 
lem. 

“Although I always kept the 
books and took care of all the 
paper work, there was one thing in 
which I had no experience,” Mrs. 
Dexter admitted. “That was this 
business of trading. I just had to 
learn how to trade profitably.” 

Neighboring dealers came to her 
rescue. They showed her how to 
trade and how to handle other as- 
pects of her business. 

“I shall ever be grateful for all 
things these kind gentlemen did 
for me,” said Mrs. Dexter. “Car 
dealers are wonderful people.” 

Does Mrs. Dexter think that 
qualified women should enter the 
automobile sales field? 

“Definitely!” Mrs. Dexter replied. 
“Who understands a woman’s buy- 
ing mood. better than another 
woman?” 
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Earni 


Out of Step with Sales Growth ... 











Auto Firms Report Profits Lag 


(Continued from Page 2) 
$1,752 million, compared with 
$1,531 million in the like period of 
last year. Profit in the first half 
was $23.7 million, down from the 
$58 million earned in last year’s 
first half. 

Worldwide sales of cars and 
trucks in the first half: reached 
694,751 units, including 18,023 Simca 
vehicles. In the first half of last 
year, unit sales hit 539,554, includ- 
ing 30,310 Simca vehicles. 

Chrysler blamed the profit decline 
in the first half on “lower profit 
margins on the economy-type car” 
and premium prices paid for steel 
just after the steel strike. 

The Chrysler report showed the 
company’s second-quarter results 
were below those of the like period 
of last year. Profit in the second 
quarter, however, topped earnings 
in the first quarter of this year. 

The company earned $12.8 mil- 
lion on sales of $826.2 million in 
the second quarter, In the first 
quarter, the profit was $10.9 mil- 
lion on sales of $925.8 million. 


In the second quarter of last year, | Sales were $310,409,367, the highest 











the company earned $42.8 million 
on sales of $840.5 million, 

The company said it took 16 per- 
cent of the market for American- 
made cars in the second quarter, 
compared with 15.4 percent in the 
first quarter and 12.8 percent in all 
of last year. 

* * ok 
American Motors 


7. report from American Mo- 
tors showed the company has 
been caught in the profit squeeze. 
After years of increasing profits, 
the company reported a slip in 
earnings. 

AMC’s sales in the first nine 
months of its fiscal year, October 
through June, reached $865,007,- 
264, compared with $688,787,216 a 
year earlier. Profit for the nine 
months was $43,726,428, down 
from the $49,599,962 earned in the 
like period a year earlier. 

AMC did set a sales record and 
had its second best quarterly earn- 
ings in the third quarter of its 
fiscal year, April through June. 





Satisfied customers 
tend to be steady cus- 
tomers. And outstand- 
ingly different, Tri-Ex 
refined WoLF’s HEAD 
has proved itself over 
and over again as the 
oil that keeps custom- 


ers satisfied. With WoLF’s HEAD car-owners get 
complete engine protection . . . smoother perform- 


ance.. 


. fewer repair bills.. . . use less oil. 
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for any quarter and well above the 
$266,277,476 for the like period of 
last year. 

The profit in the April-June quar- 
ter was $17,109,144, compared with 
$16,083,801 in the like quarter of 
last year. This year’s total for the 
quarter was the second best on 
record. The record was set in the 
days when AMC paid no income 
tax due to previous losses. 

One of the reasons given for the 
profit decline was premium prices 
paid for steel. The company said 
it has paid for the last of its premi- 
um steel. 

Retail sales of Ramblers and 
Metropolitans in the October- 
June period totalled 340,478, up 
23.13 percent from the 276,509 
sales in the like period a year 
ago, the company said. 

In the three months ended June 
30, Rambler retail sales totalled 
136,124, up 6.4 percent from the 116,- 
953 sales in the like period of 1959. 


In the period from January 
through June of this year, AMC 
showed a profit of $31.5 million on 
sales of $603.7 million. A year ear- 
lier, earnings reached $28.5 million 
on a sales of $495.1 million. 


200 Expected 
At Meeting of 


Diesel Specialists 


CHICAGO.—More than 200 dele- 
gates, alternates and guests are ex- 
pected to attend this year’s annual 
national convention of the Assn. of 
Diesel Specialists, according to 
President H, B. Sirotek. 

The gathering, which will con- 
vene on Sept. 22 at the Sherman 
Hotel here, is expected to last for 
four days. 

Among manufacturers supplying 
exhibits are: 

American Bosch Arma Corp., 
Springfield, Mass.; CAV Fuel In- 
jection Equipment, Cleveland; 
Hartford Machine Screw Co., 
Hartford, Conn.; Kiene Diesel Ac- 
cessories, Inc., Franklin Park, II1.; 
Robert Bosch Corp., Long Island 
City, N. Y.; Scintilla Division, Ben- 
dix Aviation Corp., Sidney, N. Y.; 
Simms Motor Units, Ltd., London; 
Start Pilot Corp., Mineola, N. Y.; 
Woodward Governor Co., Rockford, 
Iil.; Bacharach Industrial Instru- 
ment Co.,, Pittsburgh; Marine 
Pumps, Inc., Wilmington, Calif.; 
Petroleum Solvents Corp., New 
York, and United States Aviex Co., 
Niles, Mich. 

A number of nonaffiliated manu- 
facturers who are suppliers to 
members of ADS are also expected 
to provide exhibits, 

A special feature during this 
year’s convention will be a series of 
Service seminars for ADS service 
personne]. Already scheduled to ap- 
pear for this workshop. schedule 
are: Roy Larson, chief engineer of 
Engineering Controls Co., St. Louis, 
whose subject will be “Development 
of Heavy Fuel Burning on Tow 
Boats;” Stu Atsatt, of Enterprise 
Engines, San Francisco, who will 
discuss “Service Notes on the En- 
terprise Engine,” and George R. 
Mackey, Clayton Mfg. Co., El 
Monte, Calif., who will lecture on 
“Horsepower and Profits.” 

The business portion of the con- 
vention session will include an ad- 
dress by the association’s legal 
counsel, Harold Halfpenny, presen< 
tations by experts on the subject 
of diesel] shop layouts, inventory 
control, repair standards, presenta- 
tions by two diesel] equipment man- 
ufacturers and an address by a rep- 
resentative of at least one or two 
foreign diesel equipment suppliers. 


Miller-Meteor Reconditions 
Funeral Cars, Ambulances 


PIQUA, O. — A reconditioning 
program for Cadillac funeral 
coaches and ambulances has been 
set up by Miller-Meteor Division of 
Divco-Wayne Corp. 

The division called it the first 
nationwide reconditioning program 
in the professional-car field and 
said it was lauded by R, C, Long- 
hurst, Cadillac commercial and ex- 
port manager, at a meeting of Mil- 
ler-Meteor dealers and distributors 
from 40 states and Canada, 
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"Baby' Chevy Returns Home— 


L. W. Johnson, who retired as an executive of the Chevrolet parts warehousing 
and distribution organization after 35 years with the company, pulled a switch 
recently. Johnson, right, presented a gift to the company—a 1915 Baby Grand Chevrolet 
which he had restored. Accepting for the company is E. E. Buckler, Flint zone manager. 





U.S. and Canadian Dealers 
Meet 3 Days with GM 


(Continued from Page 6) 


A. Smith, Jerry Smith Buick, Inc., 
Kansas City, and George Weber 
jr. Weber Chevrolet Co., St. 
Louis. 

Mepium Crry Group — Robert O. 
Barton, Barton Oldsmobile, Inc., 
Lockport, N. Y.; Clarence W. Coul- 
ter, Coulter Cadillac, Inc., Phoenix; 
Richard D. Daniels, Daniels Cadil- 
lac-Oldsmobile, Inc., Hartford; Wil- 
liam Alonzo Dickinson, Dickinson 
Buick Co. Fayetteville, N. C.; 
James L. Ferman, Ferman Motor 
Car Co., Inc., Tampa, Fla.; Van E. 
Gates, L. O. Gates Chevrolet Corp., 
South Bend; George M. Green jr., 
General Truck Sales, Inc., Nash- 
ville; Roy Helgeson, Roy Helgeson, 
Riverside, Calif., and George B. Is- 
rael, Lew Chevrolet Co., Billings, 
Mont. 

Roy Lang, Paul Lang Motor 
Sales, Kankakee, Ill.; Victor E. 
Lygrisse, Sauder-Lygrisse GMC, 
Inc., Wichita; George G. MacRob- 
ert, Service Chevrolet Co., Ada, 
Okla.; Ben Mizell, Ben Mizell Pon- 
tiac, Texarkana, Tex.; Cliff H. 
Overvold sr., Overvold Motors, Inc., 
Fargo, N. D.; James K. Patrick jr., 
W. H. Bumstead, Inc., Troy, N. Y.; 
Dale Sharp, Dale Sharp, Inc., To- 
peka, Kans.; Harold J. Staal, Staal 
Buick, Inc., Grand Rapids, Mich.; 
Herman J. Theroff, Herman Theroff 
Pontiac, Inc., Fresno, Calif, and 
Bernhardt E. Weiler, Weiler Chev- 
rolet, Oregon City, Ore. 

CaNaDIAN Group—Hubert Badanai 
jr., Kam Motors, Ltd., Ft. William, 


Trend to Sixes 
Hurts Sales, Says 


Sealed Power 


MUSKEGON, Mich.—The trend 
toward cars with six-cylinder en- 
gines was blamed last week for 
part of the decline in original- 
equipment piston ring sales by 
Sealed Power 
Corp. 

Such sales also 
fell, President 
Paul C, Johnson 
said, because 
manufactur- 
ers early in 1960 
were working 
from larger than 
usual inventories 
built up during 
, the steel strike. 
P. O. dohnssn Johnson said 
Sealed Power’s sales in the first 
half totalled $12,635,000, compared 
with $13,376,000 in the correspond- 
ing 1959 period. Earnings declined 
to $481,000 this year from $918,000 
last year. 

While original-equipment sales 
were declining, Johnson gaid, sales 
of replacement products again set 
a six-months record. 

Johnson said that original-equip- 
ment shipments should improve 
steadily until late in the third 
quarter, when they are expected to 
reach a peak, and then hold steady 
for the rest of the year, Replace- 
ment sales, he said, should continue 
to grow. 


Ont.; L. G. Perron, Z. Perron Auto- 
mobiles, Ltd., Valley Field, Que.; 
William W. Drinkwater, Drinkwa- 
ter Motors, Ltd., St. Catharines, 
Ont.; Walter T. Elliott, Eliott Mo- 
tors (Belleville), Ltd. Belleville, 
Ont.; Joseph W. Gillis, Scotia Chev- 
rolet-Oldsmobile, Ltd., Halifax, 
N.S.; Leonard C. Harland, Harland 
Automobile, Ltd., Lachine, Mon- 
treal, Que.; Harry T. Hoy, Parkway 
Pontiac, Ltd., Montreal; David H. 
Lawson, Empress Motors, Ltd., Vic- 
toria, B. C.; James A. Orr, Orr 
Automobiles, Ltd., Kitchener, Ont.; 
John W. Pink, Pink Buick-Vaux- 
hall, Ltd., Toronto; Albert E. Sted- 
elbauer, Central Chevrolet Oldsmo- 
bile (London), Ltd., London, Ont., 
and Merrill E. Wolfe, Edmonton 
Motors, Ltd., Edmonton, Alta. 


oa 
FTC Takes Action 
. 
Against Jobbers, 
o 
Buying Groups 

WASHINGTON. — The Federal 
Trade Commission has taken action 
against two jobber groups and 115 
member jobbers on charges of seek- 
ing discriminatory prices from 
suppliers. 

National Parts Warehouse, At- 
lanta, a buying organization for 56 
jobbers, and the jobbers themselves 
were formally charged with induc- 
ing and receiving discriminatory 
prices. 

The FTC charged that NPW, 
while listed as a buying organiza- 
tion, was a device for obtaining 
price concessions based on the com- 
bined purchases of the 56 jobbers, 
which were not. available to their 
competitors. Those charged have 
30 days in which to answer the 
complaint. 

An FTC hearing examiner has 
issued an order which would force 
Southern California Jobbers, Inc., 
Log Angeles, and 59 member job- 
bers to stop activities which were 
considered as inducing discrimina- 
tory prices. 

SCJ was termed a device to ob- 
tain unfair price concessions, The 
ruling may be appealed, stayed or 
docketed for review. 


Sparton Reports 
More Horn Work 


JACKSON, Mich.—Sparton Mfg. 
Co. has been booked to capacity 
for the production of original- 
equipment automotive horns. for 
the 1961 model year, it is announced 
by President John J. Smith. 

Smith reported that Sparton has 
secured: two new automotive cus- 
tomers, while other automotive 
customers have increased their re- 
quirements of horns from Sparton 
“by substantial amounts.” 

Advanced engineering and pro- 
duction techniques have resulted in 
major design changes in the horn, 
Smith said. It has fewer parts and 
is lighterweight than the previous 
Sparton horn, he said. 
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How NADA Serves 
New-Car Dealers 


(Continued from Page 3) 


Same source. Like Congress itself, 
the dealer association sometimes 
creaks and groans from the weight 
of its own internal representative 
government. 

* * * 


Must Please Many Bosses 


A RECENT article on public re- 
lations in a national magazine 
noted that many PR men increase 
their fees if they have to do a job 
for a big trade association. That is 
because they have to please so 
many bosses, the article explained. 
NADA’s full-time staff often 
wrestles with a similar problem. 

The trade association staffers 

must develop programs which 
please at least a majority of a 
55-man board of directors, drawn 
from most states and several big 
cities. In addition, there is a new 
president every year, and he is 
likely to have ideas of his own. 
Employes of NADA must be good 
idea men, flexible and able to 
roll with the punches. 

During the last 10 years or So, 
NADA has managed to hire and 
retain a tough core of employes 
who can do their work while stay- 
ing on good terms 
with practically 
everybody. One is 
William C, Ham- 
ilton, who, as di- 
rector of mem- 
bership, tries to 
sell the associa- 
tion to dealers. A 
former Army 
psychologist and 
public relations 
man, the versatile 
Bill Hamilton has 





W. C. Hamilton 
written most of the musical plays 
and skits that have been pre- 


Obituaries 


Harry O. Koller, 96; 


Became Dealer in 1899 


READING, Pa.—Harry O. Koller, 
believed to have been one of the 
world’s first automobile dealers, 
died in his suburban Wyomissing 
home July 20. He was 96. 


Mr. Koller retired in January, 
1955, with the sale of Reading Auto- 
mobile Co, (Buick), which he 
founded in 1903. Shortly before the 
sale, he had signed his 51st sales 
contract with Buick, and he was 
hailed as the world’s oldest Buick 
dealer. Mr. Koller opened his first 
dealership here in 1899, selling Win- 
ton and Oldsmobile. He later han- 
dled Pierce-Arrow, Franklin, Stude- 
baker, Dodge, Packard, Locomobile, 
White and Pope-Toledo. 

OK * *~ 





Norris E. Hansell 
PHILADELPHIA. —Norris E, Hansell, 
57, an auto dealer in Havertown for 36 
years, died here July 20. 
* * * 


R. M. Ridgely 
PITTSBURGH.—R. M. Ridgely, 83, who 
operated one of the original Dodge dealer- 
ships in Donora, Pa., died here July 21. 
* * * 


Frank B. Gianotti Sr. 
MEMPHIS.—Frank B. Gianotti sr., 83, a 


pioneer auto dealer who operated one of 
the first Paige outlets here, died July 16. 
Eg Ed * 


Frank Thearle 

SARANAC LAKE, N. Y. 
Thearle, an auto dealer here, 
pectedly July 17. 
* 


— Frank 
died unex- 


* * 


Daniel H. Kelly 
TOLEDO.—Daniel H. Kelly, 76, former 
vice-president and director of Electric Auto- 
lite, died July 26. After retiring from 
Autolite in 1955, Mr. Kelly became a man- 
agement consultant. 
eg * * 


Stanley J. Polosky Sr. 
PITTSBURGH.—Stanley J. Polosky sr., 
owner of Dormont Oldsmobile Co. for 32 
years, died July 23 at the age of 63. He 
had been in the automobile business since 
1917. 
* * * 
John I. Scott 
KANSAS CITY.—John I, Scott, 57, a 
used-car dealer here, died July 22 after a 
cerebral MEEROSER AGE. 
* 
Myrll Cc. Meeks 
OMAHA.—Myrlil C, Meeks, 69, an auto 
dealer here, died July 14 in Dryden, Ont., 
after a heart attack. 
of * * 
Earl Johnson 
PEORIA, Ill.—Earl Johnson, 68, a Chev- 
rolet dealer here for more than 30 years, 
died unexpectedly July 16 in St, Louis. 


















sented at NADA conventions since 
1950. 

Hamilton reports that NADA’s 
membership .always has been be- 
tween 60 and 70 percent of eligible 
dealers in the country. 

“Right now,” he said, in his Vir- 
ginia drawl, “NADA has about 
21,000 dealer-members—or about 62 
percent of the total number of deal- 
ers.” 

Hamilton insisted that current 
figures showing more than 37,000 
dealers in the U. S. are “inflated.” 
Many of these establishments are 
nothing more than branches of the 
same dealer, he said, 

* + > 


34,000 Called Best Figure 


H® BELIEVES an accurate fig- 
ure would be about 34,000. 

“At least 3,000 of these are not 
really prospects for membership 
in a national association,” he 
added. “Some sell less than five 
cars a year. Some are farm im- 
plement dealers who have fran- 
chises which they use to buy cars 
for their own families. This goes 
in the Middle West again and 
again.” 

Hamilton also explained why 
NADA membership has fallen dur- 
ing the last 10 years. 

“Membership is related to the 
number of dealers, to sales, to the 
problems facing dealers, and to the 
general business climate,” he said. 
“In 1948, there were about 48,000 
dealers in the U. S., but 5,000 of 
these were just pins on a map. 

They were among the first to go 
when competition got rough.” 

We asked him if he thought the 
dealer population had stabilized at 
34,000 today. 

“It’s a controversial subject,” 
Hamilton admitted, “but I find very 
few people who do not believe that 
the figure won’t be down to 28,000 
—or even 25,000—by 1970.” 

* * ea 


ADA’S chief salesman pointed 

out that the trend in recent 
years has been to fewer dealers, 
each with larger sales and service 
volume. 

“In 1948,” he said, “the average 
dealer sold 76 new cars a year. 
This year the average should sell 
about 186 new cars, Automotive 











distribution is evolving into some- 
thing new, and one of the me- 
chanisms of evolution is survival 
of the fittest, This is a painful 
process, and there will be more 
pain before the distribution pat- 
tern is established.” 

As distribution changes, NADA 
services to its members also 
change. Today the association is 
concentrating on the “how” of sell- 
ing, although Hamilton admitted 
that many members concentrate on 
“how many.” 

“Fifty million Americans,” he 
said, “were educated during World 
War II and the Korean War to 
buy at a discount, The PXs have 
done all they can to place a stig- 
ma on the costs and methods of 
distributing goods in this country. 

“It was natural for some dealers 
to hop on the discount bandwagon 
—and the manufacturers aided and 
abetted them. When the consumer 
wearies of price and discount sell- 
ing and demands service and integ- 
rity from his dealer, both dealers 
and manufacturers will begin to 


| give more serious attention to the 


‘how’ of selling cars.” 
* + * 


Ground Rules Needed 


AMILTON insisted that NADA 
wanted more aggressive selling, 
more intense competition. He said: 
“But there must be ground rules 
for everyone in the automotive 
industry. In the 
words of Wil- 
liam L, Mallon, 
NADA’s elder 
statesman, we've 
got to have a 
clear definition 
of what a quality- 
dealer program is 
truly. This defini- 
tion must be ac- 
ceptable to dealer 
and maker alike.” 
Hamilton 
believes that auto makers could 
enforce a quality dealers program 
and eventually will, 

“But you can’t hasten this de- 
velopment,” he warned, “because it 
hinges on how the public wants to 
be sold—and what kind of service 
it will demand.” 

Whatever happens, he added, 
NADA members believe heart and 
soul in the franchised-dealer sys- 
tem. 

“Nobody in the business favors 
any razzle-dazzle supermarket for 
auto sales and service,” he said. 

(Next week, Automotive News 
will explore reasons why some 
dealers will not join NADA, as 
well as the paths NADA foilows 
to reach the ears of congressmen 
and government officials.) 


W. L. Malion 


In Stewart Buick Wrangle .. . 


Court Bars Stock Issue 


GREENSBORO, N. C.—Plans of 
Stewart Buick Co., Winston-Salem, 
N. C., to issue new stock were halt- 
ed by United States District Court 
Judge Edwin M. Stanley here on 
petition of a minority stockholder 
who once was a partner of Carl 
L. Stewart in the firm. 

The decision came at the end of 
a hearing held at the request of 
the minority stockholder, Jack P. 
Leigh, Beaumont, Tex., at which 
the company was ordered to appear 
and show cause why an injunction 
should not be signed restraining is- 
suance of the new stock. 

An attorney for Leigh said his 
client had been given until July 
21 to purchase $21,160 of the pro- 
posed new stock or forfeit his 
rights.of purchase. He said Leigh 
gave him a proxy to a meeting 
of the firm’s board of directors 
July 14 but he was denied ad- 
mittance to the meeting and only 
learned of the proposed stock 
issue afterwards. 

The attorney said Leigh owns 
approximately one-third of the com- 
pany’s stock and stood to lose his 
rights to the proposed additional 
stock unless the court halted the 
proposed new stock issue, The com- 
pany, he said, is proposing to treble 
the amount of stock and this ac- 
tion, unless restrained, would result 
in Leigh’s losing his seat on the 
board. 

Leigh and Stewart Buick have 
been involved in a_ stockholders’ 

row for more than a year and are 
parties in a suit which has been 








pending in the court for some time. 

Leigh, at the hearing, contended 
the proposed stock issue would ruin 
the value of his holdings in the 
company, result in his losing a di- 
rectorship and that the action 
taken at the July 14 meeting of 
the board of directors by Stewart 
and B, L, Watkins was unlawful 
and designed to “freeze him out” 
of the company. 

Judge Stanley, noting that 
Stewart and Watkins had voted 
themselves $28,000 in bonuses last 
year, said he felt the stock issue 
decision had been hasty and un- 
fair to Leigh. He told attorneys 
for the company that Stewart 
Buick must rescind the decision 
to issue the new stock or he 
would issue an injunction against 
the company. His action meant 

that Stewart had to call back 
over 4,000 shares of stock sold on 
July 18. 

In handing down his decision, 
Judge Stanley told both sides in 
the controversy that they had bet- 
ter act in good faith and without 
emotion or they stood in danger of 
having the court appoint a man- 

ager to operate the firm. 


Abraham to Expand Deal 


MIAMIL.—A two-story addition 
is planned this year by Anthony 
Abraham Chevrolet, Frank Shuf- 
lin is designing the building as 
part of a $100,000 expansion pro- 
gram, It will include new cus- 
tomer waiting room and a parts 
and accessories department, 
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DEALERS: take a look at 


GOLIATH 










sk FRONT 
WHEEL 
DRIVE 










The FAMILY Sports Car— 
compact, but not small. 


EAST COAST $] 883 ON WEST COAST 


BUILT TO SELL FOR MUCH MORE! 


In the competitive Compact Car Market, GOLIATH 
hansa will sell faster because of these features: 


1—Goliath’s low original cost and 
the most economical to main- 
tain and operate. More than 30 
miles per gallon. 

2—Goliath’s Front Wheel Drive 
gives big car feel and greater 
safety. 

3—Smoother driving with 4-cycle, 
46 H.P. engine and 4 speed 
syncro-mesh transmission. 

4—-Four wheel hydraulic brakes. 

5—More leg room, height and stor- 
age space than competitive 
makes. 

6—Most accessories and features 
considered to be extra and op- 
tional equipment on other com- 
pact cars. 


“THE TIGER” 


THE hansw STATION WAGON 


Complete Series of Models * Product of the Borgward Group 


WRITE, WIRE OR PHONE DIRECT 
THESE CARS & PARTS DISTRIBUTORS TODAY! 


Cc. 8B. CONDITT MOTORS COMPANY Ft. Worth, Texas 
CONTINENTAL IMPORTS CORP. Minneapolis, Minn 
FOREIGN MOTOR DISTRIBUTORS CO. Harrisburg, Pa. 
HANSA CORPORATION Burlingame, Calif. 


1117 N. Main St. 
25 S. 10th St. 


436 S. Cameron St. 
1326 Marsten Road 








ADVERTISEMENT 


ARCHITECT-DESIGNED CHILDERS CARPORTS blend in perfectly with 
the handsome sales room of Hawkins Ford, Olney, Ill. Childers Carports 
will modernize and glamorize your existing buildings, too. And Childers 
Carports will pay for themselves through increased sales and savings om 
clean-up costs and light bills. Read how éasily you can put Childers Car- 
ports to work for you on Page 37. 

















Manufacturer of the 


world’s largest most 
complete line 


DUALMATIC 


N 
“Selective Drive’ wuss *”’ 


Dealers cost $37.50 to $42.50 
per set in lots of 3 


30 day free trial 
to customer 


Why take second best when 
can buy Dualmatics and 
make more profit? 


Also manufacturers of special 
front spindle nut sockets. 





LONGMONT, COLORADO 
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Outlook for Imports ‘No Longer Brigh Se 


A British 


LONDON. — How the imported- 
car market in the United States 
looks to a foreigner was revealed 
in an article appearing in a British 
automotive journal. 

David Scott, writing in The 
Motor after a visit to America, 
warned that the outlook for im- 
ported cars in the U. 8S. is “no 
longer bright.” 

“With foreign ideologies on the 
wane and status symbolism crack- 
ing up,” he said, “there is little 
doubt that Detroit will win back 
many wayward American motor- 
ists.” 

Foreign cars, he said, “like out- 
door barbecues and automatic dish- 
washers,” are now largely taken for 
granted in the U. S., losing much 
of their prestige as their numbers 
have grown. 

American buyers, he said, having 
been “re-conditioned to reasonable 
dimensions,” now go by looks, rep- 
utation and price, and “the suc- 
cess of the compacts shows that the 
home product will be bought when 
it offers these qualities.” 

Scott said that firms importing 
into the U. S. should concentrate on 
assembly, finish and inspection, as 
well as styling. 

On U. S.-built cars, he said, “doors 
frequently don’t close properly be- 
cause they were wrongly hung and 
never corrected, and rain often 
seeps in through badly sealed body 
joints.” 

Scott said he had questioned 
dealers in New York and Con- 
necticut and they “all anticipated 
an overall downward trend in 
imported-car sales after this year, 
when they would initially level 
off at an annual 400,000 to 500,- 
000.” 

Wrote Scott: 

“During the past eight months or 
so the market for imported cars has 
changed radically. Supply of most 
models has caught up with demand, 












SERIES 22 
single gear, 
medium duty 


SERIES 24 


high speed, two 
gear, heavy duty 


high speed, 
two gear with 
hydraulic pump 


SERIES 26 


gear, heavy duty 


SERIES 28 
low speed, two 
gear, heavy duty 


SERIES 32 
full torque for 
transfer cases 


Also PTO universal jf 


VICKERS 


731 E. First Street 









Complete line 
of QUALITY 


power take-offs 


, shafting, power dividers and trans- 
missions. For complete information write for Bulletin SB PTO-60. 


TULSA PRODUCTS DIVISION 


INCORPORATED 
Division of Sperry Rand Corporation 


TULSA 20, OKLAHOMA 


View of U. S. Market 


Bright (Fred Bright, general man- 
ager of Imported Motor Car Co., 
Montclair, N. J.) put part of the 
blame on the importers and dis- 
tributors, 

“His main complaint is that 
many wholesalers are interested 
only in turn over, and don’t care 
who sells their cars, or how. They 
have appointed agents unselectively 
on a mass basis, and in allocating 
cars have favored the ones showing 
the fastest sales. 

“As a result, he said, the ‘John- 
ny-come-latelys’ operating on an 
empty lot, or domestic car deal- 
ers who take on imports as a 
sideline, slice their profit margins 
way down to make a ‘fast buck,’ 
and provide the buyer with little 
pre-delivery or after-sales serv- 
ice. 

“Thus the cars suffer a reputation 
for unreliability, and the conscien- 
tious dealers a loss of business, For 
them, some models are often hard 
to get, and then hard to sell be- 
cause a local rival has cut his price 
to an unbeatable level. 

“Mr. Bright is one of the grow- 
ing number of disgrunted reputable 
dealers, and one of some standing, 
since his independent company has 
been established in Montclair for 
eight years, sells up to 60 cars a 
month, stocks a full complement 
of spare parts for a number of dif- 
ferent makes and employes eight 
trained mechanics.” 

He continued: “Retail price main- 
tenance is no answer to the prob- 
lem of excessive discounting in 
America, since anti-trust legislation 
makes it illegal. But there is a 
strong feeling that the U. S, distri- 
butors—and beyond them the Brit- 
ish manufacturers, who share the 


and many dealers are fully stocked 
and can offer immediate delivery. 
Used cars are also more plentiful, 
and newspapers feature special 
classified columns advertising sec- 
ond-hand bargains. ‘Hard’ prices 
for new machines are a thing of the 
past and ‘discounts’ are normal. 

“In brief, imports are now em- 
broiled in the competitive dog-fight 
of the American economy. 

“British cars are losing ground 
in these circumstances, and Mr. 


Maine Dealers 
Turn Attention 


To Inventories 


WATERVILLE, Me.Seventy 
percent of all dealers queried in 
Southern and Central Maine indi- 
cate that they are more intent on 
cleaning up current inventories 
than in seeking prospects for ’61 
models. 

With new-model debuts less than 
three months away, dealers were 
asked just how strong was cus- 
tomer curiosity over ’61 models. Re- 
sults from ten major Maine cities 
reveals that: 

1. Inquiries as to the new models 
were most frequent among Chev- 
rolet and Ford dealers, Many que- 
ries started to come in as far back 
as April. 

2. Economy and shorter length 
appear to be the two most sought- 
after features in the new models: 
Economy in all models, shorter 
length in the medium lines. 

3. Owners of Comet, Falcon, Cor- 
vair and Valiant were satisfied with 
present models, both as to style 































San Diego Dealers Elect Officers— 


Peck, vice-president. 
Charles Marck. 


the Austin and Morris 850, which 
represent a level “to which U, S. 
manufacturers are not expected to 
descend.” 

British cars may not lose much 
ground in America this year but 
to retain their position beyond that 
will require some hard thinking 
about marketing methods, and 
about the types of cars that will 
sell, he said. 

For several years the U. S. has 
been by far the largest market of 
the British motor industry, which 
in 1959 shipped there 208,000 cars, 
equalling 17.5 percent of produc- 
tion and 39 percent of total ex- 
ports, Scott noted. 

“The outlook is no longer 





and economy. 

4. All representatives of the “Big 
Three” report good to excellent 
sales and are confident of a good 
1961. 


blame by apparently tolerating 
these practices—could do much to 
curb them and bolster the reputa- 
tion (and foundation for future 
sales) of their cars by working 
more closely with those dealers who 
keep a high standard of service. 

“A further complaint concerns 
publicity for new models before 
they are available in the States. 
Potential big sellers like the Sun- 
beam Alpine and (Hillman) Minx 
Easidrive were road-tested in 
American magazines months ago, 
creating a clamor for these models, 
but that has now been dissipated 
since they are still coming through 
too slowly.” 









SERIES 37 
forward and reverse, 
heavy duty 


SERIES 38 


bright, and if Detroit wins the 
next round it will mean more 
than a serious decline in these 
sales alone. There is also certain 
to be severe competition in Can- 
ada, Britain’s No. 2 customer, 
and perhaps also in other vital 
areas.” 








Scott said dealers he talked to 
predicted a weeding-out process 
for imports, with first casualties 
expected to be “captive” imports. | 

“Certain survivors, it was 
agreed,” he wrote, “would be Volks- 
wagen and Renault, if only because 
of their numerical preponderance 
. .. Britian’s unrivalled sports cars 


* forward and reverse, 
plus extra shaft 










SERIES 39 and luxury models, with a niche of 
two speeds forward, their own, are also secure.” 
one reverse, He also predicted a good future 
heavy duty for “the little 10-footers,” such as 
Mack Reports 
les, Earni 
re Sales, Earnings 
two speeds forward, 9 
one reverse |Below 59 Level 
heavy duty PLAINFIELD, N. J.—Mack 
Trucks, Inc., reported earnings of 
$3,715,000 on sales of $76,362,000 for 
the second quarter ended June 30. 
Both sales and earnings showed 
a steady improvement over the 
t area 30 d first quarter, but were substantially 
Wo speeds forward, lower than those reported for the 
ae ean second quarter of 1959. 
extra Neavy duty Six-month totals for 1960 showed 
sales of $140,971,000 and net profits 
of $6,348,000, compared with sales 
of $151,687,000 and net of $7,882,- 
000 for 1959. 


“Mack’s sales for this period were 
adversely affected by a slowdown 
strike and a general softening in 
demand throughout the country,” 
C. A. Johnson, chairman, said. 





Patten Elected President 
Of Chattanooga Dealers 


CHATTANOOGA, Tenn. — The 
Chattanooga Automobile Trades 
Assn, has elected William T. Pat- 
ten, Patten Motors (Studebaker), as 
president. 

Amos Trottter, Amos & Andy 
Buick Co., wag elected vice-presi- 
dent and John Ross Scott was re- 
| elected secretary-treasurer, a post 
he has held for 30 years. 
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Detroit, Scott said, hasvonly just | 


Newly elected officers of the Motor Car Dealers Assn. of San Diego County are, 
standing, from left, Ivor de Kirby, president; Allen McManus; Vince Dixon, and George 
Seated: James Lukens, 


secretary-treasurer; Lou Kornik, and 





begun its campaign to repulse the 
European invaders. Ultra-compacts 
are the next phase, he said. 

“Sifting the avalanche of ru- 
mors, the most persistent one comes 
from Ford, which is reported to be 
preparing a four-seater saloon (se- 
dan) on a 96-inch wheelbase (same 
as a Minx) with weight kept down 
to 1,650 pounds (less than an An- 
glia) by using an aluminum en- 
gine,” Scott said. 

“This is described as a 1.7-litre 
unit with four cylinders arranged 
in a flat 20-degree Vee and driving 
the front wheels. 


“At present the car is said to 
be under test in the Midwest, 
disguised by a Saab body, and 
the announcement date may be 
next January. 


“Despite denials, Chevrolet is 
thought to be preparing a model 
of comparable proportions which 
may be unveiled as early as this 
fall, while Chrysler is understood 
| to be thinking along similar lines 
but following a later time-table.” 
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By Company and U. S. Agency . .. 
Chrysler Probe Is Continued 


(Continued from Page 2) 
already has to tighten its own rules. 

First, has the law been violated? 
The pertinent section reads: 

“Describe briefly, and where 
practicable state the approximate 
amount of, any material interest, 
direct or indirect, of any of the 
following persons in any material 
transactions since the beginning 
of the issuer’s last fiscal year, or 
in any material proposed trans- 
actions, to which the issuer or 
any of its subsidiaries was or is 
to be a party: (1) any director 
or officer of the issuer; (2) any 
nominee for election as a direc- 
tor...” 

At the time of Chrysler’s filing 
of its proxy and annual report 
material with the SEC (March 12 
and 14, 1960), Newberg was both 
a director and a nominee for re- 
election as a director. 

* * oe 
Be there is considerable ques- 
tion about the interpretation of 
“material transaction.” The perti- 
nent part of the instructions reads: 

“5. No information need be given 
under this paragraph as to any 
transaction or any interest therein 
where: .. . (IV) the interest of the 
specified person does not exceed 
$30,000; or (V) the transaction does 
not involve remuneration for serv- 
ices, directly or indirectly, and (A) 
the interest of the specified persons 
arises from the ownership individ- 
ually and in the aggregate of less 
than 10 percent of any class of 
equity securities of another cor- 
poration which is a party to the 
transaction, (B) the transaction is 
in the ordinary course of business 
of the issuer or its subsidiaries, and 
(C) the amount of such transaction 
or series of transactions is less than 
10 percent of the total sales or pur- 
chases, as the case may be, of the 
issuer and its subsidiaries.” 

It seems obvious from disclos- 
ures already made public that 
the Newberg interest did exceed 
$30,000, but Subsection V—partic- 
ularly part C—is another matter. 
The SEC would have difficulty in 
setting a dollar-value. 

It would probably be reluctant to 
determine what total sales or pur- 
chases for Chrysler and its sub- 
sidiaries are. Some figures are a 
matter of public record, but others 
are closely guarded from competi- 
tors. Even so, a rough figure is so 
big—in fact, the 10-percent figure is 
so big—that Newberg might be ex- 
empt from the filing requirement 
on the basis of dollar-value. 

ea * * 


7 IS no secret that companies do 
from time to time make errors 
in information filed with the com- 
mission. This is actionable under 
the law, but the SEC rarely needs 
to resort to injunctions. It is a legal 
headache to determine whether 
such inaccurate or incomplete in- 
formation is a genuine oversight 
or whether the company is “will- 
fully” concealing or misleading. 

What usually happens is that the 
SEC informs the company and re- 
quires it to correct itself publicly 
and to inform its stockholders. 

In the case of Chrysler, such a 
demand would be meaningless. 
The annual meeting has already 
been held (April 19, 1960) and the 
matter has already received such 
public airing that it would be 
ridiculous for the SEC to ask the 
company to do more than it al- 
ready has done voluntarily. 

It is thought unlikely that SEC 
officials will investigate the Chrys- 
ler situation beyond Newberg un- 
less other instances are brought to 
its attention. The agency is already 
overburdened with work. Moreover, 
Chrysler has already shown it in- 


First Ford Diesel Truck 


Is Due in October 


LOUISVILLE.—The first Ford 
truck with a diesel engine is ex- 
pected to go into production here 
in October, a company spokes- 
man said. The truck, which will 
be Ford’s heaviest model, will 
have a Cummins diesel power 
plant, he added. 

“We're tooling up for it now,” 
the spokesman said. “It will be 
about the size of the biggest 
trucks you see on the road now.” 











tends to keep its own house in 
order. 
. * * 
UST as an injunction against 

Chrysler is a legal possibility, so 
is criminal prosecution of Newberg. 

The former seems unlikely and the 
latter is a sticky problem. Was the 
transaction “material” or was it ex- 
empt from reporting because of sec- 
tion V of the instructions? 

Moreover, was Newberg’s failure 
to report his holdings “willful” or 
an honest mistake done upon ad- 
vice of his counsel who sees no 
violation? Since Newberg has al- 
ready offered $450,000 to Chrysler 
and claims no violation of the law, 
it seems doubtful that the SEC 
would institute proceedings simply 
to prosecute Newberg. 

However, what is almost cer- 
tain to come of the SEC’s inves- 
tigation is a clarification of the 
regulations for filing proxy ma- 
terial and annual reports. It 
would appear from the SEC’s 
past 6Xperience with industries 
that there are honest differences 
of opinion on the requirements. 
What is likely to emerge is a 
rule-making to cover the situation. 
The commission, it is believed, can 
do this without any change in the 
present law. It seems obvious that 
the SEC—like Chrysler—would pre- 
fer to clean its own house, Un- 
doubtedly it would prefer not to 
have new legislation. 

+ * + 


To House Legislative Oversight 
Subcommittee—chaired by Rep. 
Oren Harris, Arkansas Democrat— 
which has in the past investigated 
“payola” in industries regulated by 


Troncalli Elected 
By Independents 
In Georgia 


ATLANTA.—Sam Troncalli, Em- 
pire Motors, has been elected presi- 
dent of the Georgia Independent 
Automobile Dealers Assn. 

Election of the new officers pre- 
ceded the fifth annual convention 
of the association which meets in 
Atlanta Aug. 7-9. 

Troncalli succeeds R. G. Moseley. 
Other officers are J. A, Cronic, first 
vice-president; A. O. Cochran, sec- 
ond vice-president; James Cox, 
treasurer, and Robert J. Reardon, 
secretary. 

John Kinnaird, president of the 
National Independent Automobile 
Dealers Assn., will be one of the 
featured speakers at the conven- 
tion, Others to be on the program 
include Senator Herman Talmadge; 
Richard Fabian, group manager of 
the Kennesaw Life & Accident In- 
surance Co., and Murray E. Sim- 
kins, editorial director of National 
Market Reports, Inc. 





federal agencies—has so far shown 
no interest in the Chrysler case. 

The group is now amply occupied 
with subcommittee business, con- 
gressional business, and election- 
year politics, The subcommittee 
staff says there are no plans now 
for an investigation, but it would 
consider looking into the matter if 
the SEC (after it completes its own 
investigation) asks for help in 
framing legislation—a rather un- 
likely occurrence. 

The possibility of congressional 
investigation, however, is not 
foreclosed. A congressional group 
—either in the Senate or in the 
House—could start an investiga- 
tion with or without an SEC re- 
quest, Congressmen would prob- 
ably not do so until or unless 
rather widespread instances of 
“payola” or “self-dealing” were 
suspected—or until or unless the 
industry or the SEC showed the 
situation beyond control. 

One obvious result of the Chrys- 
ler blowup is that the SEC will ex- 

ercise even greater vigilance in 
scrutinizing material filed with it. 
And a very good bet is that the 
commission will clarify and/or 
tighten its rules. 

What little has been added to 
Chrysler’s side of the story was 
learned from L. L. Colbert, Chrysler 
chairman and president, when he 
returned from the special meeting 
of the Chrysler board in New York 
which approved the settlement with 
Newberg. — 

* cs * 

OLBERT said the investigation 
of interests of Chrysler officials 
in suppliers was being continued by 
accountants and lawyers. He would 
not give details on which suppliers 
or how many were involved or if 
officials other than Newberg were 

being investigated. 

The Chrysler position was that 
Newberg’s outside interests came to 
Colbert’s attention after Newberg 
was named company president on 
April 28 and that differences on the 
question of interest in suppliers led 
to Newberg’s abrupt resignation on 
June 30. 

Colbert said the supplier inter- 
ests were not revealed at the 
.time of Newberg’s resignation 
because “there was a problem of 


- 





Quarter of Vehicles 
Unsafe in Youngstown 


YOUNGSTOWN, O.—More 
than 25 percent of the 25,606 ve- 
hicles inspected during Youngs- 
town’s Safety Check in May and 
June were defective, according to 
the Safety Council of Greater 
Youngstown. 

Of the 6,511 vehicles failing the 
inspection, 4,338 had faulty rear 
lights, 2,874 had bad exhaust sys- 
tems and 1,096 had defective 
brakes. 






















Army Tests Small Gas Turbine— 


Williams Research Corp., Walled Lake, 


Mich., has been given a contract by the 


Detroit Ordnance District, under the technical supervision of Ordnance Tank Auto- 
motive Command, Detroit, to install and test in a Jeep the lightweight gas turbine 
engine the company has developed. Here, Sam Williams, company president, holds 
the tiny engine over the open hood of a Jeep in order to compare it with the bigger 
and heavier engine it will replace in the test. The gas turbine weighs 50 pounds and 
develops 75 horsepower, It is 10 inches in diameter and 19 inches long. 





Checker, Plymouth Top 


Additions to Cab Fleet 
NEW YORK. — Checker and 
Plymouth were the big gainers 
in the latest tally of weekly ad- 
ditions to New York City’s cab 
fleet, according to Taxi Weekly. 
During the seven-day period, 
59 Checkers and 35 Plymouths 
were placed in service, Other ad- 
ditions were Dodge, 13; Ram- 
bler, five, and Chevrolet, one. 





what we were going to do 
about it.” 

Newberg said last week that he 
had nothing to add to the state- 
ments that were issued at the time 
he reached the settlement with 
Chrysler. He said he had “no par- 
ticular plans” for the future, be- 
cause he has been devoting his 
time to relaxing. 

Detroit Bank & Trust Co. last 
week accepted Newberg’s resigna- 
tion as a director. He was elected 
to the post in 1957. 

aa * * 
Sore officials in Michigan have 
taken a look at the Chrysler 
situation and said that they plan 
no action on the basis of what they 
have learned so far, 

The action taken so far failed to 
win much praise from at least one 
interested party—Sol A. Dann, De- 
troit attorney and Chrysler stock- 
holder, who has been a frequent 
critic of Chrysler management for 
two years or more, 

Dann made a wide range of 
charges, including charges of in- 
terests in outside suppliers, 
against Chrysler management at 
the company’s annual meetings 
this year and last. He attacked 
the elevation of Newberg to the 
presidency and praised his re- 
moval. 

Dann charged last week that the 
Newberg case was an attempt to 
whitewash Chrysler management 
and said he would have none of it. 
He said that others in Chrysler 
management should be removed 
and that he felt this would happen. 

* * 


H® FIRED off a telegram to 
Chrysler directors, from a vaca- 
tion spot in Michigan’s Upper Pen- 
insula, demanding that the direc- 
tors push their investigation of 
conflicts of interest on the part of 
other Chrysler officials. The board 
replied by assuring Dann that the 
probe would be pursued. 

Dann cut short his vacation to 
return to Detroit to take a hand in 
the case. He indicated that a stock- 
holder suit might be filed, if he feels 
the investigation is not carried out 
properly. He holds 5,100 shares of 
Chrysler stock and heads a share- 
holders’ protective committee. 

Norman Matthews, director of 
the UAW’s Chrysler Department, 
said the union was shocked to hear 
the Chrysler-Newberg disclosure. 
Matthews offered to turn over to 
Chrysler all data in the UAW’s pos- 
session which “indicate that the 
contracting of work to outside ven- 
dors has appeared to be unjustified”’ 
for reasons of sound corporation 


operation. 
oe * * 


E NOTED that Chrysler em- 

ployment has dropped from 
135,159 in 1956 to 65,415 in June, 
adding: “We recognize that some 
of this decrease is due to automa- 
tion, but the inescapable fact re- 
mains that a substantial proportion 
of it is due to contracting work 
out to other companies, prompted 
in many instances not by the inter- 
ests of the corporation and the 
workers but by the opportunity of 
some company officials to benefit 
personally and substantially at the 
expense of both the corporation and 
the workers.” 

John Leary, Chrysler person- 
nel vice-president, said the UAW’s 
charges were unjustified. 

There were many questions about 
the investigation at Chrysler and 
the results of the probe but there 
were few answers. Dann said the 
action was an attempted white- 
wash in an effort to stall any stock- 
holder suits. 

The Detroit News said it learned 
that Newberg had not resigned but, 
in effect, had been fired by a move- 
ment led by the 10 Chrysler direc- 
tors who do not hold factory jobs. 
The paper said the 10 were “all 
New Yorkers.” 
+ * + 

U NTIL Newberg’s resignation, 

Chrysler had a 21-member 


57 


board, 11 factory officials and 10 
others. 

The present “factory” directors 
are Colbert; Leary; Paul C. Acker- 
man, engineering vic e-president; 
R. S. Bright, automotive manufac- 
turing group vice-president; C. L. 
Jacobson, dealer relations vice- 
president; F. W. Misch, finance 
vice-president; E. C. Quinn, sales 
vice-president; E. C. Row, first 
vice-president; Lynn A. Townsend, 
international operations group vice- 
president, and L. I. Woolson, gen- 
eral manager of the Service Parts 
and Accessory Division. 


The “outside” directors are 
James C. Brady, New York, presi- 
dent, Brady Security & Realty 
Co.; W. Alton Jones, New York, 
executive committee chairman, 
Cities Service Co.; George H. 
Love, Pittsburgh, chairman, Con- 
solidation Coal Co.; L. F. McCol- 
lum, New York, president, Conti- 
nental Oil Co.; Neil McElroy, 
Cincinnati, former secretary of 
defense and now chairman of 
Procter & Gamble Co. 

R. E. McNeil jr., New York, presi- 
dent, Hanover Bank; Robert G. 
Page, New York, president, Phelps 
Dodge Corp.; Joseph M. Dodge, De- 
troit, chairman, Detroit Bank & 
Trust Co.; Juan T. Trippe, New 
York, president, Pan American 
World Airways, and Louis B. War- 
ren, New York, partner, Kelley, 
Drye, Newhall & Meginnes, Chrys- 
ler law firm which is taking part 
in the investigation of conflicts of 
interest. 

* * * 
OST of the details of the 
investigation remain secret. 
However, the Detroit Times re- 
ported that recent transactions 
with suppliers are being checked. 

The paper said that, on the sec- 
ond working day after Newberg’s 
resignation, top purchasing agents 
were summoned to a meeting and 
told to produce all purchase records 
within 48 hours. 

In 1959, his last full year with 

Chrysler, Newberg was paid a 
salary of $125,900. Only Colbert 
and Row were paid more. In ad- 
dition, he was granted options on 
19,000 shares of Chrysler stock. 

The proxy statement for the last 
Chrysler annual meeting put New- 
berg’s estimated annual retirement 
benefits at $45,375. The company 

would not say whether he lost his 
stock options and retirement bene- 
fits by resigning. 


Deadline Aug. 31 
On Payment Plan 


For Reserve Tax 


WASHINGTON, — Dealers have 
until Aug. 31, the Internal Revenue 
Service warns, to decide which pay- 
ment option to use on back reserve 
taxes. 

Under a recent act of Congress, 
dealers who are liable for reserve 
taxes may either spread all the 
back payments over the next 10 
years, or spread the income back 
through 1954 on which tax is owed 
over the past three years. 

Once a method is picked, with 
Aug. 31 as the deadline, it cannot 
be changed. 

Congress gave dealers the option 
after the United States Supreme 
Court ruled in 1959 that dealers 
must count reserves as income 
when notes are first sold to fi- 
nance companies, not when the 
note is paid off and income from 
the reserve funds is finally received. 


Autolite Prepares 


’Copter Merger 


TOLEDO.—Stanley Hiller jr., 
president of Hiller Aircraft Corp., 
and R. H. Davies, president of Elec- 
tric Autolite Co. said last week 
that they are negotiating to merge 
the two companies. 

Hiller, a leading firm in the light 
helicopter field, is also prominent 
in vertical take-off and landing 
(VTOL) aircraft development and 
other military research projects. 

Davies said Autolite believes that 
Hiller offers a diversification that 
does not follow the automotive eco- 
nomic cycle and affords the com- 
pany a better opportunity to par- 
ticipate in defense business, Hiller 
would continue to operate as a sep- 
arate unit. 
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Car, Truck Output Estimates 
By Automotive News 


PASSENGER CARS 


(U. 8. PRODUCTION ONLY) 





Week Week Jan, 1 dan. 1 
Ended Ended Total To To 
July 30, Week, July 23, Output, Aug.1, July 30, 
1960 1959* 1960* duly 1969* 1960 
AMERICAN MOTORS 
EEN >: sinutousdelsdigpasetivovns 9,700 8,345 9,494 42,525 260,196 319,069 
CHECKER MOTORS a 97 392 2,839 4,425 
CHRYSLER CORP. .... .......... 10,900 12,990 512,740 668,459 
NEE ncyiebsenseidepieeCenvs’ “sorectose 96 1,616 4,301 50,319 53,817 
IED - Lvtecserseuresies 11 227 572 34,004 16,377 
PEND > cbidtccvecseverie 1,027 7,595 27,285 109,019 265,272 
SEINE vcclicticeecesivosvotoves’ sespeccsve —-Wesanivese’_ seneesvins—_savetsenie 11,919 8,663 
Plymouth Total 9,766 24,336 307,479 324,330 
IEEE, “Sai eisccctcevesss © covsntesis 9,766 1,614 10,259 307,479 156,512 
INI: ticiktandvesctibicedove <iavbdeeeten ~~ -geecesdins 1508 | UEST ... sins 167,818 
FORD MOTOR** .......... 36,800 38,329 20,615 80,693 1,113,978 1,100,886 
Ford Division .............. 29,430 36,051 14,727 63,204 1,023,027 902,756 
PIE unssssesdcens coyevereze'e ED | wesevgnett FAZ6 PARTE na ssees 292,411 
Ford (Standard) .... 14,700 34,377 5,059 34,004 975,858 554,354 
Thunderbird ............ 2,245 1,674 2,242 4,944 47,169 55,991 
L-M Division ................ 7,370 3,533 5,888 17,489 112,844 198,130 
IIE. scvcodectésvovvdenecbees GIS eisdseesis 4705. 21, TGS .. ccccosess 89,345 
BOD wistaccoresisvorsiess 2380 401 295 620 17,766 11,861 
Mercury _............:0:000+ 1,215 3,132 808 5,104 95,078 96,924 
GENERAL MOTORS .. 60,686 64,944 66,018 249,033 1,860,209 2,085,040 
ER: tiinkdidsndichatncwinve Bore 4,148 3,854 5,397 19,800 158,361 182,496 
EDD | siiscvinreadinvageovssees 3,360 3,366 3,423 13,704 103,562 104,288 
Chevrolet Division .... 35,800 39,375 39,425 146,467 1,047,455 1,259,817 
SEGUE » vos dessotnderteesones on OS70: . ZEB... cman 163,500 
Chevrolet (Stand.).. 30,900 39,375 34,550 129,046 1,047,455 1,096,317 
Oldsmobile. ................. 8,410 9,104 7,533 30,621 398 243,213 
IED cs cssbccecsetinesionscsiie 8,968 9,245 10,240 38,441 287,433 295,226 
S-P CORP. 
SUNG icddiepitsvccorcsse’ desedbunee.  - soncecsere 3,062 5,015 98,050 70,255 





Total Cars, U. S.** ....107,311 122,518 112,276 


*Revised. 
**Totals for 1959 include Edsel production. 


COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 





Total Trucks, U, S..... 22,220 


Total Cars, Trucks, 
Total Cars, Trucks, 
IIIs sicsdcccnsessabnessnce 
Grand Total, 
Cars and Trucks, 


U. S. and Canada....132,075 145,877 140,047 539,236 4,896,478 5,331,273 
ee 


*Revised. 





Near Goal of 2,900 Dealers, 
Chrysler Division Says 


(Continued from Page 6) 


help in finding new facilities and 
elimination of retail outlets in 
declining and unprofitable mar- 
kets. 


Recently signed sales agreements 
include the following: 

Geo. Byers Sons, Inc., Cincinnati, 
Louisville and Columbus, O.; Gun- 
daker Central Motors, Inc., Belmar, 
N. J.; Keystone Auto Electric & 
Battery Co., Shamokin, Pa.; Scott- 
wood Auto Sales, Inc., Woodbury, 
N. J.; Barr & Smith Motors, Ox- 
ford, Pa; Mantzer & Reed, 
Waynesboro, Pa.; Shelco Motors, 
Inc., Shelbyville, Ind., and Altman- 
Kramer Motors, Inc., Huntington, 
Ind. 

Ferry’s Garage, Sidney, N. Y.; 
Shope Motors, Huntingdon, Pa.; 
Tenney Motor Sales, Columbia City, 
Ind.; Pass-Davis, Inc., Niles, Mich.; 
Mahoning Motor Co., Youngstown, 
O.; Eric J. Miller, Inc., Ithaca, 
N. Y.; Courtesy Plymouth, Inc., 
Binghamton, N. Y.; West Kentucky 
Motor Co., Inc., Paducah, Ky.; Na- 
pleton Motor Sales, Inc., Blue Is- 
land, Ill.; Cobb Motors, Norfolk, 
Neb.; Sellers Dodge City Motor Co., 
Dodge City, Kans.; Davis Motor 
Co., Taylorville, Ill; R, A. Eck 


Dealer Leaves $238,000 


DAYTON.—Bernard J. Borchers, 
for many years a Ford dealer here, 
left an estate of $238,679, according 
to an inventory filed in probate 
court. He died April 9. He had been 
a dealer since 1922. 








129,531 142,609 132,875 515,577 4,616,350 5,053,280 


3,268 








434,652 3,848,012 4,248,134 








Week Jan. 1 Jan. 1 
Ended Total To To 

duly 23, Output, Aug.1, July 30, 

1960* duly 1959* 1960 
7,091 26,565 250,449 265,763 
65 250 3,814 1,791 
18 130 1,790 2,133 
160 4,351 48,462 46,222 
5,537 20,865 210,199 221,649 
2,233 8,506 57,313 69,356 
2,604 10,077 91,493 80,946 
347 1,271 10,319 9,178 
193 484 8,279 9,135 
309 1,147 11,519 10,914 
1,946 6,896 72,202 85,330 
96 383 2,499 2,729 
20,599 80,925 768,338 805,146 


7,172 23,659 280,128 277,993 


Motor Co., Inc., Rolla, Mo., and 
Tennessee Motor Co., Athens, Tenn, 

Emanuel Motors, Inc., Swains- 
boro, Ga.; Walker Motor Co., Man- 
chester, Tenn.; Atlantic Motors, 
Inc., Wilmington, N. C.; James 
Motor Co., Ozona, Tex.; Elkins 
Motor Co., Durham, N, C.; Frenzel 
Motors, Abbeville, La.; State Mo- 
tors, Inc., Olympia, Wash.; Hanson- 
Hawk, Inc., Bellingham, Wash.; 
Hartsock & Tharp Motors, Corval- 
lis, Ore.; Arthur J. Turney Motor 
Co., Princeton, N. J.; Falls Church 
Garage, Inc., Falls Church, Va.; 
Washington Heights Motor Corp., 
New York; Gates Motors, Inc., In- 
dianapolis; Paul Cameron, St. 
Louis, Mich.; Shope Auto Co., Inc., 
Louisville; Feister Auto Sales, Inc., 
Wayne, Mich.; Warren Motors, Inc., 
Ponca City, Okla., and Hale-Phipps 
Motors, Mason City, Ia. 

Frye Plymouth Co., Miami, Okla.; 
West-Clark Motors, Inc., Minden, 
La.; Wells-Shaw Motors, Mineral 
Wells, Tex.; Maddox Motor Co., 
Sulphur Springs, Tex.; Bill Ballen- 
tine Motors, Inc., Anderson, S. C.; 
Hobbs Auto & Supply Co., Inc., 
Meridian, Miss.; Periat & Sons, San 
Mateo, Calif.; Freed Motor Co., 
Salt Lake City; Jewkes Dodge, 
Elko, Nev.; Kusic Motor Sales, Inc., 
Weirton, W. Va.; Wilflax Motors, 
Inc., Ellicott City, Md.; Camrud 
Motors, Wolf Point, Mont.; Striegel 
Auto Co., Kennett, Mo.; Barker Mo- 
tors, Engene, Ore.; Wilson-Reeves 
Motors, Clinton, Ill, and Pack 
Motor Co., Whittier, Calif. 














3,423 to 3,360. 


Falcon, Comet Hit Highs. . . 





Car Production Holds 
Below Year-Ago Level 


(Continued from Page 1) 


Hawk and Lark. Expected to join 
this group this week are Mercury 
and Rambler. 
ok cd * 
Ane hopes for a resurgence in car 
output for at least another four 
weeks is dispelled by the fact that 
most makers that are already down 
will take another three weeks to 
fill supply lines to the point where 
they can put full production into 
effect. 


By the time these begin to roll 
the volume makers, especially Ford 
and Chevrolet, will be in the midst 
of their changeover periods. 

Ford Motor Co, output will 
begin to ebb this week as Mer- 
cury builds out on its ’60 mod- 
els, with the standard Ford fol- 
lowing suit next week. Falcon 
and Comet output won’t be closed 
out until the fourth week of Au- 
gust, while Lincoln and Thunder- 
bird aren’t scheduled to build out 
on ’60 models until after Labor 
Day. 

General Motors output will drop 
sharply next week with Cadillac, 
Chevrolet, Oldsmobile and Pontiac 
about to enter their changeover 
period. 

American Motors will be out of 
production for two weeks as a re- 
sult of its annual vacation and 
changeover lull. 

* * * 
IGHLIGHTS of last week’s as- 
sembly operations were the 
record-breaking achievements at 
Comet and Falcon and the intro- 
duction of Comet to the production 

scene at Kansas City. 

It was the assemblies gained 
at Kansas City that pushed 
Comet to its record 5,875 assem- 
blies last week, Comet’s former 
high of 5,516 assemblies was set 
during the week ended June 16, 
The Kansas City facility is the 

second plant to produce the Comet. 
Originally, Comets were produced 
only at Lorain, O. Falcon also is 
produced at Lorain and Kansas 
City, as well as at Metuchen, N. J., 
and San Jose, Calif. 

Schedules call for 14 Comets and 
27 Falcons to roll from the Kansas 
City lines each hour on a two-shift 
basis. The plant also will continue 
to produce 25 trucks an hour on 
one shift. The plant has been pro- 
ducing cars on a two-shift basis 
for over a year. 

Falcon, attempting to make up 
losses incurred through a nine-day 
strike at the Ford Motor Co. stamp- 
ing plant at Walton Hills, O., 
surged to an alltime high of 12,485 
assemblies last week as it worked 
all four of its assembly units six 
days. Its former high of 12,264 as- 
semblies was set during the week 
ended June 25. 

Elsewhere in the Ford Motor 
setup, the standard Ford, with 
eight plants working five days and 
one six days, jumped its output 
from 5,059 units a week earlier to 
an estimated 14,700 cars last week; 
Mercury, with its Los Angeles plant 
working Saturday, climbed from 
808 to 1,215; Lincoln was off from 
295 to 280, and Thunderbird rose 
slightly from 2,242 to 2,245, 

28 ok of 


M OUTPUT declined from 66,018 

assemblies a week earlier to an 
estimated 60,686 units last week as 
Buick, Cadillac, standard Chevrolet 
and Pontiac suffered declines..- 

The standard Chevrolet show- 
ed the biggest decline, dropping 
from 34,550 assemblies the previ- 
ous week to an estimated 30,900 
cars last week. Corvair, however, 
climbed from 4,875 assemblies a 
week earlier, to an estimated 
4,900 units last week. 

Buick in its last week of ’60 model 
production turned out 4,148 cars, 
compared with 5,397 assemblies a 
week earlier. 

Elsewhere, Pontiac declined from 
10,240 assemblies the previous week 
to an estimated 8,968 units last 
week; Oldsmobile was up from 7,533 
to 8,410, and Cadillac dropped from 


AMC raised its output from 9,494 
cars a week earlier to an estimated 
9,700 assemblieg on a five-day, 
three-shift basis last week, and 








Checker Motor climbed from 97 to 
125 


Chrysler Corp. and Studebaker 
both remained idle last week due 


to changeovers, 
* * 


7 THE commercial-car field, out- 

put rose 7.9 percent from 20,599 
assemblies a week earlier an es- 
timated 22,220 units last week. Dur- 
ing the week ended Aug. 1 last year 
the truck makers turned out 20,091 
units. 

Truck output in July totalled 


Perfect Equipment 
Denies FTC's 


Price Charges 


KOKOMO, Ind. — Perfect Equip- 
ment Corp., Kokomo manufacturer 
of auto repair parts, supplies and 
tools, has denied charges brought 
by the Federal Trade Commission 
last Dec. 22 that it has unlawfully 
discriminated in price among its 
customers. 

The company admitted that 
under the pricing practices it util- 
ized up to Dec. 26, 1959, competing 
jobber customers were charged dif- 
ferent net prices, However, it de- 
nied that the effect of these differ- 
entials was substantially to lessen 
competition between itself and its 
competitors and between its inde- 
pendent and buying group jobbers. 

Thus, the company contended, 
these differentials did not violate 
Sec. 2(a) of the Robinson-Patman 
Amendment to the Clayton Act. 

Requesting dismissal of the com- 
plaint, the concern declares further 
proceedings “are not in the public 
interest” because it abandoned the 
challenged pricing practices. 


HELP WANTED 


NEW CAR 
SALESMEN 


We are looking for FIRST 
CLASS sales agents to be 
our direct factory repre- 
sentatives. Our NEW AC- 
CESSORY is creating a sen- 
sation among NEW CAR 
DEALERS. Designed and 
rs i by top automotive 
talent in Detroit. IT IS 
QUALITY PLUS. Write or 
wire: Box 1673, c/o Auto- 
motive News, Detroit 7. 


Sales 
Representative 


Leading manufacturer, na- 
tionwide business. Several 
territories open. Must be 
willing to travel and have 
recent sales experience 
in automotive replacement 
parts field. Salary open. 
Submit complete resume in 
confidence to Box 1695, 
c/o Automotive News, 
Detroit 7. 


an estimated 80,925, compared 
with 113,301 assemblies in June, 
and 111,012 commercial vehicles 
built in July of last year. 

Vehicle output in Canada fell 
sharply last week. Only Ford and 
Studebaker remained in production 
on cars and only Ford and Inter- 
national on trucks, 


Chrysler and General Motors al- 
ready were down for changeovers, 
with Studebaker joining the group 
last Friday. Ford and International 
both go down for two-week’s vaca- 
tion this week, International will 
resume output Aug. 15; GM will re- 
turn to work the first week of Sep- 
tember, and Studebaker on Sept. 
12. No date has been set for re- 
sumption of work at Chrysler. 

+ Ke * 


A BREAKDOWN of Canadian 
operations last week showed 
Ford with 1,700 car and 550 truck 
assemblies; Studebaker with 54 
cars, and International with 240 
trucks. Altogether, the industry 
turned out 1,754 cars and 790 
trucks. A week earlier the industry 
turned out 5,831 cars and 1,321 
trucks. 

Among the car makers, Ford 
turned out 1,452 Fords, 32 Mer- 
curys, 1,044 Meteors and 66 Mon- 
archs; GM produced 69 Buicks, 
1,347 Chevrolets, 104 Oldsmobiles 
and 1,577 Pontiacs, and Studebak- 
er turned out 160 units. 

Among the truck makers, Ford 
Motor turned out 407 Fords and 
158 Mercurys; GM contributed 244 

Chevrolets and 270 GMC trucks, 
and International, 242 trucks. 

Output in Canada during July to- 
talled an estimated 23,659 cars and 
trucks, compared with 41,865 ve- 
hicles turned out in June, and 
34,195 cars and trucks built in July 
of last year. 


GM of Canada to Expand 
Truck Plant at Oshawa 


OSHAWA, Ont.—General Motors 
of Canada last week announced 
plans for a 20 percent increase in 
the area of its truck manufacturing 
plant in Oshawa. The addition—of 
about 35,000 square feet—wil]l bring 
GM’s truck manufacturing plant 
area to nearly five acres. 





HELP WANTED 


OFFICE MANAGER: Chevrolet dealership 
in southern state, city population over 
200,000. Twenty-five years successful op- 
eration, selling 2,000 new units per year 
with volume over $1,000,000.00 per 
month, Must be capable of taking com- 
plete charge of all office work, If you 
have had accounting and tax experience 
and are interested in secure future, state 
name, age, experience and complete re- 
sume of employment. Replies confidential. 
oo oe c/o Automotive News, De- 
roit 7, 


enigma teenttanscananilhctaiatacnatinaiin 

SERVICE MANAGER—Southwest’s fastest 
growing community, Imperial, Chrysler, 
Plymouth, Valiant dealer wants experi- 
enced, aggressive, sales minded man with 
executive ability, Incentive plan, Main 
shop with twelve twin post lifts, large 
parts inventory, separate body shop with 
manager responsible to service manager. 
Reply direct with references and experi- 
ence profile to P. O. Box 5754, Tucson, 
Arizona. 


MEN WANTED: Are you making over 
$20,000 per year? We want men to 
demonstrate and sell simple device that 
stops shimmy and shake in cars; elimi- 
nates all wheel balancing and tire truing 
and most front end work, Requires less 
than 30 minutes per car, Instrument 
costs dealer $159.00 complete, Write for 
details to: J. Lavinger, B & B Mfg. Co., 
Box 816, Sioux City, Iowa. 


SERVICE MANAGER, qualified Buick- 


. Must be dependable, able to meet 
and get along with personnel. 
Fringe benefits, modern shop, Centrally 
located. Call or write: Mr. Oz Ferguson, 
Telephone number ST, 7-2441, Leesburg, 
Florida. 





GENERAL MANAGER, SALES MAN- 
AGER “Big Three’’ experience proven 
background. Best of references. Box 
1676, c/o Automotive News, Detroit 7. 





Need hard to get ? Automotive News’ 
Want Ads get results. 
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POSITION WANTED 


MANAGER OR GENERAL SALES MAN- 


AGER capable of operating a large deal- 
ership for profit. Can direct and super- 
vise large sales and service departments, 
handle advertising and business man- 
agement. If your gross profit is too low, 
and expenses too high, or if your fixed 
is too low, or have need of 18 years of 
automotive ‘‘know how,’’ I would like to 
exchange confidential information with 
you; also, will consider operating on a 
‘‘buy out.’’ Box 1675, c/o Automotive 
News, Detroit 7, 


AUTOMOTIVE SERVICE MANAGER, ex- 


Ee 


perienced, interested in a responsible po- 
sition with an aggressive, absorption- 
minded dealer requiring personnel with 
ability to think at executive or shirt- 
sleeve level, Potential based on results in 
terms of service profit, Box 1689, c/o 
__Automotive News, Detroit 7, News, Detroit 7. 


MANAGEMENT TEAM: Young, able, ag- 
gressive four-man team. in areas of 
administration, sales, finance, account- 
ing, manufacturing, and quality control, 
we can supply initiative, intelligence 
and many years of experience. Thor- 
oughly familiar with modern 
ment practices and 
operations. Heavy in metal worki 
auto parts. Excellent industrial and 
ing contacts. Desire connection with 
Progressive, expansion-minded manufac- 
turer in need of top-notch management. 
Michigan preferred but relocation con- 
sidered. Reply Box - c/o Automo- 
tive News, Detroit 7. 


manage- 
complex multi-plant 
and 





SERVICE MANAGER—presently employed 


and completely experienced Chevrolet 
service manager wishes to relocate to 
within a 50 mile radius of New York 
City. Prefer Westchester or Fairfield 
County, but will give serious considera- 
tion to challenging offer of other make 
or location, Age 39, married, with chil- 
dren; intelligent, well educated and im- 
aginative. Have excellent background 
with good factory relations. Please write 
Box 1690, c/o Automotive News, De- 
troit 7. 


SALES MANAGER—Successful many years 


—Many firsts. Increase your sales— 
Make more profit—Fast closer. Married, 
go anywhere. Box 1691, c/o Automotive 
News, Detroit 7. 


SERVICE MANAGER with 20 years’ Buick 


HANDLING RAMBLER, METRO, 


experience, seven years as Buick service 
manager, desires job with volume deal- 
er. Presently located in Florida, but will 
relocate. For further information write 
to Box 1692, c/o Automotive News, De- 
troit 7. 


DEALERSHIPS AVAILABLE 


in large 
south Jersey city, 200 new and 300 used 
per year, located on the shore, No blue 
sky, year round operation, Large show- 
room, will help finance solid buyer, must 
retire. Will sell or lease building with 
deal, will consider buy-in deal if person 
has managerial experience. Box 1644, c/o 
Automotive News, Detroit 7. 








DEALERSHIP HANDLING FORD, beauti- 


ful central California town, 350 unit po- 
tential, trade area 40,000 established over 
twenty years. Owner must sell due to 
illness, Box 1667, c/o Automotive News, 
Detroit 7. 


| DEALERSHIP HANDLING PONTIAC lo- 


cated in east central Wisconsin. Reason 
for selling is due to owner’s health, Fine 
chance to move right in on a ‘‘top notch’’ 
going business. Ideal set-up for a one 
man operation. Will lease used car lot 
and building. Write Box 1685, c/o Auto- 
motive News, Detroit 7. 





CALIFORNIA dealership handling Chrys- 


ler, Dodge, Dodge truck, Simca, Estab- 
lished 1954, 40,000 trade center, 400 new 
and used per year, approximately $45,000 
parts and equipment, Will sell or lease 
building. Box 1693, c/o Automotive 
News, Detroit 7. 


OHIO OWNER WISHES TO RETIRE — 


same franchise for thirty years. Spacious 
showroom and office, modern service 
parts and used car operation. Terrific 
potential and money maker for ambitious 
person. Will sell or take financial partner. 
Box 1641, c/o Automotive News, De- 
troit 7. 


AUTOMOBILE DEALERSHIP—three top 


imported franchises, largest selling dealer 
in fastest growing county in New Jersey. 
Excellent repair shop business. Modern 
air conditioned building on ‘‘Automobile 
Row,’’ fully equipped shop, Will lease 
or sell property, Principals only, Reason 
for selling, other interests. Box 1665, c/o 
Automotive News, Detroit 7, 


CONTROLLING INTEREST dual handling 


‘‘Big Three,’’ Great Lakes region, Going 
business, real estat e—approximately 
$35,000 will handle—shows $16,000 profit 
year to date, over 200 car potential. 
Good community, retiring age, Reply in 
detail to Box 1669, c/o Automotive News, 
Detroit 7, 





HANDLING GM-AMERICAN MOTORS 


AVAILABLE—Part 


DUAL corner location, main intersection, 
eastern Michigan. Purchase property, 
equipment, or lease. Further information 
on request, Box 1678, c/o Automotive 
News, Detroit 7. 

interest in an Iowa 
dealership handling Dodge-Dodge Dart 
and Dodge truck. County seat town with 
a large sales territory, Profitable, grow- 
ing business. Anyone interested write for 
more information. Box 1684, c/o Auto- 
motive News, Detroit 7. 


FOR SALE — Going automobile business 


handling Buick, Opel, Pontiac and GMC 
trucks. Sixteen years in present location, 
forty years in automobile business. Will 
sell parts, equipment and building, or 
will lease building. Owner retiring. Write, 
call or come and see: 8. Hamric, 
Hamric Motor Co., P. O. Box 616, River- 
side Drive, Grafton, West Virginia. 
Phone: 1176. 


AGENCY HANDLING DODGE and Dart 


HANDLING RENAULT, 





in a good Nebraska county seat town. 
Excellent industrial and agricultural area, 
profitable dealership doing 75% absorp- 
tion, $21,000 total, $7,500 handles, Re- 
turn investment in less than two years. 
Write Box 1686, c/o Automotive News, 
Detroit 7. 


PEUGEOT & 
VOLVO, Reno, Nevada, 900 new and 
used cars last year, 150,000 trading area 
of north Nevada and Lake Tahoe area. 
Parts, accessories and fixtures at inven- 
tory only. No used cars or AR. Have 
two agencies, must dispose of one. 
$20,000 to $25,000 approximately—terms. 
Cc. H. Retzloff, 513 Third St., Marysville, 
Calif. 


Dealerships available for trucks and 


WILL PAY 


FLORIDA—either coast, 
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DEALERSHIPS AVAILABLE 





SNOW PLOWS 
BE 8772 ome 


KENMORE WELDING CORP. 
1399 Military Rd., Kenmore 17, N. Y. 





FOR SALE—DEALERSHIP HANDLING 


FORD, Pacific northwest, Rich commun- 
ity, city of 12,000. Owner retiring. Write 
Box 1698, c/o Automotive News, De- 
troit 7. 





FOR SALE: Garage and equipment with 


additional rental income of $225 per 
month. Former Chrysler-Plymouth 
agency. Corner location in a progressive 
town. Call ORange 4-3684 or write Dr. 
E, J. luska, 809 N. 5th Ave., Patton, 
Pennsylvania. 


DEALERSHIP HANDLING 


FORD! 


Miami, Florida 
VOLUME SALES! 


Excellent profit opportunities! Write 
Box 1674, c/o Automotive News, 
Detroit 7. 





LIQUIDATING ESTATE—Dealership rep- 


resenting Cadillac, Buick and Pontiac, 
South Dakota town of 12,000, College 
town, hunting and fishing; a going busi- 
ness that has operated over 30 years and 
never wrote a red month, Selling at ter- 
rific sacrifice, Write Box 1679, c/o Auto- 
motive News, Detroit 7. 


me nh WANTED 


TOP CASH PRICE for Gen- 
eral Motors, Ford or Chrysler dealership 
with 500 or more new car sales poten- 
tial. Have excellent operating experience 
and record of very successfully and prof- 
itably managing a 2,000 new car dealer- 
ship, and can assure factory approval. 
Please reply in confidence to Box 1681, 
c/o Automotive News, Detroit 7. 


Top cash price, 
factory approved, Can act immediately. 


Box 1694, c/o Automotive News, De- 
troit 7. 
HAVE $5,000.00 to $7,000.00 to invest in 


a buy-in deal, Experienced. Chevrolet or 
Chevrolet dual, or Pontiac dual. South 
Wisconsin, Illinois, Indiana preferred. D. 
H. Bildsten, 1015 Oak St., Baraboo, 
Wisconsfifi. 





$100.00 REWARD — 1959 Ford L.W.B. 


F-100 Styleside pickup, Motor number 
F10J9K22747, Color white, Last known 
tag 1959 Kansas LB-T3032, Man known 
as Norman J. Walsh, driver, works as 
a carpenter, Notify McKinney Motor Co., 
Oswego, Kansas. 


ATTENTION 
Ford Service Managers 


Reward—$200.00 


for locating this unit. 


1959 Thunderbird hardtop, black, red 
leather upholstery; serial number J9YH- 
107542. 1959 South Dakota license 
number 36-6492. 1960 registration un- 
known. 


Purchaser, W. Von Rorie, age 35; oc- 
cupation, salesman; color, white. Height 
about 6 ft. 2-in.; weight about 210; 
hair dark. Walks with a slight limp. 
May be,using assumed name. 


Call collect—ELgin 2-6427 


Rushmore Credit Corporation 
HURON, SOUTH DAKOTA 





DEALER SERVICES 








TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 
jpment—Machi: 


furniture—Equi inery—Tools 
Fer Buy/Sell .A s, Annual Fiscal 
Reports, Tax, king pe Insurance 


Write for free 
“Hidden Earning Power" booklet. 


AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ae 


Detroit 27, Michigan 
er 





DEALER SERVICES 





MILITARY ACCEPTANCE 
WILL HELP YOU SELL MORE 
MILITARY PERSONNEL 


* Worldwide financing and refinancing up 
to 36 months . . . for officers and non- 
coms of pay grades E5 and above... 
on simplified, non-recourse basis. 


* Cars may be taken overseas without re- 
financing. 


Military Acceptance Corp. 


Dept. D, P. O. Box 2166, 800 Broadway 
San Antonio, Texas—CApitol 5-6756 





CARS FOR SALE 





"60" VOLKSWAGENS 


Latest models, serials #3,000,000 and up. 
Immediate delivery — All colors — All types. 


All Commerce & Trading Corp. 
120 Wall St. New York 5, N. Y. 
BOwling Green 9-0636 TWX-NY 1-211 














Ample Supply of 


CLEAN 
USED 


CARS 
1960 - 1959 - 1958 


MOST MAKES 


CURRY 


CHEVROLET 


B'way & 133rd St., N. Y. C. 
Ed Hogan AD 4-6000 














1960 
VOLKSWAGENS 


Immediate Delivery 
Fully Americanized 


MINIATURE VEHICLE 





LEASING CORP. 


NEW YORK 
Whitehall 3-7390 


CLOSE OUT 
1960 
VOLKSWAGENS 


NEWEST MODEL 


2-DOOR DELUXE SEDANS 


DELIVERY FROM 
HOUSTON OR AMARILLO 


HERMSMEYER 


700 WEST SIXTH 
AMARILLO, TEXAS 





FOREIGN & SPORT CARS 
Wholesale Only 
CLIFF PITTMAN 


North Country Motors 
790 Northern Bivd., New York. TR 2-8433 





CARS WANTED 
CADILLAC LIMOUSINES—NEED CLEAN 
’56, '57 and '58s. Franz Ridgeway, BEl- 
mont 4-6611, 2836 N. E, Sandy, Portland 
12, Oregon. 
AUCTION SCHOOLS 
LEARN AUCTIONEERING, Nationally rec- 
Missouri 
Kansas | 








ognized diploma, Free catalog! 
Auction School, Box 9252P3, 


City, Missouri. 
MAILING LISTS 

DEALERS MAILING LIST—Ford, Chev- 
rolet, Plymouth, DeSoto, Chrysler, Olds- 
mobile, Pontiac, Buick dealers. Complete 
national list, August, 1960 checked, On 
addressed labels, 35M, $14 per M. Box 
1697, c/o Automotive News, Detroit 7. 


SEE PAGE 42 


for the nation's 
TOP AUTO AUCTIONS 








IDEAS 


WHAT’S YOUR 1.Q.? YOUR IMAGE 
QUOTIENT? Let us help you spread a 
favorable public image, your biggest 
asset, Write: Edward Fiske Co., 2 Depot 
Plaza, White Plains, N. Y. 


PARTS FOR SALE 


LLOYD PARTS for all models, U. 8.’s old- 
est authorized Lloyd importer, If car is 
down, we ship same day, Foreign Cars 
Corporation, 1812 So. Andrews Ave., 
Fort Lauderdale, Florida, JA 2-9942. 


LLOYD PARTS—complete stock, Prompt 
shipment, Greene County Motors, Cat- 
skill, New York, Phone: 2000. 


CHEVROLET PARTS, antique or classic. 
Louis Chevrolet, Box 51, Thompsonville, 
Connecticut. 


VOLKSWAGEN PARTS for all models. 
Prompt shipment, 20% discount, Rippel 
Motors, Inc., 1230 Colorado Avenue, 
Lorain, Ohio. ATlantic 8-0179, 


NEED PARTS for a Chevrolet heavy duty 
truck? Try Fuller-White Chevrolet, Tulsa. 
$250,000 inventory perpetually controiled. 


NSU PRINZ and Sport Prinz parts and 
accessories, Contact your nearest dis- 
tributor or sole U, 8. importer, Fadex 
Commercial Corp., National Parts Cen- 
ter, 421 East 91st St., New York 28, 
N. Y, TRafalgar 6-7010. 


PARTS WANTED 


IMPORTED SPARE PARTS WANTED. 
Interested buy large, if possible, com- 
plete stocks. Send offer to Box 1646, c/o 
Automotive News, Detroit 7. 


ANTIQUE CARS FOR SALE 


FOR SALE—1926 CHEVROLET ROAD- 
STER, original, excellent condition, Will 
trade for Chevrolet El Camino. Voecks 
Auto Supply, 200 Braasch, Norfolk, Ne- 
braska, FRontier 1-2922. 

1926 CHRYSLER 70—2-Door, good condi- 
tion, Walter Beisner, Tripoli, Iowa. 

FOR SALE: 1924 Model T Coupe—90% 
restored, Runs good—looks good. For 
further information write: C. R. Tilgh- 
man, Rte. #1, Box 83-F, Beaufort, 
North Carolina. Telephone: PArk 8-3582. 


MISCELLANEOUS 























4 Point 


Special Introductory Offer 
Limited 
The NEW '*: 
Complete with edjusteble $ 50 
io Sev arew,Seombar OZ ; 
Standard Four Point Hookup $ 5 
sith Rogue Drew teem” “SD 

The “ORIGINAL BRAKE BAR" 
Automatic BraKinG 
Only Bar Manufactured Today 

' VERSAL ¢ 
wre en eee ge 
Incldg. BRAKE HOOK-UP 
TowKinG Hook-Up $45 
TRAIL KING $3750 
BALL BAR .......-. 
ee... ee 
SEE SarvieccAttNS, YOUR, 
seen cater A Oat 
° 
Rubber-Tired WHEELS $13.95 
SAFETY CHAINS, set of 2, only. $2.95 
All Prices Include Federal Excise Tax 
Liberal Quantity Discounts 
To Distributors 

Tow Bar Sales Co. 
DE 2-070 AN 30000" N 
Call Collect "3 oec0 nae 
40 So. Clinton St., Chicago 6, Ill. 


ernere 
Nites: BA 1-8717 
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MISCELLANEOUS 








No Other Tow Bar 
Measures Up To 


The SUPERIOR 
BLUE ® CHIP 


TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& BRAKE CABLE 
LEADS IN SALES... 
VALUE AND... 
PERFORMANCE 


Dealers’ List Price............$69.80 
Dealers’ Special Discount 25%. 17.45 
Standard Gone 2 “pat 


eres $5085 
Federal sar tenis Tax Included 
* 
THE FAMOUS 


MOTO-MATIC 
TOW . GUIDE 


With Universal 
Swivel Action 


Four Clamp Hook-Up 


Dealers’ List F.O.B. Factory $5 
Dealers’ Special Discount 25%.... 


Dealers Net with 4 $4485 


Standard plus 2 Large 
Adapter Clamps 
Federal Excise Tax Included 


""ON THE BALL‘ 


TOW-PILOT 


Cadalloysteel Coupler 


Dealers’ List F.O.B. Factory 
Dealers’ Special Discount 25%.... 


Dealers Net with 2 $3g25 


Standard plus 2 Large 
Adapter Clamps 
Federal Excise Tax Included 


Substantial Discounts 
To Distributors 


Write for Illustrated Catalog 
Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Depts 
“Leaders in the Industry 
since 1939" 


Canadian Distributors 


Eastern: 
Five Wheels ee 
599 Y it. 
Toronto, Gacurte 






















Dealers Net with 4 
















































(Western) Ltd. 
Winnipeg 2, Man. 






CONVERTIBLE TOPS—$21.25. Jeep tops, 


$12.50, Free cata- 


$72.20. Headlinings, 
12 Elliott, Beverly, 


log. BIG BUCK, 
Mass. 


SHOP EQUIPMENT FOR SALE 


FOR SALE: One—1956 Bear Alignment 


machine and frame straightener, Model 
95, Serial number 7157, Harry May 
Chevrolet Sales, 905 So, Monroe Street, 
Monroe, Michigan, phone CH 1-3177. 
EAN FRONT END ALIGNMENT UNIT, 
has had excellent care, $800. Write North 
American Brake Centers, 4800 Crescent 
Bivd., Pennsauken, N. J. or phone NO 
5-1510. Also 12’ fire door $100. 





Street Address... 
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Car Dealer [] 


Jobber [] Insurance [_] 
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New Subscription Order’ 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 (J 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 
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TRADE CONNECTION: 
Truck Dealer [] 
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Manufacturer [] 


Financial [] Supplier [] 
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“Mr. INTERNATIONAL’ 


pitches in...helps out...follows through! 


He’s the Assistant District Manager, working with a 
dealer and a customer to finalize delivery arrange- 
ments on urgently needed fleet equipment. 


He’s the District Stock Supervisor following orders 
through production, checking equipment installation 
and expediting delivery to the new owner. 


He’s the Zone Parts Supervisor working on a crit- 
ical parts shipment to help a dealer reduce a cus- 
tomer’s equipment “downtime” and get his trucks 
back on the road sooner. 


“Best deal in the truck business . 


‘Mr. INTERNATIONAL” is many men, really. But 
whatever the title, his primary job is to help INTER- 
NATIONAL Truck Dealers keep their sales healthy and 
their customers happy. 

This is INTERNATIONAL HARVESTER’S plan of as- 
sistance. If you’re interested in working with an 
organization like this, selling the world’s most com- 
plete line of trucks, an INTERNATIONAL franchise may 
be available to you. Write! Manager of Sales, Motor 
Truck Division, International Harvester Company, 
180 North Michigan Avenue, Chicago 1, Illinois. 





INTERN ATIONAL TRUCKS HH. 





